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IN THIS ISSUE: 


Programmes for Triple Convention of 
National and Southern Mill Supply 
Associations and American Supply and 
Machinery Manufacturers’ Association 
at Nashville, May 15th, 16th and 17th 

Letters from. Consumers Attest Im- 
portance of Mill Supply House 

EDITORIALS—The Nashville Triple Convention 

—Individual Effort Necessary—Whither Are 
We Drifting? 
A Historical Sketch of Nashville 
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John M. Nelson 
How Wide is the Field of Mill Supply House 
Activity? 
Business Climbs Back to ‘‘Normal’’ Zone 
Joseph H. Barber 
Chicago Regional Meeting of Power Transmission 
Association 
Progress of McLaughlin Mill Supply Co. Notable 
Increased Use of Electric Power Interests Dis- 
tributors 
Dire Predictions Hamper Business 
Fred Counterman 
Oliver Evans Contributed Much to Mechanics 
A. C. Rynders 
“The Mill Supply Salesman’’ Section 


Met : Vise Information for Supply Salesmen 
. H. F. Seymour 
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~~ Valtie in Intensifying Sales Effort 
Frank Farrington 
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“GENUINE DETROIT” 
Grease Cups 


Genuine Detroit Grease Cups are supplied in pressed 
steel, pressed brass and cast brass, in a large variety of sizes 
and threads. 


They are strong, durable, well designed and_ nicely 
finished. 


They are carefully manufactured of high grade metal 
and each cup is thoroughly inspected before shipment. 


Full information gladly furnished upon request. Write 
for catalog and prices. 





DETROIT LUBRICATOR (OMPANY. 
DETROIT, MICHIGAN 





































TOOLS YOUR CUSTOMERS KNOW 


Here are two tools that will sell rapidly And there’s the Advance Safety Car 
and return profits. The New Badger Wrench which has been developed to 
Car Mover is well known to Car Mover where it is unbreakable with ordinary 
users and is standard equipment in usage. The features of this wrench are 
many large manufacturing plants. The that it cannot injure the operator, auto- 
reason is that power, speed, durability matically adjusts itself to any size wind- 
and the ease with which it can be ing tap on hopper bottom cars, and can 
handled, make the New Badger better be used where other style wrenches have 
than any other car mover on the market. failed. 


Write us for details and prices 







The Advance Car Mover Co. 
Appleton, Wis. 







No. 5 
New Badger 





Advance Safety 


f 
; Car Wrench 
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VERY red dot on this map represents a _ large- 
volume distributor of CAPITAL Industrial Brooms 
and Brushes. Such dominant distribution explains why 
more CAPITAL brooms and brushes are sold and used 
than any other make. Yet that dominance could not be 


possible without superior CAPITAL quality and un- 
equalled team-work with our distributors. 





In territories now open, we offer mill-supply distrib- 
utors a chance to build a sound, profitable, permanent 
business with the CAPITAL Line. Details of the CAPI- 
TAL Line and our distributor-cooperation program will 
be sent upon request. 


4 y The Indianapolis Brush & Broom Mfg. Co. 

















Established 1890 ; 
126 N. Brush Street Indianapolis, Indiana . 


CAPITAL 










For all Trade Uses 








Truck CASTERS 


Whenever you have heavy duty caster 
problems in your plant, this Bond Double Ball 
Race Roller Bearing Wheel caster deserves serious 
consideration. In hundreds of plants it has 
Patented proved its ability to carry heavy loads without 
fear or failure. 

lhe Bond Line of Truck Casters has a real 
message for you. 


Bond Foundry & Machine Co. 


Manheim, Pa. Philadelphia Office: 617 Arch St. 
New York Office: 256 Broadway Chicago Office: 39 S. Clinton St. 
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You will know the 


MASTER STILLSON 


by the new 
RED LACQUER HANDLE / 
and by the 


diamond trade-mark 






















which proves it’s 


GENUINE 






























MADE FOR 
y MASTER CRAFTSMEN 


The new Walworth Master STILLSON 
stands out like a lighthouse from all 
other pipe wrenches. You'll know it any- 
where by its bright red handle, by Dan 
Stillson’s diamond trade mark on the jaw 
and by its greater toughness, lasting 
strength and gripping power when it goes 
to work. 

Design, weight, balance and price are 
the same as before. What the red handle 
identifies for you is a new hardness and 
toughness of steel from the tip of the 
handle to the last tooth in the jaw. And 
that’s what counts for you when the new 
Master STILLSON goes on the job. 


WALWORTH 


Walworth Company, General Sales Offices: 51 East 42nd St., New York 
Plants at Boston, Mass.; Kewanee, IIl.; Greensburg, Pa., and Attalla, Ala. 
Distributors in Principal Cities of the World 


Walworth Company, Limited, 10 Cathcart St., Montreal, P. Q. 
Walworth International Co., 11 Broadway, New York, Foreign Representative 
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“TOLEDO” LEADERSHIP 


There is no denying the fact that “TOLEDOS” measure up in 
all respects as leaders in their field. The first tools to free the 
trade from the back-breaking methods of hand threading. The 
first geared tools to thread the larger sizes even up to 12 inches. 
The first pipe cutters that actually cut. Then the first electrical 
Power Drives for converting hand tools into power machines, and 
last but not least the “TOLEDO” No. 1000M~ power pipe 
machine, today the leader of all power pipe machines for cutting 
threading and reaming small pipe. 


Difficult it is to recall one single product today that is any 
more entitled to the term of leadership. 


“TOLEDOS” justify your customers’ faith in) them as 
“TOLEDO” service is well proven. ““TOLEDOS” justify your 


faith tn them as you are sure of a rapid turnover and your just 
profit, as a dealer. ‘‘TOLEDO”’-THE TRADE- 
MARK YOU CAN 
THE TOLEDO PIPE THREADING ee 
MACHINE CO. TOLEDO, OHIO 
New York ONice, 72 Lafayette St. 
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Here is an ideal belt | ) buy > 2 ‘“‘stick’’ form. Easy 
dressing — a sure cure ef =~ to keep around and 
for slipping and a proved easy to apply without 
aid to long belt even stopping ma- 
life. It is guar- chinery. Simply tear 
anteed harmless off part of the paper 
and may be cover and hold one end 
safely used on of the stick against 
leather, rubber the pulley side of the 
or fabric belting belt. No muss or fuss. No wasted 
without the time, in fact, no excuse for belts 
slightest danger not being kept in perfect condition. 


66 M4 9> 
of clogging. Write for Free Sample and Circular 71 O. 


Best of all it JOSEPH DIXON CRUCIBLE CO. 
comes in handy JERSEY CITY, N. J. Established 1827 
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[Nothing is apt to cost so much as a bearing that cost so little! ) 























Water, Lime and Leather 
Polish Balls for SKF Bearings 


FTER final grinding, the steel balls used Following this, the balls are placed in 

in the manufacture of er Ball 
Bearings are polished. In this operation, 
the balls are placed in steel tumbling barrels 
and the polishing is accomplished by an 


wooden tumbling barrels, as shown above, 
and the balls are tumbled in a special grade 
of very soft leather. This operation does 


ssictildaecls Mice hacia Mies ee RE ae not remove any measurable amount of 
Lime. This is mixed with water and the material but provides for a very high sur- 
adhole tines ie tocated tn berteks for 3 tc face polish. It is the extreme attention to 
56 hours, depending upon the ball size. fine details and precision workmanship 
This operation removes about .0001" from which makes &{8S Anti-Friction Bear- 


the ball diameter. ings the universal standard of quality. 


You men who plan, build, use or pay for machines of any kind, re 
member this: It costs more to replace a poor bearing than to buy the 
best one that SKF ever produced. AND SKF ANTI-FRICTION 
BEARINGS ARE THE HIGHEST PRICED IN THE WORLD 


SKF INDUSTRIES, INCORPORATED, 40 East 34th Street, New York, N. Y. 
FOR NEAREST SKF DISTRIBUTOR SEE THOMAS REGISTER 


2019 





Ball Bearings 
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Yale Screw-Geared Chain Blocks 


Cast to ALE Screw-Geared Blocks util- 


Drop Forged 
_ izing the worm wheel and screw 


principle insure a remarkably smooth, 








TRADE 








Accurate 
Pockets 





Seates asnncoepd even operation without jar or shock. 
Lubrication rdened an : 
poe BD sonstest ~The load is AUTOMATICALLY 


held suspended. Raising or lowering 
can only be accomplished by pulling 
the hand chain. Two steel load 
sheaves carry the chains and two 
steel chains carry the load. 





‘= 
A 
Hand Chain ‘ef ree : s ss 

SS ae The rotating mechanism is en- 
closed between two machined cast- 


ings, all parts being thoroughly bathed 











YALE MAKES 








Yale Ball Bearing Spur- 
Geared Chain Blocks, 
Yale Screw-Geared Chain 
Blocks, Yale Differential 
Chain Blocks, Yale Roller 
Bearing Trolleys and 
Cranes, Electric Chain 
Hoists, Electric Industrial 
Trucks. 





Factory Locking 
Equipment—To acquire 
locking control, security 
and convenience through- 
out the factory, use Yale 
Master Keyed Locks 


in graphite and oil. 

The drop forged detachable shackles 
and oval pins permit readily detaching 
lower cross-head and hook and lengthen- 
ing or shortening the load chain without 
cutting or welding the last link. 

Yale makes its own chain of heat treated 
steel, die-formed, electrically welded, 
forged and trimmed. 

The Yale Screw-Geared Chain Blocks, 








in common with Yale Ball Bearing Spur- 
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Gearedand Yale Differential Chain Blocks, 
are all Yale made to insure highest ef- 
ficiency and long service. 


See the Yale Exhibit at the Foundry- 
men’s Convention, Booths 318 
and 320, Commercial Museum, 
in Philadelphia, May 14th to 18th. 


The Yale & Towne Manufacturing Co. 


STAMFORD, CONN,., U.S. A. 


Canadian Branch at St. Catharines, Ontario 
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Hoisting Conveying Systems 


YALE MARKED IS YALE MADE 
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HAT rubber company started first to operate with 
a known poliey of sales—wriitten and published so 


all distribuiors might know they had a real ally? 





What rubber company first suggested distributors would 
be benefited if the manufacturer's policy of sales was 
scrutinized ? 


W hat rubber company first siarted an investigation of the 
Mill Supply Distributor’s problems, thereby proving a will- 
ineness to work for him and with him? 


What rubber company popularized the phrase “Facing 
the Facts?”’ 


The answer is always the same — Republic. 


Tae ReepuBLic RUBBER CoMPANY 
Poungstouwn, Ohio 


Beliing A 





















Bepeoolki space 
i aac k ms 1 A line of rubber items sufficiently 
* complete to permit effectively supply- 
3 z ose ing the requirements of the trade solicited. 


2 A quality of product uniformly good 
* and capable of delivering service re- 
sults that should reasonably be expected. 


Wolded Goods 





3 A price basis inducing and making 
* possible aggressive competition with 
reasonable profit return. 


Lathe Cut Goods 





Freedom from competition from his 
source of supply, either direct or in- 
direct, among the trade covered by his day 
to day solicitation. 


5 Selling helps of reasonable amounts 
* sothat his sales force may be given 
the advantage of specialized training and 
aknowledge of the product sold. RRA 
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all alone.... 
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ptoneered the Mill Supply Distributor’s Importance 


On October Ist, 1923 
Republic announced 


this Five Point Policy: 





A line of rubber items sufficiently com- | 
plete to permit effectively supplying | 
the requirements of the trade solicited. 


A quality of products uniformly good |} 
and capable of delivering service re- | 
sults that should reasonably be expected. | 


% A price basis inducing and making 
+ 


possible aggressive competition with 
reasonable profit return. 





Republic always had 








Merchandise equal.. 


Cory 1 4 Freedom from competition from his |} 
: Pre sabe a * source of supply, either direct or in- | 
ree Cae direct, among the trade covered by his da | 

to any mechanical rubber Pa ; | 

. ; | to day solicitation. Reltine 
goods manufacturer. 1 | ering 
Then came a superior sales Selling helps of reasonable amounts sO |} . a 
policy which featured the * that his sales force may be given the || Packing 
distributor’s economical advantage of specialized training and a_ | 
necessity and importance. knowledge of the product sold. \} Hose 
rr . ' } 
Then Republic became 


Superior. 1 Molded Goods 





Lathe Cut Goods 





THE REPUBLIC RUBBER COMPANY 
VWounzstowun, Ohio 
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DONT 
TRUST TO 
LUCK 















in the important 
matter of buying 
FITTINGS! 


WHEN you stock Square “Gee” Pipe Fittings 
you are giving your trade the benefit of uni- 
form and dependable quality. The cream of 
raw materials, special tapping machines, care- 
ful finishing processes, smooth countersinking 
and rigid inspection insure this uniform quality. 
And we build this uniform quality into Square 
“Gees” because pipe fittings perform a major ser- 
vice in the installation. They're the vital conneet- 
ing links on steam, water and other lines. 
You can confidently depend upon “Square “Gee” Pipe 
Fittings te live up to your reputation for stocking 
quality products. 
The new Square “Gee” Costalog enables you to look up sizes, 
weights and prices of all Square “Gees” in a jiffy. If you haven't a 
copy in your file write today. 
The GRABLER MANUFACTURING COMPANY 
and its subsidiary GRABLER-REPUBLIC, Incorporated 


CbhepeYV¥E & AR @ .: Oo H I O 


New York +s Chicago .. Los Angeles .- San Francisco 


SQUARE “BGEE™ 
Pipe Fittings 


ORAINAGE, BRASS 








MALLEAGLE, CAST IRON 
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Cry That Has 
Echoed 
Through the Ages 


The cry of the leper—outcast, unclean! A soul-wracking, melan- 
choly cry that has resounded in the halls of time since Egypt was 
young and the pyramids were but a dream. 

“If Thou wilt Thou canst make us clean,” pleaded the lepers when 
the Man of Galilee walked among them nearly 2,000 years ago. 
And in His great compassion He laid His hands upon them and 
gave them comfort. 

But even in this advanced age the agonized cry of the leper is 
raised, unheard, lost on the winds of the sea and stifled by the 
loneliness of far-off islands where millions of lepers this very hour 
are living a walking, breathing death. Actually, millions there are— 
men, women and helpless little children who never should feel 
the hand of leprosy. Thousands of these are under the American 
flag in the world’s greatest leper colony at Culion in the Philippines. 
And yet, these exiled and forgotten millions are suffering and dying 
needlessly. It is astounding but true that leprosy is curable. In 
five years more than 1,000 of the milder cases have been cured at 
Culion and the patients returned to their homes. Now, only 
money is needed to provide increased personnel and equipment at 
Culion so that a perfected cure may be given to the lepers of the 
world. This was Leonard Wood's dream and it was he who asked 
the American people for help, just before his death. 

ueowit 1 e US 

prayer, but this time it is addressed not to the Man of Galilee but 
to You. You can help rid the world of Leprosy—Stamp it Out 
for all time—by simply sending your check to aid the heroic men 


“If -Thor It Thou canst make us clean.” Yes, the same old 





and women who have buried themselves among the lepers and are 
devoting their lives to this great task. 





Address all-Communications to 


LEONARD WOOD MEMORIAL 


1 MADISON AVENUE NEW YORK CITY 











This appeal is published in heu of an advertisement 
scheduled to appear in this space as evidence of our 
belief in the objectives of this most worthy movement. 


THE BUNTING BRASS & BRONZE CO., TOLEDO, OHIO 


BRANCHES AND WAREHOUSES 11 


NEW YorRKK CHICAGO BOSTON PHILADELPHIA SAN FRANCISCO PN POR DT OFFIC 
76 Lafayette St ‘OLS S. Michigan Ave 36 Oliver S S30 A 1us nd St Toledo, Ohio 
Canal 1374 Calumet 6850-6851 Hancock O14 Spruce 5206 Douglas 6245 
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‘Safe as the Floor!’ 


THE PLATFORM 
MAKES ALL 
THE DIFFERENCE 





Jobbers 
Sell 4 
Out of 5 
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Gold Medal 
Safety Platform Ladder 


Every industrial plant, hotel, hospital, office building, etc., 
in your territory can use this remarkable ladder. You can sell 
nearly all of them, not when their old ladders give way, but 
NOW, to replace the old type with a ladder that gives acci 
dent insurance and extra efficiency combined. 





Folds like an ordinary ladder. When opened platform pro 
vides broad solid foot room. Side rails and top brace the 
user's legs securely. Rungs at back for helper to mount from 
the rear. Made of aeroplane spruce in 9 sizes, from 3 to 18 
foot platform heights. Sold through distributors. 


Write for Distributor's Proposition 


THE PATENT SCAFFOLDING COMPANY 


435 Bridge St 5 











oy S21 Sherman St 
Boston, Ma Atlanta, Ga St. Loui Mo 
int st 14 Haynes Ave. N.W 6168 Bartmer A 
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Babbitt 


satisfaction 


Distributors who handle Argus 
Babbitts find their profits 
steadily increasing because they 
are increasing their number of 
satisfied Customers. 


Our co-operative selling plan helps 
them in the sale of other items 
they carry—including BABBITT. 
Let us put new life into your 
Babbitt business this year. 

Our warehouses throughout the 
country can give you prompt 
and efficient service. 

Write us now and let us tell you 
what we have in mind for your 
territory. 


Argus Smelting Co. 


393 Seventh Ave. New York City 
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Self-lubricatin?, bearings 


10-spoke wheel 


Malleable iron brackets 

Smooth wheel face 

Wrought steel hub 

Riveted and cast to hub spokes 
Fixed rolled steel axle 

“V" front tray braces 


SELL 





SPECIAL STERLING FEATURES 


Selected maple handles 


Special tubular steel handles 


Top of tray reinforced 
Channel steei legs 
Riveted le} braces 

Extra le~ shoes 

Wrought iron handle tips 
All parts interchangeable 


Handles clamped — not bolted 





NO SUBSTITUTE 





“handle clamps” reinforce 
the handles — no breakage — 
longer life — therefore far 
cheaper per job. 


Sterling, handles fit into the steel 
channel le® frame snugly and 
are held by a reinforcin?, clamp 
surrounding both. There’s no 
weak point here, as is found in 


bolted handles. 


Sterling, wood barrow frames are 
made of selected clear high grade 
maple, smoothly planed on all 
sides and grooved alon3, the low- 
er edge formin3 a seat for the 
channel lex, the wheel support 
and metal tip. Bolt holes are 
drilled at dead center and equal- 
ly spaced so that any handle may 
be used for right or left side. 
Sterling, handles bein3, complete- 
ly interchangeable simplify or- 
derin?, of repairs and create a 
savin, of time and money. 


It is both ethical and profit- 
able to sell what is asked for. 
We have a very attractive 
dealer proposition — good 
discounts —good profit —ex- 
tra heavy national advertis- 
ing. Write for facts today. 
Prompt service from factory 
or branch warehouses at 
Chicago, New York, Phila- 
delphia, Pittsburgh, Cleve- 
land, Detroit, St. Louis. 


MS Rkokos at—sba' 
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“But SPrecoulf pulleys 
are more than wood 


LEAR Sitka spruce impregnated with a waterproof binder and compressed 
from 30 to 70 percent of its original size . . . is Sprucolite. 


























Sprucolite Pulleys have the highest belt gripping qualities known.* They wear 
like cast iron but withstand shock loads. They are more resilient than paper but 
are so inherently tough that they preserve the crown and edges. The hubs, 
imbedded in the dense, fibrous mass under thousands of pounds pressure, never 
work loose. Weight is always a consideration. Compressed Spruce weighs but a 
fraction of cast iron or paper. 

Wood is wood, iron is iron, and paper is paper. As pulley material they each have 
their virtues and their drawbacks. Sprucolite, on the other hand, combines the 
merits of all with the disadvantages of none . . . and costs no more to buy. 


Price list and detailed information sent on request. 


SPRUCOLITE CORPORATION 





sie ' 342 Franklin Ave. Bloomficld, N. J. 
1 11 | ngit H 
x x 
COMPRESSED Sprucolite Pulleys for factory use are distributed exclusively through mill 
SPRUCE upply house Present dealers find them quick to sell, therefore profit- 





R UC O L| able to handle. They tell us that general interest in them serves to make ‘ ' 
new contacts for the dealers’ salesmen, resulting in sales of other mer- =a he 
NEW JERSEY chandise as well as of Sprucolite Pulleys. Let us send you our dealer's {A 


proposition. POWER TRANSMISSION ASSOCIATION 
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Eight inch belts, because of their extreme size and 
thickness and because they form a relatively small 
fraction of all belts in operation, have presented a 
difficult lacing problem. 


Just a little over a year ago, however, a machine for 
joining all belts up to and including 8 inches in 
width was introduced to the manufacturing world. 
It was called the Clipper No. 8 SPEED Lacer. 


In one year this Clipper No. 8 SPEED Lacer has made 
the lacing of 8 inch belts an amazingly simple opera- 
tion. And in one year more than a thousand manu- 
facturers have found that belts of any width laced by 
this machine are laced more speedily and efficiently 
than ever before. 


The secret of the Clipper No. 8 SPEED Lacer’s 
ability to make better joints lies in the fact that it 
can lace both ends of a belt in one and one-half 
minutes; it requires but one ordinary shopman to 
do the job; the jaw pressure of the machine is 45,900 
pounds on the surface of the belt. This tremendous 
pressure forces the belt hooks cleanly and uni- 
formly into the belt and flush with the belt surface, 
thus reducing the possibility of wear to a minimum. 


Get acquainted with the Clipper No. 8 SPEED 
Lacer, especially if you have any 8 inch belts. If 
you have only small width belts, other Clipper 
Lacers can still take care of your requirements 
with satisfaction. 


The Clipper No. 8 SPEED Lacer is furnished with or 
without stand and weighs only 100 pounds. 


Every lacing requirement is anticipated by Clip- 
per Products—-Lacers, Hooks, Pins and Cutters. 


Clipper ‘Belt Lacer Company 


GRAND RAPIDS MICHIGAN 
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Compound Leverage for Big Pipe 
Small in Size 
Big in Action 





| LEVERAGE is Power! It is compounded in the RID- 
4 GID Super-Six, which will break a tight-rusted 6-1nch 
joint that dehes three or four men equipped with an 
ordinary 48-inch wrench. Yer the handle of the Super-Six 
is as short as that of a 36-inch. It’s a remarkable wrench 
big pipe work. In trenches and similar places, where 


elbow-room is at a premium, nothing can beat it 

\ction is through chain and adjustable toothed trunnion 
and so pertect in design that the tremendous action 1s 
limited to joint being worked upon. No other joint is 


Phe saving in time and salvaged fittings on one good 
tear-down job will pay for the Super-Six. You can sell 
vith conhdence kvery RIDGID ts guaranteed to give 

np! itista 

Write for comp 


REGULAR RIDGID with 


Unconditionally Guaranteed Housing 





+ 14 








RIDGID ta 1 be h ilize that a RIDGID is an 
il x enct I th a guaranteed housing 

| how a Ridgid t { onal pipe w wh buyer means a quick 
ale and re Last vea biz volume of RIDGID repeat 
i rome look to u to supply them with good 

RIDGID » hes with the unconditionally guar- 


THE RIDGE TOOL COMPANY 


Dept. MS. ELYRIA OHIO 


Fein 


PIPE WRENCHES 
wazaseee WRENCHES 
CUTTERS 
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Through a continuous advertising and 
sales promotion program the Samson 
Car Mover is being brought to the 
attention of potential users in plants 
everywhere. Wherever there is a track, 
there is a prospect for the Samson —and 
we're reaching that prospect. 


It has been adopted by 15 major indus- 
tries and 22 railroads, because of its 
savings and dependability —it is known. 


It’s easier for a distributor to sell 
because it is known. It is profitable 
and is a repeat item. Investigate this 
unusual sales opportunity today. It is 
a distrisbutor’s item one hundred per 
cent. Write for distributors’ terms, 
plan of cooperation and territory. 


Rowell Manufacturing Co. 


A\ consolidation of 


G D. Rowell (C4 Son and Rowell \Ifg. Co. 


Appleton, Wisconsin 


Samson 


RAIL GRIFCER. 
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Three Important Lines 
THAT EARN DOLLARS FOR YOU 


S. C. & H. INDUSTRIAL 
FURNACES 


STRONG STEAM 
SPECIALTIES 


MAC-IT SCREWS 














Behind these three important 
industries which we have de- 
veloped are many years of 
engineering skill and experi- 
ence. Each group of products 
is the best of its kind. They 


are dependable in _ service, 





S.C. & 14, Continnmm Bleue 08 economical in operation. (The 
Tempering Furnace No. 623 The . * 
re oil temper- illustrations represent one of 
ing furnace ever built 

each.) 


The family of S. C. & H. Fur- 
naces, more complete than 
ever, furnishes a type for 
every heat treating purpose. 
Oil, electric, gas. 


Strong Steam Specialties, safe, 


sane, simple and serviceable, Mac-it 


bear the stamp of approval. 
. Hollow Safety 
A full line. 


Screw 


Mac-it screws, the toughest 
screws made, insure results 
that count. No breakage. 
All types and sizes. 





Get the full facts concerning 
Strong Steam Trap these dependable products. 


Guaranteed to stay tight for one year, 
otherwise valve anc seat will be 


erwise valve and seat will b Let Strong increase your sales 
replacec ree of charge as “fA\l a) - z 
METL valve and seat and profits. 


The STRONG, CARLISLE & HAMMOND CO. 


1392-1394 West Third St. Cleveland, Ohio 
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Giving Customers 


Their 
Money’s Worth! 


‘J you want to give your cus- 
tomers 100 cents worth of steam 
trap value for every dollar they 
spend, there's only one trap you can 
sell them that's the Anderson 
‘“Man-size’ Steam Trap. 


Don't confuse “Man-size’ traps 
with the weak, flimsy traps sold on 
trial—Anderson Traps are entirely 
different! They are built on generous 
lines. [They have a bigger capacity 
than any similar type trap on the 
market. Theyre made to do a 
“Man-size’ job on any steam line, 
and they have been doing it in 
thousands of plants for many years. 


The seasoned engineer who seeks 
a trap capable of giving steady, con- 
tinuous drainage of condensation and 
providing maximum heat to the 
system, can see at a glance that an 
Anderson *Man-size’ Trap will do 
the work. He knows instantly he's 
getting his money s worth. 


customers Anderson 
“Man-size’ Steam Traps. Give them 


Sell your 


more than their money's worth. 


Send for catalog 


g and prices. 


The V. D. Anderson Co. 


1944 W. 96th St. Cleveland 








Strength 


Accuracy 


Finish 


A 
Complete 
Line of 
Cap & Set 
Screws, Nuts 
and Milled 
Studs Shipped 
Promptly from 
a Stock That’s 
Always 


20,000,000 
or More— 


—— 1020 S.A.E. Steel 


‘ONLY A JOBBER CAN 
GET JOBBER DISCOUNT”’ 


“The Cleveland 
Wrought 
Products 


Co. 


West 58th St. at Denison Ave. 


Cleveland, Ohio 
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BONNEY CV/ Chrome Vanadium) 
Miniature Kit No. 20 


HIS kit contains 

5 Bonney C-V 
(Chrome Vanadium) 
double end Engineers’ 
Wrenches, with openings 
from 3/16" to 15/32"— 
designed to fit the 10 
most popular small bolts. 


Price of complete 
kit, including 
leatherette roll $3.15 

These 5 Wrenches, if pur- 


chased separately with- 
out leatherette roll. .$2.65 





(Attractive discounts to 
Dealers.) 
(Patents Pending) 


*C-V 
is a Bonney trademark 
registered in the 
U. S. Patent Office. 


Chrome Vanadium 
registered 
August 11, 
1925. 


These wrenches are covered by the Bonney guarantee, as follows: 
‘‘Bonney C-V (Chrome Vanadium) Wrenches are guaran- 
teed to strip the thread or break the bolt without damage 
to the wrench. We will replace, free of charge, any Bonney 
C-V Wrench that does not live up to this guarantee.’’ 


BONNEY FORGE & TOOL, WORKS 
ALLENTOWN, PA. 


Write your name and address below, cut out this coupon, attach remittance, 
and mail to 


BONNEY FORGE & TOOL WORKS, ALLENTOWN, Pa. 
Name_— 
Address 


When writing to Advertisers please mention Mitt Suppiies 
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Careful Packing 


gan being better bolts—that is, stronger, more accurately threaded, headed more 
securely and resistant to rust—Empire New Process Bolts (and the accurately 
sized, flawless, perfectly fitting Empire Nuts that go with them) are packed with unusual care. 


This is a valuable asset, both to the wholesaler and the retailer for it brings the goods to 
them in perfect condition, and protects the stock while in storage, so that the boxes are 
fresh and new when placed on the shelves, and the bolts and nuts free from rust and dirt. 


It pays to stock and sell Empire Bolts and Nuts exclusively. Any bolt or nut you need 


can be supplied you under the well known Empire Brand. The quality is UNIFORMLY 
better and prices are standard. 


RUSSELL, BURDSALL & WARD BOLT & NUT COMPANY 
Factories at PORT CHESTER, N. Y. ROCK FALLS, ILL. CORAOPOLIS, PA. 
Sales Offices at Philadelphia, Chicago, Detroit, San Francisco, Los Angeles, Seattle, Portland 


7 
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EMPIREC™. BOLTS 
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TIMKEN 
»MEDART> EQUIPPED LINE 
















(ea 


The 
Pillow Block 


Save Power, Preserve Alignment and Elimi- 
nate Wear with Medart Timken-equipped Spher- 
ical Ball and Socket Pillow Blocks. They are highly 
desirable and economical in many types of line- 
shafting applications. . . . Bearings are permanently 
and properly set up and filled with lubricant .... 
They can be applied to the shaft without disturbing 
the working elements, simply by clamping up two 
bored steel collars. This approved construction 
principle assures a thoroughly tight fit of the sleeve 
on the shaft, 





Other appliances in the Medart Timken-equipped 
\ Line are: (1) The Ball and Socket Hanger for line 
\ shafting use, (2) The Unit Mounting, adapted to use 

\ in individual machines, and (3) The Loose Pulley. 


GET CATALOG 43 WITH 
DISCOUNT SHEET FOR PRICING 


For “Everything in Line Shafting Equipment” get Catalog 43 
and Discount Sheet; also Bulletin on Medart Timken-equip- 
ped Line of Industrial Appliances. 







THE MEDART COMPANY JE Ry 
(Formerly Medart Patent Pulley Co.) 4 s Se 
| General Offices and Works, St. Louis, U.S.A. a Waak in] 
\ Offices in EAA! | 
Chicago ’ Philadelphia ” Pittsburgh ” New York ” Seattle “3 ve 
Office and Warehouse in Cincinnati DOWER TRANSMISSION ASSOADON 
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United States Hoffman Machinery Corporation, 
Syracuse, N. Y., USE 


BLACK & DECKER 


Portable Electric Tools 
“With the Pistol Grip and Trigger Switch” 













































































































Z — \) 
U. S. Hoffman |f 
The upper Pressing ; 
illustration Machines 4 
shows are f 
Black €? manufactured 
ona ; 
Decker production |} 
6-inch basis. i 
Portable The lower s 
Electric illustration |f 
; shows the |} 
Grinder end of one Z 
in use at production |f 
the plant line with a 
of the Black €? 
“i| United States Decker 
% Quarter-inch 
* Hoffman Drill 
5}, Machinery being used 
Corporation, aon an 
i attachment 
a _— of the 
aren name plate. 
ridges. 


Production shops all over the world are saving time 
‘and reducing their costs with Black & Decker 
; Electric Tools. 






Carried in Stock by the Leading Mill Supply Jobbers. 


The BLACK €? DECKER MFG. CO. 
TOWSON, MD., U.S. A. 
Black & Decker Mfg. Co., Limited, Toronto, Ontario Black & Decker, Limited, Slough, Bucks, England 










Branch Offices with Service Stations in 


BOSTON NEW YORK OAKLAND, CAL. ATLANTA DETROIT BALTIMORE KANSAS CITY LOS ANGELES 
BUFFALO PHILADELPHIA ST. LOUIS DALLAS CHICAGO MINNEAPOLIS CLEVELAND SEATTLE 
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Olt te aus tae \ | All Castings Certi- 
2 | fied Malleable Iron 
Easy Operation 


Hi gh Carbon Chain 


Drop Forged Ball- 
Bearing | Trey-ve We w Cove) << 
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of Roller—Bearing Trolleys. 


FORD CHAIN BLOCK CO, PHILA.,PA. 
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<f) WHE mill supply distributor who 

ust meet the competition of 

lines that are sold direct from 

the factory to the consumer or through 

branch stores operated by the fac- 

tory, feels the crowding of competi- 
tion strongly. 

But this competition can be met— 
and is met—wherever the factory’s 
policy recognizes that the jobber is 
the really logical channel of distribu- 
tion from factory to consumer. 

Because we have recognized this fact and 
made it a basic factory policy, our relation- 
ship with the distributors who handle our 
nationally known line has made it possible 
for them to meet competition and establish 
highly satisfactory connections with the 
consumer. 

This is proved by the notable increase in 
the size of our jobbing family—the number 
of high quality mill supply houses added 
recently. And by the numerous written ex- 
pressions of enthusiasm from these dis- 
tributors. 


BOSTON 
WOVEN HOSE & RUBBER CO. 
CAMBRIDGE, MASS. 


For More Than 50 Years Makers of 
Quality Mechanical Rubber Goods 
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To progressive mill supply distributors of 
high standing whose present connections place 
them on a heavy firing line of competition, 
we would like to present the interesting details 
of our distributor proposition based on the 
principles of co-operation and service. 
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We give it cheerfully and without extra cost, carry- 
ing a complete stock of all listed sizes of CAP AND 
SET SCREWS and SEMI FINISHED NUTS 
in small cartons suitable for JOBBERS RESALE. 


When making your purchases of SCREWS and 
NUTS of CHICAGO, where uniform quality and 
precision is thoroughly maintained, you keep your 
sources centralized and save freight. 





The Chicago Screw Company 


Chicago, Illinois 





























CHASE TRAILERS 


For Every Purpose 


Chase Trailers are made in a variety of types and sizes, for use in all industries. The three types shown are typical 
of the Chase line—sturdy construction to stand rough usage and give long service. We also manufacture factory and 
mill trucks, industrial cars and build complete industrial railways. 


Catalogues, drawings and estimates sent on request. 


THE CHASE FOUNDRY & MFG. CO. 
COLUMBUS, OHIO 


T-11 Trailer 


T-10 Trailer 
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Cochex 


1¢ot Hotels 


a) HOTEL is a little world— all the industries are embraced in 
its management and upkeep. All the social factors meet in its 
corridors. Politics, intrigue, science flow through it. But back of all 
is the everyday equipment that “‘makes the wheels go round.” 
The engineering staff, the mechanical plant, the operating machinery 
which enables these luxurious institutions to function smoothly, are 
as highly specialized and carefully selected as in large manufactui- 
ing plants and Cocheco Belting is favored here as in other great 
industries because the reputation for service is justified by results. 
Kast, west, north and south—in varied climates and conditions, 
Cocheco keeps the machines running smoothly, transmits power with 
maximum economy and minimum cost for upkeep. The Belting Book- 
let gives the “reasons why” Cocheco leads. May we send it 
Chicago eee nee 
New York sd. B. Williams & Sons Boston 


Philadelphia Dover, New Hampshire, U. S. A. Dayton 


When writing to Advertisers please mention Mitt Surpiies 
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Three Profitable Lines for Supply Houses 


Faz “SAGINAW” 


mo \ yi ‘Trolleys, Trucks 
4 = and Casters 









£3 











RS, 















“SAGINAW” 
CASTERS 


“SAGINAW” 
TROLLEYS 





Pressed from 
Made of I #s ss . | Th e 
Presse¢ iSteel 1eavy steel. 
ri . i) 
en I'wenty sizes ‘Handy Man 
= light and : ae 
Six Siz heavy duty. for all hand truck- 
; to 3 Ton Ball | — ing. A money 
, — saver in mills, fac- 
For 4", 5", 6 swivel. : i 
and tories, shops, ware- 
8" I beams. Roller bear- houses and shipping 
ing axle. rooms 
Ball and : ; 
Roller Steel, rubber List S16 
Bearing tired. 


Nationally Advertised and Now = ee 8 
sell; ; ‘ r ; ‘“ y TAC istr~tbutors 
Selling in Many Mill Supply Houses etna aes the 


Manufactured by Saginaw” Lines 


SAGINAW STAMPING & TOOL CO. 


SAGINAW, MICHIGAN 


























Sales - 
Tacemgit | retin 


brin ee ae 
Repeat Sales 








The Cincinnati Rubber Mfz. Co. 


Cincinnati, Ohio 
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It’s not the 
Machine Tool 


that drills through the 
metal. 


It’s the Cutting Tool 
that does the work. 


No matter how expen- 
sive your machine may be, 
the too/ used in the ma- 
chine determines its worth. 


With this in mind, 1s it 
wise to purchase small 
tools on a price basis? 


The New MORSE Forged Type 


High Speed Drill is repeatedly 
demonstrating its superiority. 





TWIST DRILL & MACHINECO. 


EW BEDFORD MASS.U:.S 


Sold by Progressive Dealers Everywhere 




















Morse High Speed and Carbon Drills, Reamers, Taps and Dies we 














Soe 
GOULDS PUMPS 


he line is complete and includes 


CENTRIFUGAL - --- ROTARY 

DIAPHRAGM -: DEEP WELLHEADS 

SINGLE AND DOUBLE -ACTING 
POWER PUMPS 


Fig. 1695 


GOULDS Single Acting 
Vertical Type Power Pump 


This automatic oiling, vertical type, outside 
packed plunger pump is particularly recom- 
mended for fuel oil service, water supply 
systems, circulating cooling water for engines 
and many other pumping services in all 
types of industrial plants. 


Built in three sizes, with capacities of 210, 
420 and 720 gallons per hour. 


Points of Superiority 


BRONZE WEARING PARTS ~ Insure longer life. 
OUTSIDE PACKED PLUNGER Can be repacked 


without dismantling pump 
CRANKSHAFT Counterbalanced 
AUTOMATIC OILING~ The connecting rod is oiled 


by a new type of oiler which holds a two months’ 
supply. The crankshaft bearings are ring oiled, the 
reservoirs holding enough oil for several months’ 
operation 


SELF-PRIMING When pump is stopped, bleeder 
valve in discharge deck allows water to flow back 
and keep suction chamber filled 


Send for copy of Catalog M, describing 
this and other Goulds pumps 
tor every purpose 


GOULDS PUMPS, INCORPORATED 
SENECA FALLS, NEW YORK 
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It costs no 
more to sell 
a fine belt 


T costs no more to sella 
really fine belt. Duxbak 
Belting stays sold. There are 
no comebacks, no worries. It 
is a fine belt, honestly made, 
honestly sold, and fairly 
priced. 


We will be glad to tell you 
of an attractive plan to assist 
you in the sale of Duxbak 
Belting. No obligation is in- 


curred. 
B 
BELTIN 
TEASE MARK y/, 





Tanners 
Belt Manufacturers 


Main Office and Factory 


42 FERRY STREET NEW YORK 


DUXBAK 


WATERPROOF 
LEATHER BELTING 
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Buy Your Entire 
Line of VISES 
From Yost! 











OUR customer cannot ask for a vise that is not found in 

the Yost line. The 24 different styles of Yost Vises cover 
every purpose for which a vise can be used in any trade. 109 
sizes means that your customer can have exactly the size and 
style of vise he wants—-and get Yost quality. 


There is a Yost vise for the Machinist, Toolmaker, Plumber, 
Steamfitter, Coachmaker, Woodworker, Patternmaker—-for the 
Drill Press, Garage, Manual Training and Home Shop. 


If you have been selling vise specialties, try the Yost Com- 
plete Line. They’re easier bought and easier sold. 


Ask for the Yost Catalogue 


Yost Manufacturing Company 
Meadville, Pa., U. S. A. 


Established 1908 
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JOHNSON 


[|] QUALITY BRONZE 


BUSHINGS, 


OHNSON Bronze Bars, in 
the hands of skilled work- 
men throughout the world, are 
being wrought into millions of 
use!ul products. 
Ease in workiig them is insured by the even texture 
obta.ned frcrm caz¢.ul compounding of virgin metals. 
Solid bars are available in 32 sizes from 44” to 4144” 
in diameter. The 192 cored bars range from %” to 
3” inside diameter and from 114” to 6” outside diame- 
ter. All the 224 sizes are 12” long. 
The same careful attention is given the manufacture 
of Johnson Bronze Bars as obtains in the Johnson 
Bronze Bearings and Pushings which go into the 
world’s finest motor cars and machinery. 


JOHNSON BRONZE COMPANY 
NEW CASTLE, PA. 


Branches: Chicago Kansas City San Francisco 


BRON ZE 


BAR BRONZE 


BUSHINGS 


Johnson Products: Piston Pin, Tie Rod, Steer- 
ing Knuckle, Spring Eye, Spring Shackle, Genera- 
for, Starting Motor, Special Miscellaneous Bush- 
ings and Parts, Cored and Solid Bronze Bars. 
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Free bending of ply on 
aly. 

No folds in the fabric. 

No seams to open up. 

No ply separation. 

No bootlegging 

Made of extra-heavy 
belt duck — 50% less 
stretch. 

Compact weave of fab- 
ric gives better anchor- 
age—fasteners won’t pull 
out. 

Not affected by atmos- 
pheric changes. 

Longer life. 

ry ry 5 
Send for folder of valu- 
able horse-power and 
pulley data. 














“Slam on the load— 


SHE’LL PULL IT” 


Goodrich 1788 Highflex” pulls the heaviest loads with 
power to spare — because its unmatched flexibility gives 
almost perfect pulley-contact! 

It is built on a new principle — without fold or seam— 
no obstacle is opposed to free flexing as it passes over the 
pulleys! 

Bootlegging cannot occur; because, in the case of very 
slight ply-separation at joint, entrapped air can escape 
at the edges. 

While ideal for small-pulley, high-speed drives, “1788 
Highflex” is an all-around heavy-duty belt. Its almost 
negligible stretch eliminates take-ups and shut-downs. 

It’s the economical, trouble-free belt—and it deserves a 
test on your most difficult drives! 


THE B. F. GOODRICH RUBBER COMPANY 
Established 1870 Akron, Ohio 
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“1788 H 
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ohflex” Belt 





Chisholm-Moore manu- 
factures a complete line 
of overhead material- 
handling equipment. 
Below are a few C-M 
Products. The catalog 
describes them all. Write 
for sit. 
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Model K Cyclone 











Double I-Beam 


Crane 


aoe 
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Low Head-room 
Hoist 
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Wall Bracket Jib Crane—To supplement 
regular traveling cranes and overhead 
trolley systems or for use where heavy 
materials must be constantly placed in 
machines. Also furnished in the mast jib type. 


Single I-Beam Hand Geared Crane—To 
handle and spot light loads quickly and 
accurately. 


Single I-Beam Underhung Motor Driven 
Traveling Crane. Operates on I-beam 
runways suspended from ceiling. 























Single I-Beam Hand Geared Underhung 
Traveling Crane. Also furnished plain 
without gearing. 








Direct Drive Type Crane—Large diameter 
track wheels. Also furnished in plain 
push types, especially adapted to light 
foundry work. 








Three Motor Electric Double I-Beam 
Traveling Crane—For handling heavy 
loads with speed. Note compactness and 
close headroom. 








Double I-Beam Hand Geared Traveling 
Crane with C-M carriage and Cyclone 
Hoist. Note rugged construction and 
minimum headroom required. 
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Chucks and Their Uses 
Being the first of a series of brief de- 

—_ Screw any comply scriptions of several types of chucks. 

with all your specifi- 

cations and still be 

short-lived! 





se RY often the life of a 
socket head cap screw hes in 
the socket. When it becomes so 
worn that it no longer holds the 
wrench, it is ready for the scrap 


pile—regardless of its great ten- 





sile strength, toughness, hardened 








surface and other fine qualities. 


Take a look at the dovetailed The Independent 


Hutes in the Bristo socket. This 
design gives the wrench a_ per- L at h e & h uc k 


fect hold in the socket, without 





DEFINITION —An) Independent Lathe 


undue wear. ' d ; . aN 
Chuck is one in which each jaw is oper- 


, ; ated independently of the other jaws. 
When you turn the Bristo 


wrench, the dovetails in’ the at 
§ ipacs first Independent type of chuck that really 

might be called such was the simple face plate. 
mitting the force so that the having adjustable jaws operated by a screw mechan- 


Ist. 


screw and wrench interlock, trans- 


tendency is to contract the head 
: The Four-Jaw Independent Chuck. shown above, 
was the logical development from the face plate. 
socket and render it useless. This type of chuck is the most adaptable of all for 
regular machine shop work. 


rather than to spread out the 


The Bristo patented socket does The jaws, operating independently, can be readily 
not wear out quickly. Consider arranged to hold odd sizes and shapes. For roughing 

: 3 : ; : cuts this type of chuck is obviously the most useful. 
this long life with the fact that aie 

In the Independent type of chuck four jaws are 
preferable, being adapted to the greatest variety of 
than many other socket head work. In fact. very few three-jaw Independent 
chucks are used. 


the original cost of Bristos is less 


cap screws. 


‘ 


Your name and address on the The SKINNER Line ee 


border of this page will bring 
Lathe, Drill and Planer Chucks 


Kace Plate Jaws and Vises 
Air Operated Wrenchless Chucks 







you complete information about 
Bristo Cap Screws. Write The 


Bristol Co., Waterbury, Conn., Drill and Tapper) Chucks 
makers of Bristo hollow safety Center Arbors and the Skinner 
set screws. Reamer and Assembling Stand. 


SOLD THROUGHIE MILL 
Send today for PT Cee 


Bulletin 821-H Catalogue No. 10) sent) on 
ae request { 


THE SKINNER CHUCK COMPANY 


NEW BRITAIN, CONN., U.S. A. 








BRANCHES 











NEW YORK SAN FRANCISCO 
86 WARREN STREEI 58 Feperat Sr. 
CHICAGO CINCINNATI 

s49 W. Wasuincton Bivp 450 Kasr Pears St 











BRISTO (Qi) Cap Screws 
tS 
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Maximum Open-End and Socket 
Wrench Value for All-around Service 


[his unique combination of Williams’ “Superrenches” and “Husky” Sockets 
in handy Set and Wit offers one of the greatest wrench sales possibilities you 
have ever known 


Williams) “Sunerrenches” are doubly serviceable through the tremendous 





streneth of Chrome-Molybdenum 


oa 9 EE RETREATED 











c steel combined with extreme light- — | 

WILLIAMS—HUSKY 4 ness of design. Their thin heads and i WILLIAMS—HUSKY 
c — narrow, pointed jaws get in and : ! 
ombination e 


srip where no ordinary wrench : Combination 
: ' _ for tleeiy ebrewe % . ° 
Economy Wrench Set ; could ¢ Yet their strength i Mechanics’ Wrench Kit 


i 
{ 





latest refinements in design and are 


No. 321 amazing : : 
f fi if 

| zi 8 No. 642 ° 

8 Husky Sockets are recognized by ; ; 

mechanics everywhere as tools of ; 

fe highest quality. They embody the e 

4 

3 


made of the best grade of materials 


and workmanship. 49-inch Hex 


handles are regularly supplied, but 


\ 
4 
g 
€ 
B 
8 
‘ 
£ 
Fi 


1 -inch Square Handles and Sockets 


for same will be furnished if desired 
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*y oan Oa ~aran mF ad 79 
Every *‘Superrench” and “Husky A siper-serviee: combination com 
§ Socket is guaranteed against pactly arranged for mechanics 
es breakage Plenty of room for extra tools in 
es Sa ieee E Here's a combination unequaled for : this sturdy Tool Kit, 2014x5 !2x8 in 
Maximum wrench service at mini a - : oh “inished in durable black 
ec: Macdcueiam. Cie deal a efficiency andservice. Every wrench pe Piested is “ee ie 
— Pine see oe AN i ae aaa S lacquer 
a ee ' high, fin- § user will want the Set or Kit. There i 
hed in durable black lacquer Ye . ; es 
8 are real profits ahead for you. Write B IXIT contains 
SJ ( g . 
ET « : , for full information today! 5 Williams’ *‘Superrenches,”’ (choice J 
5 Williams’ ‘‘Superrenches,” 10 dif- of Engineers’ or Obstruction Pat- p 


ferent openings % to 7, in 


rn), 10 differe nings 3 ke 
WO Husky Sockets, sizes to % im, FJ. A, WILLIAMS & CO. ene re 








' ts 
= 1 Universal Joint “ RT on . ” 6 Tappet pattern ‘‘Superrenches,”* 
rs 5 Pop “ie H. : lle T The W rench People openings '» to 7, in 

§ : opular andle lLypes : : SS 2 /s 5. 

Fi New York Chicago 13 ‘“‘Husky"’ Sockets, sizes ,, to 1 in. 
8  Superrench supplied in. cither BUFFALO , 

4 . > : : . Hex. 

® i:ngincers Pattern (15 deg. angk 

f opening or Obstruction Pattern AawwN™ 1 Universal Joint. 

| >5 deg. angle openings fn, > 6 Popular Handle Types 

eo. 
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Pre-Sold 


Some Hollow Screws can be sold 
on price but they have to be sold 
on price. 


They only seem to have the “call” 
where a Lealer hasn't the stock of 
Quality screws. 


And then you meet the sales-resist- 
ance which always goes with the 
line you have to explain. 


It’s a time- and profit-wasting job 
where one line has the demand, as 
in Hollow Screws 


Take the line of least resistance 
by taking on the 30°, stronger 
“AtLens.” It only takes a letter 
to start things! 


Fast Service from Factory Stocks 


i+ 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 


Branch Offices: 


W. C. Stauble R. E. Gregory W. J. McRae 
3360 Pasadena Ate 816 Mulford St 320 Market St 
Detroit, Mich Evanston, Ill San Francisco, Cal 














also available. 





s 
A 
z 
- 
= 
= 
— 
= 
ia 
= 
= 
= 
= 
= 
- 
= 
- 
= 
= 
= 
= 
-~ 
= 
= 
heal 
= 
a 
- 
= 
~~ 
al 
- 
= 
= 
a 
“ 
= 
= 
= 
” 
na 
a 
= 
= 
ca 
= 
= 
= 
Ld 
- 
= 
= 
= 
= 
al 
= 
al 
al 
na 
= 
~~ 
Lal 
oul 
= 
al 
= 
= 
= 
- 
ol 
a 
a 
= 
- 
= 
fail 
- 
= 
I 
- 
= 
a 
= 
* 
= 
~ 
a 
= 
= 
= 
= 
«* 
= 
= 
= 
= 
= 
= 
= 
= 
= 
— 
7 
= 
= 
= 
~~ 
- 
= 
= 
= 
=~ 
= 
= 
a 
oa 
~ 
aad 
= 
= 
I 
= 
~ 
= 
= 
= 
= 
= 
a 
= 
= 
- 
= 
= 
- 
= 
= 
— 
= 
a 
- 
= 
= 
— 
= 
= 
= 
= 
a 
= 
a 
5 
: 
~ 


May, 1928 








KESTER 
Self Fluxing 


SOLDER 


SimpleSafe ° Sure 
Requires only heat 








KESTER SELF-FLUXING WIRE SOLDER 





KESTER Acid-Core SOLDER 


For general soldering and heavier electrical work. Self 
Fluxing —“Requires Only Heat.” j 
Standard size No. 3, about \% inch 
in diameter, runs about 30 feet per 
Ib. Packed on 1, 5, 10 and 20 Ib. 
spools. Special gauges : 


Here is the small package of Acid Core Solder. So simple 
anybody can use it. Ten cans about '4 pound each are 
packed per carton. Ten cartons (100 cans) to the case lot. 


KESTER Rosin-Core SOLDER 

For very delicate electrical and radio work. Contains 

i highest quality metals and 
rosin flux. Standard size 
about3/32inchindiameter, 
runs about 50 ft. per Ib. 
Packed on 1, 5 and 10 Ib. 
spools and 18 in. sticks in 
5 Ib. boxes. 
Meri) Special 


= gauges also 
ee TIN tn ee 
} available, 


KESTER Radio SOLDER 
(Rosin Core) 

Safe, Sure and Simple—approved by radio ~elganaian 
Harmless to the most delicate " 
parts. Absolutely non-corrosive 
flux makes low-loss 
joints. Ten cans g~ 
about 14 lb.each ¢ 
percarton. Ten { 
cartons (100 { 
cans) to the 
case lot. 











CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue, Chicago, U. S.Ae 
== 


Originators and world’s largest 
manufacturers of Self Fluxing Solder 
OD 


Your Jobber Can Supply You 
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- The Plants 








Behind the Product 


















Our United States plant is located at Derby Line, 
Vermont, on the Quebec Central Railroad and com- 
prises large, modern factory buildings of concrete 
and brick construction. 





Our Canadian plant is located at Rock Island, in 
the Province of Quebec, on the Quebec Central Rail- 
road, also, and the factory buildings are identical 
in every respect with those comprising our United 
States plant. 


BUTTERFIELD 





_ 


H ||Detby Une, Vil. Rock ts 


In both of these large plants is installed the 
most modern and complete equipment; especially 
designed for the rapid and accurate production of 
Taps, Dies, Screw Plates and Reamers. 


The quality and reliability of our product is 
assured and guaranteed by our long experience, as 
we have been manufacturing Thread-Cutting Tools 
for forty-five years, and during that time have 
built up a reputation for accurate and dependable 
tools which is second to none. 





Ask for Catalog No. 20 


BUTTERFIELD & CO. »»»: 


UNION TWIST DRILL CO. 


Derby Line, Vt., U.S.A. Rock Island, Quebec 


STORES: 62 Reade St., New York; 11 S. Clinton St., Chicago; 406 E. Woodbridge 
St., Detroit; 67 Adelaide St., Toronto; 131 St. Paul St., West Monireal. 











BUTTERFIELD &CO. 
COMBINED AUTO SCREW PLATE 
4 5346.38. Vic. Yo. Ye.%a. S.A-E. 
Va SAc ¥8B Ne Yo Ya Ya, p-5-S- 
WITH TAP WRENCH NO-10. 
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A Self Contained Outfit for Reducing 
the Cost of Plating and Finishing 


Dealers Everywhere Sell Them and Make Friends 


GOODS IN METAL, GLASS, COMPOSITION 
OR OTHER MATERIAL 


may le cheapened in cost and improved in appearance 








Hardware Combs Aluminum Jars Gears 

Name Plates Electric Bulbs Silverware Bag Frames 
Brushes Medals Caskets Firearms 

Gas Fixtures Dies and Tools Elevators Suspenders 
Glassware Jewelry Buttons Telephones 
Cameras Skates Machinery Electrical Goods 





Leiman Bros. 
Patented 


SAND 
BLAST 


will prepare the surface of metal goods of every 
shape, size and quantity an easy, simple 
method of doing the work that any one can use 
an inexpensive outfit to buy, used by the world’s 
leading manufacturers in every line. The article 
may be any size or weight — we have an outfit 
for all. 





Full information for a postal 


LEIMAN BROS., 23-(L627) Walker St., New York 


Makers of good machinery for 35 years 











Schultz Clutches and Clutch Service 


Every Mill Supply House needs a clutch specialist on its advisory staff. Clutch 
installations vary so widely that a single stock line does not always meet the need. 
SCHULTZ stock clutches, special clutches and clutch engineering service | 
are the answer. Our line includes Friction Clutches (5” to 60”), Friction | 
Clutch Pulleys (8” to 72”), and Clutch Cut-Off Couplings (6” to 60”). 







Ask for catalogue, distributors’ discounts, and something about our special 
engineering service. 


A. L. Schultz & Son 


1675 Elston Ave. Established 1897 Chicago, III. 
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(CON FIDENCE/ 


There is a three-fold reason why many of the largest wholesale organiza- 
tions have swung over to the Diamond line of mechanical rubber goods: 








Reason No.1 The equipment and resources of 
Diamond — its financial stability 
and modern plant: a factor of 
prime importance. 


Reason No. 2. The Diamond policy toward the 
jobber protects the latter at every 
point—constantly helping him to 
increase his sales opportunities, 
and always realizing that his prob- 
lems are Diamond’s problems. 


Reason No. 3. The jobber’s own prestige and 
profits will suffer if the line he 
handles is not of strictly first 
quality—equal to the best to be 
found in the market. 


The more thoroughly you weigh conditions in the rubber industry, the 
more you will appreciate what Diamond has to offer you. Why not 
consult our nearest branch? 


THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio 
Atlanta Boston Kansas City New York Philade!phia 
Chicago Dallas Los Angeles Seattle San Francisco 


Diamond 


Rubber Belting ‘9 Hose - ‘Packing 


“TESTED FOR A 4 uel A CENTUR 


When writing to Ad Mi S 























OXY-ACETYLENE 
Welding and Cutting 
Equipment 


ERE is just one instance where an 

Imperial Oxy-Acetylene Welding 
Outfit saved the day—and a tremendous 
amount of money. 

In this case, blowholes were disclosed in 
one end of a 4,500 pound semi-steel roller. 
To junk this roller would mean a very severe 
loss. But the plant superintendent knew 
what to do. With the aid of an Imperial 
Welding Outfit, he had the blowholes filled 
in with the same kind of semi-steel of which 
the roller was made. When the end was 
machined, no sign of the weld was visible. 
Imperial Welding and Cutting Equipment 
can save money for you, too. Ask our engi- 
neers to suggest the correct outfit to meet 
your needs. 


The Imperial Brass Mfg. Co. 
511 So. Racine Ave., Chicago 





Send for New 
Complete Catalog 


Before 
Welding 



















After 
Welding 
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For High-Speed Engines or 
Heavy-Load Machinery 


HAT ever your bearing requirements, Hoyt 

makes a babbitt especially suited to that par- 
ticular machine. The Hoyt line is complete 
manufacturers and users of machinery can simplify 
their purchasing by buying all their babbitt from 
one single source of supply. They can be sure they 
are getting the finest babbitt that money can buy 
for the use demanded of it~ and at less cost than 
any other reliable line of babbitts. 


Address Department A for 
Your Copy of “‘Babbitt Metal Data’”’ 





ATCT WET 


GENOA 









Pk 


Genuine ‘‘A”’ is the finest babbitt that money can buy, 
and yet it costs no more than any other good babbitt. 
n the long run it is a real economy. 


HOYT METAL COQ., St. Louis 


NEW YORK CHICAGO DETROIT 


Genuine ‘‘A”’ Oil Engine 
Eagle ‘‘A”’ Gas Engine 
Trojan Faultless 
Electric Railway Standard No. 4 


Babbitt 





When writing to Advertisers please mention MILL SUPPLIES 


Hercules Solved the 


Ordered by the king as his seventh labor 
to capture the terrible, wild bull of Crete, 
Hercules set out for that island by ship. 
Having asked permission of Minos, the 
king of Crete, to capture the unmanageable, 
though beautiful creature, Hercules went to 
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Hercules performs his 
seventh labor—the 
capture of the wild 

bull of Crete 
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Problem of His Day 


find it in its field. Cleverly avoiding its 
rushes, he deftly caught it by its horns and 
quickly threw it to the ground. Then 
having tied its feet with thongs and padded 
its horns with seaweed, Hercules carried it 
on his shoulders to the king of Mycenae. 
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Reserve Strength 
ONS 






HEN you have squeezed the last 
drop of performance from your 
drills and still you find that your costs 
are too high—investigate “Hercules.” 


Leadership in human endeavor, like 
super-quality in tools is often the reward 
of reserve strength—the ability to ac- 
complish the unusual. 


Hercules drills are built to endure—to 
deliver beyond what is ordinarily ex- 
pected, and they do it. 


WHITMAN BARNES- 
DETROIT CORPORATION 


———— 





















Manufacturers of” : Canadian Factory 
TWIST DRILLS - REAMERS - CUTTERS CANADIAN DETROIT TWIST DRILL 
END MILLS - COUNTER BORES : ETC. ~_ ~& CO.LTD,WALKERVILLE ONTARIO 
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New York --- DETROIT ~~~ Chicago 
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20 YEARS i 
WITHOUT | 
A DRINK 
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‘The Answer to a ” , ; :Praye 
: y) 


EARINGS that never wear out-—never 
need oil never need overhauling 


that’s what the machinist wants. That’s 
YEARS D what the factory owner wants. That means 


Arguto. 





The competition started with a record of 
22 years of service. Letters have been 
coming in since telling how Arguto Bearings 
have lasted longer than that. The latest 
record is 29 years. What's yours? 


ARGUTO OILLESS BEARING CO. 


Wayne Junction Philadelphia, Pa. 


OILLESS (<(hih BEARINGS | 


When writing to Advertisers please mention Mini Surriirs 
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BELMONT 
SQUARE FLAX PACKINGS 


\re made in their entirety, from the raw flax imported from Europe to the finished 
packings, in our own plants. 








It is not possible to produce better quality than furnished in Belmont Flax Packings. 


Style 401—Strictly Long Line. 


Style 404—Same quality as in No. 401 except slightly 


shorter fiber. 


Style 406—All Jute fiber. 


BELMONT PACKING & RUBBER CO. 


Philadelphia, Pa. 


} 








“The CHICAGO Line” Ball Bearing Loose Pulleys 


CONSIDER THEIR ADVANTAGES 


Simplest possible construction. 
Lubricate but two or three times a year. 
Hot bearing impossible. 

No noise no dirt. 

No dripping of oil. 


Each pulley fitted with two high class Ball 
Bearings. 


This is only one of many trouble saving spe- 


cialties of CHICAGO LINE EQUIPMENT. 


Complete Catalog forwarded on request. 


Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 
All Forms of Power Transmitting Appliances 


MAIN OFFICE: 


19 No. DesplainesSt., 
Chicago, III. 





‘‘DAGGETT”’? BALL BEARING 
LOOSE PULLEY 


FACTORY: 


POWER TRANSMISSION ASSOCATION Menomonee Falls, 
Wisconsin 














When writing to Advertisers please mention Mint Scerriit 
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Properly made— 
Properly packed— 
Promptly shipped— 


Cleveland Cap Screws are made in a 
plant that makes nothing else but cap 
screws. Threads are clean and sharp 

neads cannot shear or break. Every 
one of our cap screws is made by the 
Kaufman method (patented), our own 
development that results from an organ- 
ization built up to make just one thing 

and to make that one thing well. 









Catalog on Request 
\sk fer Catalog 
( and Price List 
now Samples on 


request 


Large Stocks 
Ready for Shipments 


Iwenty million Cleve 
land Cap Serews in a 
full list of sizes in both 
> AB. and’ U.S. 5 
threads (new fine and 
Coarse \merican 
Standard) are alway 
availabk packed in 
k ¢ o and Cal 
tons read\ for m 
mediate shipment from 


Six. warchouses 
direct from the factory 


our OF 


THE CLEVELAND CAP SCREW COMPANY 
2925 East 79th Street Cleveland, Ohio 


l 


Warehouses at Detroit, Chicago, St. 
Paul, New York, Philadelphia (Norris- 
town) and Los Angeles. Address the 
company in any locality named for 
information, 


RAHMANN 


Leather 
Belting 


SE Rie 





iw 


POWER TRANSMISSION ASSOCIATION 


A full line of Leather Belting for main drives 
and all smaller drives. 


Quality warranted as stamped on every 
length. 


Made since 1895 by an organization that 
specializes in leather belting. 


A Sales Policy that encourages and protects 
the Distributor 


Send for Catalog. 


GEO. RAHMANN & CO. 


32 Spruce St., New York, N. Y. 
Newark, N. J. 


Syracuse, N. Y. 
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For Safety, use 


WILLIAMSPOR 
WIRE ROPE _, 















OR Bridges, Tramways, Hauling 
Derricks, Shovels, Cranes, Hoists 
and uses for which extreme strength 
and certainty of grade is necessary. 


WILLIAMSPORT 
WIRE ‘Factory certified’ ROPE 


will serve you better. 


~ 





WILLIAMSPORT WIRE ROPE CO. 


Main Office and Works 
WILLIAMSPORT, PA. 









General Sales Office 
PEOPLES GAS BLDG., CHICAGO 





Use Madesco Tackle Blocks —They Stand the Gaff 


When writing to Advertisers please mention Mitt Suppries 








Mav, 1928 AVC Al 








GRAYBAR BUILDING 

Pr SE ae Architects: Sloan & Robertson 

lage ei Plumbing Contractor: Jas.M‘Cullagh 

Pie oe ea a Re Heating Contractors: Baker, Smith &Co. 
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Massive in size beautiful in architecture and substantial in material—this great building 
joins the company of some of America’s finest structures. Can one imagine anything but 
the highest of quality in the mechanical equipment for such a building as this. 











Architects and engineers who have a reputation for thoroughness have eliminated much of 
uncertainty in passing on the specifications for materials here. And when it came to the 
tubular equipment—the arteries of this housing, the backbone of its mechanical future 
“NATIONAL” Pipe was specified for the major pipe tonnage, a tribute to its ability to 
serve with satisfaction for years and years to come. To resist corrosion, “NATIONAL” 
Pipe, butt-weld sizes |!» to 3-inch, is made by the Scale Free Process and all sizes 4-inch 
and undex Spellerized. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


NATIONAL 


When writing t Advertisers please mention Mint. Surri 
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SATISFIED CUSTOMERS 


when you stock 


ATELLVALVES 


bias OWELIL Valves have 

been the choice of satis- 
fied customers for 83 years. 
Powell reputation has been 
built on service obtained 
& from them. Large manu- 
facturers find it advanta- 
geous to 










standardize on 
Powell Valves because they 







SNELL Pare, 
SELL PATE, 


0: a E offer durability, safety, and 
UL Weil key 7 3 

Ne economy. 

meat Ncwaate Sty 





Fig. 102-S. E 
Renewable Seat and Dis 
blobe Valve 


metals 
Powell castings. 


Virgin used in all 
Special design, 
accurate processing and careful 
testing insure uniform products. 


are 





Fig. 512-S. E 
Non - Rising Stem 
Wedge Gate Valve 


We manufacture a complete 
line of bronze, iron and 
steel globe, angle, cross, 
gate, check and safety 
valves: also oilers, lubrica- 
tors, grease cups, oil and 
wate and fusible 
plugs. 


gauges, 


‘ od ; 
Folders illustrating our 
products sent on request. 


Fig. 110-S. I 
Regrinding Globe Valve 


THE WM. POWELL CO. 
2525 SPRING GROVE AVE. 
CINCINNATI, OHIO 


























Pressed Steel Frame 


Roller Bearing Load Sheave 
Highest Factor of Safety 
Greatest Efficiency of any 
CHAIN HOIST 
Cast Internal Gears are eliminated. 


Heat) Treated and Accurately 
Cut Spur Gears 


made 


Also!! The UNION ACME 
\ Quick Acting Hoist 


and The Differential Line 


Roller Bearing Trolleys 


SEND FOR CATALOG AND PRICE 


LISTS 


Union Manufacturing Co. 
New Britain, Conn. 


Branch Offices Carrying Stock 
New York Cry 


2) Cortland St 


Cureaco. tnt 
25 So. Jefferson St 
CANCINNATI, Onto San Fraweisco, Cavse 


306 Sycamore St 770 Folsom St. 
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A Monthly Journal Devoted to the Interests of the Manufacturers and 
Distributors of Mill, Steam and Mine Supplies, Machinery and Tools 
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THE NASHVILLE TRIPLE CONVENTION 

The convention of the three mill supply associa- 
tions, to be held in Nashville on May 15th, 16th and 
17th, promises to be not only unusually well at- 
tended, but full of interest to all those having the 
welfare of the associations at heart. There is no 
doubt the associations, if they are to work effec- 
tively, should function in all their interrelations 
with a minimum of friction. No one expects abso- 
lute agreement on all points as between the manu- 
facturers and the distributors of their products, but 
that has little to do with the harmonious working 
of the three organized bodies representing the field. 

Possibly the first thing that will have to be con- 
sidered is the present and future status of the Mill 
Supply Council, which, as you know, is composed 
of fifteen men, five from each association. This 
means five representatives of manufacturers, and 
ten men from supply houses representing the South- 
ern and National Associations. As each association 
selected its own representatives, the question of 
what has been done by individual blocs, and by the 
council as a whole, will naturally come up for ap- 
proval or disapproval at the meetings of individual 
associations. 

Then, in case the eveneral situation relating to 
the co-operative efforts of the three associations is 


not cleared, the entire subject will inevitably come 
up for discussion and action at the joint sessions. 

There has not been entire agreement on various 
phases of supposedly related understandings and 
responsibilities, but there seems no good reason why 
all these matters should not be finally and definitely 
settled one way or the other. 

So that is that, and now comes consideration of 
the pleasing fact that Nashville is both a hustling 
and attractive city, that mid-May is a mighty good 
time of the year to be there, and that the attendance 
and general interest in the proceedings promise to 
be most satisfactory. Do not forget to secure your 
one-and-one-half railway fare certificate from your 
association, and use it. 





INDIVIDUAL EFFORT NECESSARY 
Is the consumer of industrial supplies apprecia- 
tive of the service rendered by the mill supply houses 
of his community, or does he consider them a neces- 
sary evil, to be used when no apparently cheaper 
method of purchasing presents itself? Does he feel 
that he can go to his supply house for any item he 
requires, confident that he will receive the best in 
quality commensurate with the price he is paying 
and the kind of service that he requires, or is he 
like the small city resident who buys his shirts and 
collars, his neckties and his socks from the local 
merchant, but goes to the metropolis to purchase his 
suits and his overcoats? 

No blanket answer can be given to these ques- 
tions, for the attitude of one class of buyers differs 
from that of the other as the day from the night. 
That many buyers do thoroughly appreciate the 
supply house may be gathered from letters of satis- 
fied buvers written to supply houses and published 
in this issue. But, it must be admitted that there 
are others who use the distributor only when they 
cannot buy direct or from other agencies, and in 
emergencies. 

Tf the mill supply dealer finds that some cus- 
tomers in his territory do not have the proper atti- 
tude, he should first make sure that his own house 
is in order. Is he carrying the proper lines? Has 
he well trained salesmen who are up on their toes, 
seeking every source of business? Is he offering the 
prover kind of service? 

If he is econvineed that he is up-to-the-minute in 











this regard (or once he has corrected any evils that 
require correction), then he should commence to 
work on his customers in an effort to sell them on 
both the general idea of dealer distribution and the 
value of the service his house is rendering. In all 
this, of course, it is assumed that the distributor is 
dealing with manufacturers who are playing the 
game with him. If any manufacturer is coming in 
and competing with him, then those lines should be 
dropped. This being at once a business partner and 
a competitor is an impossibility, or should be. It is 
up to the distributor if he wants to have an agree- 
ment with the manufacturer that for some special 
reason the latter may sell certain accounts direct, 
but, barring these, the manufacturer should keep 
his salesmen away from consumers in the dealer’s 
territory—and the distributor should make him do 
so, or drop him. If the manufacturer finds that the 
distributor isn’t covering his territory as well as it 
might be covered, he should seek to help him develop 
his sales efforts and service, or eliminate him and 
secure a new distributor; or, at least, have an un- 
derstanding with the dealer in regard to energetic- 
ally working the territory. 

Efforts to sell manufacturers and consumers on 
the value of dealer distribution should be both or- 
ganized and individual. Organization will do much 
to plan the proper kind of presentation to the con- 
sumer, and to direct its general distribution, but 
such efforts will not be effective if they are not 
backed up by the distributor and his salesmen. 








WHITHER ARE WE DRIFTING? 

There is such unusual confusion of thought in 
regard to general business conditions, as well as 
specific phases of our financial structure, that it 
seems timely to consider some angles of both sub- 
jects seldom presented. 

It has become a settled habit to take the reports 
of what is happening on the New York stock ex- 
change as simply a reflection of the wild gambling 
of a lot of fellows who rig the market this way 
and that, and meaning little more to the remainder 
of us than the wild betting of a million dollars by 
a John G. Gates. 

Times have changed. Once the turnover of a 
million shares on the New York stock exchange in 
a single day spelt riotous speculation, and meant 
collateral loans of more than a billion dollars. Re- 
cently we have witnessed the spectacle of many 
days showing a turnover of more than four and 
one-half million shares, and'loans on market collat- 
eral approaching four billion dollars. Groups of 
rich men have boosted prices of individual shares, 
oftentimes seeking control, or just giving the short 
sellers of these stocks a squeeze. 

Stocks and bonds generally have been advancing 
for more than a year, but as a whole not because a 
lot of New York speculators wanted them to ad- 
vance. That game cannot continue for long. Many 
industries have been making more money, and so 


have the banks and investment trusts, and have 
been paying extra and increased dividends. For- 
eign and domestic bonds have increased in value 
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due to improved conditions, money has been plenty 
and cheap, and as a result that great force, gener- 
ally called the public, has come into the market and 
in very many cases taken it out of the hands of what 
is called Wall street, and very frequently has given 
the wise boys a handsome licking. 

Now the one thing that seems to be overlooked 
by most talkers and writers is that the financial 
giants, and their speculative followers, own and 
control but a very small percentage of any specific 
stock. The market value of the stocks listed in New 
York have increased billions of dollars within a 
year, and the general public owns a very large ma- 
jority of them. The insiders in General Motors, 
Radio, United States Steel, Westinghouse, and com- 
panies of that class, come a long way from con- 
trolling fifty percent of these stocks. 

Outsiders are richer by billions because of these 
advances, and are operating accordingly. <A lot of 
inflated stocks are sure to break some day, and the 
banks, trust and insurance companies and the Fed- 
eral Reserve banks are going to play an important 
part in the break, calling loans, taking profits and 
marking up the rediscount rate. Just remember, 
in blaming Wall street, that bank stocks generally 
are, as a whole, more dangerously inflated than are 
industrial leaders, jumping fifty or a hundred dol- 
lars between sales, and returning in some cases no 
more than two percent annually on their present 
dividend rate and market price. 

Business is spotty, there is no denying that, but 
that we are in a state of “profitless prosperity,” as 
is oftentimes stated, is in the broad pessimistic 
and untrue. Labor is well employed, is being paid 
high wages and salaries, resulting in the absorp- 
tion of the greatest amount of luxuries and neces- 
sities ever reached in the history of this or any 
other country. The steel and iron industries are 
doing well, automobiles are being built and sold in 
tremendous volume, every type of building carry- 
ing a roof is still being constructed in satisfactory 
volume, money is waiting in the banks to construct 
thousands of miles of new concrete roads, so how 
can business be so very poor—except in spots. The 
National Industrial Conference Board estimates the 
annual volume of transactions in this country at 
$300,000,000,000 annually, more than that of all the 
remainder of the world combined. 

Now as to the lack of profits of distributors of 
finished products, as well as of raw materials, ow- 
ing to excessive costs of distribution, as so fre- 
quently reported, the answer is perforce up to the 
men engaged in doing that very thing. The Sher- 
man anti-trust law cannot get you for refusing to 
work for nothing, not even if you broadcast your 
decision and engage in the nefarious business of 
inducing your competitors to adopt the same idea. 
If distributors are willing to work for manufactur- 
ers for nothing, the latter gentlemen cannot be rea- 
sonably expected to put up a very strenuous kick. 
MILL SUPPLIES is not trying to tell anyone how to 
run his business, but if he does not like the way 
it is being run, why not make some changes? 
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riple Convention to be Held 
in Nashville, May 15-16-17 


Annual Gathering of National and Southern Distributors’ Associations and 
American Supply and Machinery Manufacturers’ Association to Attract Large 
Crowd — Mill Supply Council, Association Relations and Other Vital Mat- 
ters to Receive Attention— Splendid Entertainment Programme Arranged 


The stage is set and all roads lead to Nashville for the 
second renewal of the triple convention of The National 
Supply and Machinery Distributors’ Association, South- 
ern Supply and Machinery Dealers’ Association and 
American Supply and Machinery Manufacturers’ Asso- 
ciation, which will be held in the Hermitage hotel in the 
Tennessee city, May 15th, 16th and 17th. Hotel reserva- 
tions indicate that there will probably be 600 in at- 
tendance. 

With highly important programmes arranged for 
executive and joint sessions, bringing to the front many 
problems that are confronting the mill supply field today; 
with an entertainment programme that bids fair to de- 
light convention goers, and with the atmosphere of a 
historic and very progressive city of the southland as a 


sentatives of each association on the Mill Supply Coun- 
cil will report to their constituents on the formation of 
the council and its activities during the last year. At 
the joint session on Wednesday morning, Edward P. 
Welles, president of The National Supply and Ma- 
chinery Distributors’ Association and chairman of the 
Mill Supply Council, will deliver a report on the 
council, and this report will be followed by a general 
discussion, with members of all three associations par- 
ticipating. One of the most important points which will 
come up for consideration at this time will be the future 
of the three associations, with particular reference to 
the advisability of a consolidation of the associations. 
The Mill Supply Council was created last year during 
the triple convention held aboard the Steamship Noronic, 














Aeroplane View of the Heart of Nashville 


background, the forthcoming convention has aroused 
great interest, and the annual gathering promises to be 
one of the most eventful in the history of the three or- 
ganizations. 

As is usually the case when the three associations meet 
at the same time and place, there will be both joint. and 
separate meetings. Two joint sessions are scheduled, one 
to be held on Wednesday morning and the other at 11 
o'clock on Thursday morning. Separate meetings of the 
associations will be held Tuesday morning and afternoon, 
Wednesday afternoon and Thursday morning, the meet- 
ings on the latter day being scheduled so that they will 
end before the joint session, to be held at 11 o’clock. 

COUNCIL TO BE DISCUSSED 

Undoubtedly the outstanding subject for discussion 
Will be the Mill Supply Council, its future and the future 
relations of the three associations. This subject will be 
discussed by each of the associations in separate sessions, 
and at the joint session on Wednesday morning. Repre- 


its purpose being to bring about, in every possible way, 
closer co-operation among the various members of the 
associations and to improve conditions in the mill supply 
field. It was designed to be at once a leader and a 
clearing house, before which would come the problems 
confronting the field from both the manufacturers’ and 
distributors’ points of view, and the aim of its members, 
to work out a plan of action that would redound to the 
benefit of all. 

The council has held three meetings since the triple 
convention—one in Cleveland on September 21st, and 
two in Cincinnati, the first on November 29th and the 
last on March 6th. Edward P. Welles, president of The 
National Supply and Machinery Distributors’ Associa- 
tion, was elected chairman of the council; T. C. Keeling, 
president of the Southern Supply and Machinery Deal- 
ers’ Association, was named first vice-chairman; Robert 
B. Skinner, president of the American Supply and Ma- 
chinery Manufacturers’ Association, second vice-chair- 
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man, and Alvin M. Smith, secretary-treasurer of the 
Southern Supply and Machinery Dealers’ Association, 
secretary of the council. By-laws, a code of ethics and 
a plan of operation have been adopted. 

Representatives of the three associations on the coun- 
cil are as follows: National Association—Edward P. 
Welles, Charles H. Besly & Co., Chicago; George Puchta, 
The Queen City Supply Co., Cincinnati; Herbert W. 
Strong, The Strong, Carlisle & Hammond Co., Cleveland; 
W. J. Radcliffe, The E. A. Kinsey Co., Cincinnati; B. H. 
Ackles, The Ray] Company, Detroit. Southern Associa- 
tion—L. J. Larzelere, Farquhar Machinery Co., Jackson- 
ville, Fla.: W. W. Doe, Alabama Machinery & Supply 
Co., Montgomery, Ala.; D. D. Peden, Peden Iron & 
Steel Co., Houston, Texas; Alvin M. Smith, Smith-Court- 
ney Co., Richmond, Va.; T. C. Keeling, Nashville Machine 
& Supply Co., Nashville. American Association—Don S. 
Brisbin, The Columbus McKinnon Chain Company, Tona- 
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the gospel of dealer distribution among manufacturers 
and consumers of industrial supplies. 

T. C. Keeling, president of the Southern Association, 
and the other Nashville distributors have left nothing 
undone to make the convention as pleasant as possible 
for the visitors. A splendid programme has been ar- 
ranged, including two dances, an entertainment, a buffet 
and a plate supper; a bridge party, two interesting trips 
and a tea for the ladies, and golf for the men. The Nash- 
ville committee is especially desirous that men attending 
the convention should bring their women folk. 

The Nashville distributors’ entertainment and recep- 
tion committee is as follows: Tillman Cavert, Cavert & 
Lipscomb, chairman; Walter Keith, Sr., Sam Keith, 
Walter Keith, Jr., William Parrish, B. C. Kreig and 
Henry Brackman, Keith, Simmons Co., Inc.; John Nor- 
ton and W. T. North, Norton, North & Co.; Ned Buford, 
Buford Bros.; W. C. Weaver and Felix Cheatham, Mc- 

















J 





Association Presidents, Left to Right—Edward P. Welles, National; Robert B. Skinner, American; 


Thomas C. Ke 


wanda, N. Y.; William C. Henning, A. Leschen & Sons 
Rope Co., St. Louis; J. H. Williams, J. H. Williams & Co., 
Buffalo; Frederick H. Payne, Greenfield Tap & Die Corp., 
Greenfield, Mass.; Robert B. Skinner, Skinner Chuck 
Co., New Britain, Conn. 
OTHER SUBJECTS OF IMPORTANCE 

While the Mill Supply Council and the future relations 
of the three associations will be the most important sub- 
ject to receive attention at the convention, many other 
matters of vital importance will be discussed at the in- 
dividual meetings of the associations, as may be seen 
from a perusal of the programmes published herewith. 
One topic of particular interest is that which will be 
discussed in the second meeting of the American Asso- 
ciation, namely, “Can the Work of the Bolt, Nut and 
Rivet Industry Be Duplicated by Other Industries in 
the Mill Supply Field?” This meeting will be featured 
by a talk by President Charles J. Graham of the Bolt, 
Nut and Rivet Manufacturers’ Association, who has 
been invited to outline the work which the association is 
doing for the bolt, nut and rivet industry and for the 
dealers, with particular reference to encouraging similar 
action where needed by other mill supply industries. 
Arrangements may be made whereby the distributors 
will also hear this talk. Another subject which may 
come in for considerable discussion is that of spreading 


eling, Southern 


Whorter, Weaver & Co.; John Bouchard, John Bouchard 
& Sons Co.; Sheffield Clark, Sheffield Clark & Co.; Ray 
Hare and Sory Bailey, Hare-Bailey Co.; Louis Williams, 
Louis Williams & Co.; Thomas C. Keeling, J. O. Adams, 
J. H. West and Sam Locke, Nashville Machine & Supply 
Co. A ladies’ committee, of which Mrs. Walter Keith, 
Jr., is chairman, is working under the general direction 
of Mr. Cavert. 

While headquarters of the convention will be at the 
Hermitage hotel, large numbers of the delegates and 
those accompanying them will stay at the Andrew Jack- 
son and Sam Davis hotels. All three are good hotels, 
conveniently located. 

RAIL FARFS REDUCED ONE-QUARTER 

Those planning to attend the convention are urged to 
take advantage of the identification certificate plan, 
whereby they will save one-fourth of the cost of the 
round trip railroad ticket. All that is necessary is to 
present the certificate (provided by the association for 
2ach member of a company listed to attend) to the ticket 
agent at the time of purchasing round trip ticket and 
to have the return ticket stamped by the ticket agent at 
Nashville before starting on the homeward journey. It 
is required, of course, that the same route must be cov- 
ered in returning from the convention as in going. One 
certificate will cover but the individual and members of 
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his family making the convention trip. Dates at which 
railroad tickets may be purchased are from May 9th to 
15th, inclusive, in some sections, and May 11th to 17th 
in others. The final return limit is May 24th or 26th, 
depending on the locality of the member. 
rHE CONVENTION PROGRAM ME 
Following is the programme for joint and separate 
meetings, and for entertainment: 
Joint Sessions 
Wednesday, May 16th 
10:00 A. M. 

T. C. Keeling, president, Southern Supply and Machinery 
Dealers’ Association, presiding. 

Report of Chairman Edward P. Welles, of Mill Supply 
Council, on formation and activities of that body dur- 
ing the past year. 

General discussion of the activities of the Mill Supply 
Council and of the future of the three associations, 
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Greater Profit over a Long Period of Time Than 
if Based on Price?” 
(D)—‘The Ultimate Result of Unwarranted Price Cut- 
ting to Stimulate Sales.” 
B. H. Ackles, The Rayl Company, Detroit. 
H. O. Wentworth, president, The Vulcan Copper & 
Supply Co., Cincinnati. 
T. E. Hazell, president, Wm. H. Taylor & Co., Inc., Al- 
lentown, Pa. 
P. O. Boylan, The W. M. Pattison Supply Co., Cleve- 
land. 
General discussion of methods for increasing profits. 
Address: “What Distributors Can Do to Convince Cus- 
tomers of the Advisability of Buying Locally.”— 
Charles E. Curtis, president, The Western Iron Stores 
Co., Milwaukee. 
teport of research bureau on overhead expenses. 
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Association Secretaries, Left to Right- Alvin M. Smith, Southern; Fred D. Mitchell, American; 


George A. Fernley, National 


with particular reference to the advisability of future 
consolidation of the three associations. 
Thursday, May 17th 
11:00 A. M. 

Introduction of new officers. 

New business. 

Introduction of joint resolutions. 

Discussion: “Future of Industry.” 

Adjournment. 

National Executive Sessions 
Tuesday, May 15th 
9:30 to 10:00 A. M. 
Registration and distribution of badges. 
10:00 A. M. 

Opening session. 

Opening remarks—Edward P. Welles, president, Charles 
H. Besly & Co., Chicago, and president of the associa- 
tion. 

Annual address of President Welles. 

Annual report of Secretary-Treasurer George A. Fernley. 

Discussion of this report. 

Discussion: “Business at a Profit Rather than Profitless 
Prosperity.” 

(A )—‘*How Can Distributors Conduct Their Business 
so as to Yield Maximum Net Profits?” 
(B)—‘“Should Greater Emphasis Be Placed on Volume 
Than on a Profit on Each Transaction?” 
(C)—“Will a Sales Campaign Based on Service Insure 


Discussion of this report. 

Discussion: (A) “Can Supplies Be Distributed on a Gross 
Margin of 15 or 16 percent, as Some Manufacturers 
Allege?” (B) “Educational Work Most Effective for 
Impressing Manufacturers with the Necessity for an 
Adequate Margin.” 

Discussion: “How Far Can Deliveries Be Profitably 
Made?” 

Appointment of resolutions committee. 

Appointment of nominating committee. 

General announcements. 

Adjournment. 

Tuesday, May 15th 
2:00 P. M. 

Report on activities of Mill Supply Council—President 
Edward P. Welles, chairman, Mill Supply Council. 

Discussion of this report. 

Report of membership committee—H. H. Kuhn, The 
Hardware & Supply Co., Akron, Ohio, chairman. 

Discussion of this report. 

Report of committee on local and sectional associations— 
George Puchta, The Queen City Supply Co., Cincinnati, 
chairman. 

Discussion of this report. (Chairman Puchta will call 
on representatives of local associations to outline their 
activities briefly.) 


(Continued on Page 59) 
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(Continued from Page 55) 

Address: “The Work of the Division of Simplified Prac- 
tice and Its Value to Distributors.” 

Discussion: “What Lines Should Be Simplified by Manu- 
facturers ?” 

Remarks: (A) “What Can Be Done to Lower Selling 
Costs?” (B) “How Frequently Should Salesmen Call 
on Customers ?”—Joseph A. Scallan, The Scallan Sup- 
ply Co., Cincinnati; William H. Utz, vice-president and 
director of sales, Jenkins Bros., New York. 

Discussion: “Methods for Keeping Salesmen Advised of 
Price Changes.” 

“Should Manufacturers Be 
Catalogue Inserts of Standard Size?” 

Adjournment. 


Discussion: Asked to 


Issue 


Wednesday, May 16th 
2:00 P.M. 

Discussion of topics considered at joint meeting. 
Address: ‘‘Resale Price and Its Value to 

the Industry.” 
Address: “The Economic Importance of the Distributor 

to Manufacturers and 
Discussion: 


Maintenance 


Industrial Consumers.” 

(A) “The Inefficiences of Direct Selling by 
Manufacturers.” (B) “The Ability of Local Distribu- 
tors to Render Service Superior to That of Distant 
Manufacturers.” 

Remarks: “Are Manufacturers Using Too Many Outlets 
for Their Products?”—W. C. Hunter, vice-president 
and general manager, The Ross-Willoughby Co., Co- 
lumbus, Ohio. 

“How Can Missionary Salesmen Be 

Successfully Employed?” 

“Methods of 


Discussion: 


Most 


Discussion: Detecting Inventory Discrep- 
ancies.”’ 

Report of resolutions committee. 

Report of nominating committee. 

Election of officers. 

Expression of preference regarding place of 
vention. 


Adjournment. 


next con- 


Thursday, May 17th 
10:00 to 11:00 A. M. 

Discussion: “The Bolt and Nut Situation.” 

Discussion: “The Importance of the Two Percent Cash 
Discount to Distributors.” 

Discussion: “Is the Distributor Performing Too Many 
Services for Which He Receives Little or No Compen- 
sation?” 

Unfinished business. 

New business. 

Adjournment. 

Southern Executive Sessions 
Tuesday, May 15th 
9:30 A. M. 

Roll call. 

Reading of minutes of last convention. 

Report of President T. C. Keeling. 

Report of Secretary-Treasurer Alvin M. Smith. 

Reports of committees. 

Resolutions. 

New business. 

Appointment of committees. 

Discussion of reports. 

Adjournment. 

2:80 P... MM. 

Report of President T. C. Keeling on formation and ac- 
tivities of the Mill Supply Council. 

Discussion of report. 

Wednesday, May 16th 
$330 P.M. 
Discussion of budget for 1928-1929. 





Discussion of platform for 1928-1929. 
Report of cost of doing business, 1927. 
Discussion of report. 
Thursday, May 17th 
9:00 to 11:00 A. M. 
Unfinished business. 
Election of officers. 
Adjournment. 


American Executive Sessions 
Tuesday, May 15th 
10:00 A. M. 

Discussion of the activities of the American Association 
—its functions and future efforts. 

Annual address by President Robert B. Skinner and dis- 
cussion from the floor. 

Report of Secretary-Treasurer Fred D. Mitchell. 

Announcement of resolutions committee. 

Announcement of nominating committee. 

2:30 P. M. 

Open Forum: ‘Can the Work of the Bolt, Nut and Rivet 
Industry Be Duplicated by Other Industries in the Mill 
Supply Field?” This will 
dress by Charles J. Graham, president of the 
and Rivet Manufacturers’ Association. 

Suggestions and discussion from the floor of ways and 
means by which the work of the association can be 
made more effective. 

Wednesday, May 16th 
2°30 P.M. 

Report by Dixon C. Williams, chairman of the commit- 
tee on anti-trust legislation. 

Discussion and decision based upon the Wednesday morn- 
ing joint meeting programme. 

Thursday, May 17th 
9:30 to 11:00 A. M. 

Report of resolutions committee. 

Report of nominating committee. 

Election of officers. 


discussion include an ad- 
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Entertainment Programme 
Tuesday, May 15th 
2°30 FP. i. 

Trip for the ladies to the Hermitage, the historical home 

of President Andrew Jackson. 
S315 P.M. 

Fisk Jubilee Singers and other local talent in main din- 
ing room of the Hermitage hotel, followed by informal 
dance, with which a buffet supper will be served at 
about 11 o’clock. Dancing will continue until 1 o’clock. 

Wednesday, May 16th 
2:30 P.M. 

An automobile drive around the city for the ladies, end- 
ing at Ward-Belmont School for Young Ladies, a well 
known preparatory school and junior college. 
be served at Ward-Belmont. 

9:00 P. M. to 1:00 A. M. 

Ball at the Bellemeade Country Club, with midnight plate 

supper. 


Tea will 


Thursday, May 17th 
9°30 P.M. 
Card party for the ladies at the Bellemeade Country 
Club, with golf for the men at the same hour. 


> 


Trimble & Lutz Executives 

The Trimble & Lutz Supply Company, Wheeling, W. 
Va., announces the following executive line-up, through 
George W. Lutz, chairman of the board of directors: 
Harry J. Lutz, general manager; Percy H. Hornbrook, 
warehouse manager; Arleigh O. Wilson, sales manager; 
Marvin A. Teagarden, assistant sales manager; James 
B. Bane, general purchasing agent; Earle C. Hornbrook, 
superintendent of shipping department. 
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A Historical Sketch of Nashville 


Triple Convention City, Founded by Hardy Pioneers, Grew Slowly 
But Surely to Present Status as a Leading City of the South 


JOHN M. 


Assistant Secretary, Nashvil 


Where hardy pioneers fought and died to turn a wilder- 
ness into a thriving city; where once dwelt Andrew 
Jackson, the great American warrior who conquered the 
Indians and whipped the British at New Orleans; where 
sixty-odd years ago the blood of the North and South 
stained red the grass of the fields to mould a greater and 
stronger Union; to such a place will come the members 
of the three mill supply associations for their annual 
triple convention on May 15th, 16th and 17th. 

Always a name to arouse the imagination of the most 
placid, a place where history has been made and written, 
Nashville with its many charms and heritages will be 
the host; and the mill supply men of the city, under 


The Hermitage—Old Home of Andrew Jackson 
the leadership of T. C. Keeling, president of the Nashville 
Machine & Supply Company and the Southern Supply 
and Machinery Dealers’ Association, are planning to 
make this the greatest meeting ever held, not only of 
their own organization, but of The National Supply and 
Machinery Distributors’ Association and the American 
Supply and Machinery Manufacturers’ Association as 
well. What Tom Keeling starts out to do he usually ac- 
complishes, and we may look for this to be fulfilled at 
Nashville. 

The history of Nashville dates back as far as 1770, 
when a young man 28 years of age by the name of 
James Robertson, cleared a small patch of ground on the 
banks of the Cumberland river, planted some corn, waited 
to gather and store it in a crib he had constructed, and 
then returned to North Carolina to get his wife and 
baby. Instead of returning with only wife and baby, he 
brought with him a small band of men and their fam- 
ilies, who drifted down the Tennessee river to the Ohio, 
and then pushed up the Cumberland to the present site of 
Nashville. They arrived here on April 23rd, 1780. Rob- 
ertson’s friend, John Donelson, was leader of the party 
that came by boats. From December 22nd, 1779, to 
April 23rd, 1780, they endured hardships of the cruel 
winter, fought with Indians and suffered a siege of small!- 
pox that developed in one of the boats. They named the 
little clearing on the bluffs Nashboro and founded wha‘ 
is today Nashville. 

Composing this party was the purest strain of Anglo- 
Saxon blood that ever any people possessed. Theirs waé 
the heritage of hardy men and women, unafraid of dan- 
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gers and hardships. They, being a cultured and edu- 
cated people, immediately opened a school. 

Government is the thing that makes a people. Nash- 
ville dates its government back to May 13th, 1780, when 
the court of “General Arbitrators” was formed, and in 
1784 the legislature of North Carolina set aside 200 acres 
of land on the south side of the Cumberland river as the 
site of Nashboro, named for General Nash, of North 
Carolina. 

Nashville has never been a boom town. Instead, its 
growth has been slow and sure. Situated on the most 
southern point of the Cumberland river, it soon became 
the chief distribution point for ‘he entire South and 
Southeast. All goods and merchandise were shipped to 
Nashville, and from there hauled overland on the old 
Natches Trace Road and other historic routes, to the 
South and Southeast. This made Nashville one of the 
most noted points in the South. The roads to the South 
converged here, and even when the railways began to 
creep into the section, Nashville retained its prominence, 
for merchandise was shipped to this city and thence by 
rail to whatever points could be reached in this way. 

The state of Tennessee was created and admitted into 
the Union in 1797, and on November 11th, 1806, Nash- 
ville was incorporated by the state of Tennessee. The 
population in 1810 was given as 1,100, and today is 
estimated at 147,000. 

Nashville early became an industrial and commercial 
center. The first load of supplies came up the Missis- 
sippi from New Orleans in 1786, and the Cumberland 
river became a mecca for the early steamboat men. The 
boats brought provisions and supplies, machinery, and 
the necessary parts for various lines of industry. Oft- 
times the merchants traded their goods to the settlers 
for hides, eggs, butter and farm produce, and these in 
turn were sent away by boat to the northern centers. 
The first industry was established in Nashville in 1802, 
when George Poyzer began making cotton spinning ma- 
chines. This was soon followed by a cotton gin, and 
other industries sought Nashville as their center. Lum- 
ber also became a great industry, and Nashville soon 
became the center of the lumber business, and even to- 
day it remains one of the largest lumber markets in 
the world. Tobacco was another crop in which this 
section excelled, wheat and corn were raised in abun- 
dance, and Nashville became one of the South’s great- 
est grain markets, which position it retains today. 

Early in the history of Nashville there came to this 
city a young lawyer who hung out his shingle and started 
the practice of his profession. He soon began to as- 
sert himself, for he was a natural leader and fitted 
into the early life of the settlement. When the govern- 
ment called for someone to head an expedition into the 
Indian territory in the South he was selected for the 
post. This man was none other than Andrew 
He proved a staunch defender of the nation. 
Orleans he took a little band of 
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How Wide Is the Logical Field 


of Mill Supply House Activity? 


ILL SUPPLIES—WHAT ARE THEY? In a general way the answer 
may be given that “mill supplies” include all equipment and supplies 
used in the manufacture of products of industry, aside from the raw 
materials, certain types of heavy machinery and a limited amount of 
highly specialized equipment and tools. 
The interest of the distributor and manufacturer in what is com- 
monly called the mill supply field, however, centers on the question, 
“What are mill supplies, insofar as these supplies may be handled to the best ad- 
vantage by the mill supply house?” Ard the answer is broadly as given above, 
insofar as the mill supply house can handle them most efficiently and economically, 
from the viewpoint of the supply house itself, the manufacturer and the consumer. 
It is to be understood, of course, that many mill supply houses have machinery de- 
partments. 

Except in a few rare cases, all items handled by mill supply houses must have 
a considerable market in the territories covered. It would not pay a distributor, 
for instance, to carry in stock items used by one or two industries in its territory, 
for which there was no considerable demand. If, however, there are one or several 
industries in a territory which use certain items in considerable quantities and the 
supply house can handle them profitably, such items may be classed as logically 
belonging to the dealer’s stock, even though they may not be considered as mill 
supplies in a nation-wide sense. 

Production activities in some industries have been grouped in certain sections 
of the country. For example, the New England states are the center of textile and 
boot and shoe manufacturing. Lumbering and sawmill operations are confined 
largely to the South and Northwest. Coal mining has its greatest activity in 
Pennsylvania, West Virginia, Indiana, Illinois, Ohio and a few other states. The 
Southwest is the center of oil well operations. This fact being true, the supply 
houses in these various localities must needs cater to the industries which are 
strong therein. While it is an accepted fact that many of the items used in these 
territorial industries are also used generally in industry, some of them are used in 
greater quantities in certain sections than in others, while others are used exclu- 
sively in certain industries. It therefore behooves the supply house to handle items 
required in considerable quantities by the industries in its territory. Further- 
more, it is just as much to the interest of the industries of a saction to be able to 
secure items peculiar to their needs from the supply house as it is for them to be 
in a position to obtain general factory and mill equipment and supplies therefrom: 
and it is just as much to the interest of the manufacturer of such items to have 
stocks of his goods in the supply houses of the locality. 

There is another way in which the stocks of different supply houses vary, how- 
ever, without the influence of territorial activities. Some houses have found that 
they have been able to take on certain specialties and handle them with profit. 
Many, for instance, handle paints. Realizing that many industrial plants use paint 
in considerable quantities, they have found that sales of this item may be tied in 
easily, economically and efficiently with the sales of their other lines. Others han- 
dle electric motors and electric supplies. One supply and machinery house has gone 
so far as to establish a department handling refrigeration equipment and supplies. 

In the final analysis, the question of what lines to handle must be decided by 
the distributor after a thorough study of his territory, its needs and possibilities. 
In taking on new lines he must decide whether it is best to sell them through his 
regular supply salesmen or to put specialists on the job. As a well known manu- 
facturer said recently, the distributor is the “key”? man. He should know his 
products and his markets and the men with whom he is to deal. Possessed of this 
knowledge, it should not be difficult for him to decide as to the addition or rejection 
of lines generally considered outside the general run, and to determine the best 
methods of marketing them if he does add them. 
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435 —Wall Paint Brush. 
Long Black China Bristle, ¥ 
heavily filled and vulcanized 
in hard rubber — nickeled 
ferrules. Sizes3” to5” widths, 









401 —Flat Varnish Brush. 
Black China Bristle, vulcan- 
ized in hard rubber, triple 
thick, chiseled. Nickeled fer- 
rules—cherry handles. A 
popular high-grade brush. 





456—Oval Sash Tool, Black 

China Bristle — chiseled — 

vulcanized in hard rubber, 

seamless nickeled ferrules, 

polished handles. Sizes 12 
to 1%” widths. 





441—Oval Paint and Var- 
nish Brush. Black China 
Bristle, vulcanized in ha 
rubber—chiseled. Nickeled 
ferrules. Sizes 154” to 2/4” 
diameter. 
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and Varnish Brushes 







444 — Flat Varnish Brush. 
Black China Bristle, vulcan- 
ized in hard rubber—chisel- 
ed. Tin ferrules. A handy 
brush for general use. Sizes 


There is always a feeling of satis- 
faction in selling merchandise 
that is thoroughly dependable. 
In this class you may safely place 
the Osborn line of Paint and 
Varnish Brushes. 


These brushes represent all that 
selected materials and skillful 
workmanship can contribute to 
better working and longer wear- 
ing tools. 


EveryOsborn Paintand Varnish 
Brush is the result of long and 
careful study. Selected bristles 
that will naturally cup inward 
make for easier breaking in. 


And no firmer anchorage for 
bristles has ever been devised 
than the method used by Osborn 


—vulcanized in rubber. 


Neat close-fitting ferrules are 
either seamless or made with a 
lap joint to prevent spreading. 
Handles are appropriately 
shaped, well balanced and care- 
fully hand finished. 


More than thirty years of experi- 
ence has firmly established the 
tradition that Osborn Paint and 
Varnish Brushes will stand the 
test of hard and continuous serv- 
ice by the most exacting users. 


advertised in Factory & Industrial Management, Purchasing 
Agent, Mill & Factory Illustrated, and Midwest Purchasor. 


{ This month your customers will see these Osborn Brushes | 


5401 Hamilton Ave. 


New York 


1” to 4” widths. 


San Francisco 


INCORPORATED 


“2 THE OS80RN MANUFACTURING LOMPANY 


Cleveland, Ohio 


Branch Offices 


Chicago 


etroit 
Los Angeles 
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Fig. 775 








Jenkins Medium Pressure Iron Pody 
Globe Valve, flanged. 














Boiler Room 


Standbys 


—that engineers 
tee ee YeUY after 


ENKINS Valves are boiler room 

standbys because engineers have 
learned that, with Jenkins, long 
trouble-free service is the rule. 


In this way, the principle of the satis- 
fied customer is maintained and 
becomes the backbone of solid repeat 
business. Jenkins’ advertising and cir- 
cularizing keep the merits of Jenkins 
Products ever before the user, who 
is directed to you for his purchases. 


82 White Stree 

24 Atlantic Avenue 
oan Wie Seventh Street . 
646 Washington Boulevard .... 


JENKINS BROS. 





Jenarco Sheet Packing—A red vulcanized 
packing for hot or cold water and satu- 
rated steam at all pressures 











buy 
year 


ENKINS Packings, too, are boiler 
room standbys. Like Jenkins 
Valves, they are made for the maxi- 
mum service—not merely the average. 


The Jenkins advertising program for 
May emphasizes the merits of Jenkins 
Packings—the different brands for the 
different services. Jenarco, Jenkins 
06, and Jenkins Oiltite are high-grade 


packings—standbys cf engineers because 
they mean long-lasting leakless joints. 


New York, N. Y. 
Boston, Mass. 
Philadelphia, Pa. 
soos + aeago, Fl. 


JENKINS BRC )S. / sate 


Montreal, Canada 


London, England 


FACTORIES 


Bridgeport, Conn. 





Elizabeth, N. J. 


Montreal. Canada 


Always marked with the" Diamond” 


Jenkins Valves 


SINCE 1864 
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PHILADELPHIA €> (Patented) 

MAY 14-18. 1926 

WELL BE See this U. S. Multispeed Grinder 
THERE in operation at the Foundry Show, 


U.S. Booths No. 183, 185, 187, 189. 
THE UNITED STATES ELECTRICAL TOOL COMPANY 


Oldest Builders of Electrical Drills and Grinders in the World 
2498 West Sixth Street Cincinnati, Ohio, U.S. A. 


Portable Electric Drills 





Grinders-—Polishers 





Export Sales Representatives —WESTINGHOUSE ELECTRIC INTERNATIONAL CO. —150 Broadway, New York City 
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**PALMETTO”’ 


gives long 
service under 
Steam (high 
pressure, 
superheated) 

and 
Compressed 
Air 


because it resists 
the high temper- 
atures and has 
the perfect single 
strand lubrica- 
tion that avoids 
rod friction. 


emma Woon 


For gasoline and all other 
distillates of petroleum 
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A Dealer’s Profit 


is secured from the quick turn- 
over of a trade marked article 
that has low sales resistance due 
to broad national advertising, 
using strong selling copy. 


years as their high quality has been backed 
up by the strongest kind of advertising, 
making them quick sellers. 


74 
STYLE { PACKING 
Ay 


For pumps handling 
solutions of caustic 
sodaand similar 
chemicals 


GREENE, TWEED & 
7 CO. 


Sole Manufacturers 


109 Duane St., New York 
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Our brands of packing have been firmly 
established upon the market for many 


‘**PALCO” 

for pumps; 
especially 
centrifugals. 


Has great tensile 
strength and car- 
ries such an 
abundance of lu- 
bricant that 
shaft works ona 
well lubricated 
surface. 































ra EHIND EVERY TOOL BEARING THE ARMSTRONG 
ew TRADE MARK STANDS ARMSTRONG BROS. TOOL 





CO. AND ITS EXPERIENCE GAINED THROUGH 
MORE THAN 35 YEARS OF BETTER TOOL MAKING. 


Armstrong Tools, made by “The Tool Holder Peo- 
ple,’ are of one standard—the best that can be 


made. Carefully selected steels are fashioned by 
the most efficient methods into quality tools that em- 
body the accumulated knowledge of years of fine tool 
making. Each tool is painstakingly inspected. It is 
certain to give complete satisfaction—to uphold the 
Armstrong reputation—to make a friendly customer. 


Armstrong Tools are presold by extensive national 
advertising. Effective dealer helps are freely sup- 
plied. With Armstrong Tool Holders standard 
equipment in over co’ of the machine shops and 
plants, a large volume of pvofitable business is cer- 
tain for those who push this line. It pays to make 
Armstrong Bros. Tool Co. your source of supply 
for all tools found in its line. 


Write for Catalog B-27, showing the complete lines of 


‘‘ARMSTRONG” and ‘‘ARMSTRONG BROS.”’ Tools 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


305 North Francisco Avenue 


‘‘ARMSTRONG”’ 


Tool Holders Ratchet Drills 
Lathe Dogs Drop Forged Wrenches 
“C’* Clamps H. S. Tool Bits 


CHICAGO, U.S. A. 


‘‘ARMSTRONG BROS.”’ 


Stocks and Dies 
Pipe Tongs 
Pipe Wrenches 


Pipe Cutters 
Hinge Vises 
Chain Vises 
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Endurance at High Speeds 


WE: 
PAT 7 
ALM) = 


= 
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Hundreds of our Red Shield 


Drills were used for work 
on the Leviathan. 


MODERN Commerce Requires High Speed Transportation. 


Whether a Locomotive, Ocean Liner, or Aeroplane, each must stand 


Endurance at High Speed Operation 
The same condition applies in every manufacturing plant where Drills are used. 
The Times demand mass production at High Speed Pressure. 


To meet these requirements we have designed the new 


Red Shield" H1GH SPEED DRILL 


with one purpose—to stand High Speed Drilling with the greatest endurance. 
All Sizes. 


Manufactured by 


THE STANDARD TOOL (0. 


NEW YORK: 94 Reade St. CLEVELAND — cnicaco: 522 w. Washington Bivd. 


Fredk. Pollard & Co., Ltd., London and Leicester, England - Paris, France—Burton Fils 
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am The Spotlight 
Ag.on HISEY 
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Comparison is the True Test 
of Quality — Here’s Value 
That Invites Comparison 


Hisey designed and built hand-wound Uni- 
versal Motor. 


d Adjustable Bakelite Brush Yoke. 

; Double Pole (Underwriters approved) switch. 
Ball Bearing Motor and Spindle Thrust. 
Hardened Alloy Steel Gears. 

Hisey designed ventilation. (No holes or 
open slots.) 


Jacobs Chuck. 


Half-Inch Special 
Ball Bearing Universal x 3 
Motor Electric Drill. 






Quarter-Inch 
Ball Bearing Uni- 
versal Motor Elec- 
tric Drill. 
SIX INCH BALL BEARING GRINDER 
BUILT TO THE HISEY STANDARD 
Full 144 H. P. enclosed HISEY Motor. 
Built for continuous service. Heavy one piece 
Spindle mounted on oversize Ball Bearings. Dust 
proof bearing compartment. 
Double Pole (Underwriters Approved) Switch. 
Sturdy and adjustable Tool Rests. 


THE HISEY-WOLF MACHINE CO. 


Manufacturers of High Grade Six -Inch 
Electric Drills, Grinders and Buffers Ball Bear- 


CINCINNATI, OHIO ing Electri¢ ro os ‘soe 


Grinder. 


Sold thru $ 5 ys 


— Authorized Distributors 
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Fire Appliances 


The Line of 
Reliability 
Quality 
Service 


All Diener Fire Ap- 
pliances bear the label 
of the Under- 
writers Laboratories. 


Diener Fire Appliances 
and other Diener prod- 
ucts are sold through 
established supply 
houses. Complete Cat- 
alogue will be 
sent upon request. 


GEO. W. DIENER 
MFG. CO. 


400 N. Monticello Ave. 
Chicago 
Established 1839 











2'4-GallonS & A One Quart 
Extinguishers Extinguisher 


5-Gallon 
Pump Type 
Extinguisher 


2'4-Gallon 
Non-Freezing 
Extinguisher 








Oily Waste Cans 














Let’s 
Go! 


We are going to the Triple Conven- 
tion with the firm conviction that 
the Mill Supply Distributor offers 
the most economical method of mar- 
keting for both the manufacturer 
and the consumer. And since the 
Distributors perform a useful service 
they are entitled to that legitimate 
profit and protection which will 
enable them to carry on their busi- 
ness profitably and permanently. 





} 


| 1895 MAY 1928 | 





That has been—and still is—the 
policy of this Company since it was 
founded 33 years ago. 


We look forward to meeting our 
friends at the Nashville Convention 
and doing what we can to insure full 
cooperation between Distributors 
and Manufacturers. 


MONARCH METAL CO. 


119 SOUTH LINCOLN STREET 


Station C 


CHICAGO 


Associate Member 
National Supply and Machinery Distributors’ Ass’n 


Manufacturers of MONARCH BALL 
the “Steel Process Babbitt,” and QUAKER 
METAL, the ‘Ladle Bronze.” 


SEE 
THE 
IDEA ? 


’ 






TRape 
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ATKINS BETTER METAL CUTTING MACHINES 
AND SILVER STEEL HACK SAW BLADES 


Atkins No. 18 Kwik-Kut has auto- 
matic stroke control using over *4 
of blade; machine stops auto- 
matically when cut is thru. A 
very important money and, 
blade saving machine where © 
production in hack sawing 
is an imporant feature. 
























Atkins No. 4 Metal Band Saw Machine 
has a direct drive which overcomes lost 
motion and maintains a positive feed. 
The machine is used where production and 
quality without waste are essential for high 
grade cutting. 





Atkins No. 7 Kwik-Kit is a 
smaller and_ lighter machine 
than the No 18. Can be 
equipped for belt or motor 
drive. Very economical for 
cutting smaller stock than 
No. 18 and will produce 
profitably. 


Atkins No. 14 Kwik- 
Kut is another ma- 
chine to meet the many 
metal cutting require- 
ments of the modern ma- 
chine shop. Requires less 
space to install. Belt drive 
only. Good capacity and 
noted for efficient cutting like 


other types of Atkins Hack Saw 
Machines. 





A Phenomenal Hack Saw Blade 


Every user of SILVER STEEL Hack Saw Blades ‘‘gets his 
money's worth” in Atkins new blade with the Blue End. 
Guaranteed to cut SIX times more metal and TWICE as fast as 
any alloy blade. Our customers claim they do more. From 


LOOK FOR 12 to 100 times more cutting is claimed by some. One cus- 

tomer says if he paid $18.00 each, he would still be saving 
THE BLADE 50% over the cost of other blades. It will pay you to sell 
WITH THE Atkins Blue End SILVER STEEL Hack Saw Blades for both 


\—=———/ 


BLUE END ~ hand and power use. 


Ask for Atkins Metal Cutting Literature. 


E. C. ATKINS & COMPANY 





ESTABLISHED 1857 The Silver Stezl Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, : Indianapolis, Ind. Hamilton, Ont. 
Atlanta Minneapolis Portland 
Chicago New Orleans San Francisco 
Memphis Paris, France New York Vancouver, B. C. Seattle 











When writing to Advertisers please mention Mitt Supp.iies 































NS 
to 
a 
qc 


MULL QUPPLIBS May, 1928 








FOR PRICES ON 


MATERIAL HANDLING EQUIPMENT 
CHAINS 


and 


SPROCKETS 


We make a complete line of 





certified malleable iron, combi- 





nation steel and malleable iron, 


also steel chain. Set tin 


Chain Catalogue 
Sprockets to fit No. 50 





ELEVATOR BUCKETS HERCULES GRAIN SCOOPS 

















MALLEABLE IRON GENUINE SALEM 
Certified Malleable Iron conforming r ’ Made of planished steel, light, but strong and durable 
to the standard and sizes adopted by We make all sizes in regular 
leading bucket manufacturers. and heavy weights. Two sizes: one-half bushel and one bushel 
CAR MOVERS ——————— = 
22S MRE BSREIRM carne tea a = We also make 
SHELDON Belt Conveyors Car Pullers 
Compound lever, giving great purchase power, works under any style brake Spiral Conveyors Clutches 
without slipping Bucket Elevators Skip Hoists 
Hoppers Power Shovels 
Screens Pulleys 
Bin Gates Shafting 
Gears, Etc. 
CHAMPION | 
Will work under any brake or wheel and between cars. Will not slip on grease ———— ——— i 








THE WEBSTER MFG. COMPANY 


1856 North Kostner Ave. Chicago, Illinois 
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LINEAR 
THE JOBBER’S PACKING FACTORY 


This Modern Sample Case 
Will Prove Linear Quality es agen ae 
Will assist your men in 
building up your 
Packing Sales 













ATTRACTIVE 


Gaining the Purchasing Agent’s 
attention at once. 


COMPLETE 


Containing a time-proven Packing for 
every purpose. 


CONVENIENT 


Easy to Carry and Easy to Use. 


Your 
Brands or 
ours—as you 


prefer 


BUY AND STANDARDIZE ON 


This line of High Quality Packings made for distribution through the 
JOBBER ONLY 


LINEAR PACKING AND‘RUBBER CO., Inc. 


1901-5 No. Marshall Street PHILADELPHIA, PENNA. 
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No. A636—Concrete 


No. A646C—Concrete 








No. 1138—General Purpose 


No. X264—Coal and Coke 


“WP” Drag Scrapers—With Double Bottom 


Factory: Rome, Georgia 


ii 


r cYsraray 
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Nos. 10 and 15—Canal 


No. 26—Mortar Tub 


a> a 
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FAIRBANKS 
WHEELBARROWS 


Let Us Explain Our Distribution Plan 


May, 1928 








No. 636—Sand and Dirt 





No. 646D—Concrete 





No. A646W—Mortar 





No. 246D—Narrow Tray, Coal 





“XL” Drag Scrapers, With Runners 


The FAIRBANKS Company 


BOSTON NEW YORK 


PITTSBURGH 
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_ COMUMBIAN VISES 


Trade Mark Reg. U. S. Pat. Of. 














Swivel Base Machinist Vise 
| Malle ible [ron] 


The Complete Range of Columbian’s Lines, 
The 100 Percent Jobber Policy, and 
The Established Resale Prices, 


Give Columbian Distributors a Profitable Combination! 


THE FOLLOWING ILLUSTRATIONS SHOW A FEW COLUMBIAN TYPES: 





Swivel Base 
Combination Vise 


Adjustable Jaw 
Swivel Base Vise 





Hinged Pipe Vise 


Manufactured by 


The Columbian Vise and Mfg. Company 


CLEVELAND, OREG 
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Here’s What Dealers Say— 
about American Swiss 
Co-operation and Quality 


THE WHITE SUPPLY & TOOL CO. 


of Cleveland writes: 


“Very glad indeed, to be able to send you one of the largest 
checks of the year . . . The size of our remittance merely reflects 
the enthusiastic interest on the part of our entire sales organiza- 
tion in your line.” 








THE J. & C. ERNST WHOLESALE DEALERS 
of New York, N. Y., writes: 


**We wish to extend our thanks for your co-operation in referring an 
order for American Swiss files given you direct. We wish to assure you 
that matters of this nature are very much appreciated and will at all 
times be given our very best and prompt attention.” 


Only a line that sells and stays sold and helps to 
repeat sales—gains the “enthusiastic interest’’ of an 
entire sales organization and the hearty co-operation of 
the dealers. 

American Swiss files do stay sold. They are a favorite 
not only with those who se!l them but also with those 
who use them. They have been the choice of skilled 
mechanics for more than 28 years. 

Carefully manufactured, scientifically heat treated 
rigidly inspected, AMERICAN SWISS files are a 
strictly quality product. 


2400 different sizes 
shapes and cuts to 
select from 





The American Swiss File & Tocl Co. also manu- 
factures a complete line cf accurately made knurls and 
an excellent grade of hand tocls fer mechanics. 

The same quality workmanship and careful adherence 
to standards that have made the American Swiss file 
famous in its field is being rigidly followed in these lines. 


KNURLS 


We manufacture a complete line of Knurls. Let us figure 
on your file knurling problems. Send for literature. 


Mechanics’ Hand Tools 


Send for folder and price list on our complete line of 
mechanics’ hand tools. 


ih 


} 





© yea 


Dealers tell us that the tremendous number of dif- 
ferent sizes, shapes and cuts of American Swiss files 
win many customers. You can show a manufacturer 
that to reach the intricate corners and small slots 
in precision work, the selection of the right file will 
save him many dollars. Add to this that American 
Swiss products are precisely made to the highest 
quality standards, that they have invarying hardness 
and that they last 25 to 35 percent longer than cther 
files—and you can see why American Swiss dealers are 
so enthusiastic. 

May we send you illustrated booklet listing the 2400 
different files. A large and complete steck of these files 
assures prompt delivery. 


American Swiss File & Tool Co. 
410-416 Trumbull St. Elizabeth, N. J. 





= 
Swiss 
Files of Precision, Mechanics’ Hand Tools 
and Knurls 





4 
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(Continued from Page 60) 
he had led into the Cherokee and Creek nations and the 
Everglades of Florida, and gave the British a disastrous 
defeat in a battle that was the deciding factor of the 
War of 1812. 
Andrew Jackson 
member of the first constitutional 
and first representative 
national congress. He was twice elected to the United 
States the superior court 
of law and equity, resigned to become a general in the 
United States army, was later governor of Florida and 
then twice elected president of the United States. It is 
said he resigned more offices than were ever held by any 
other citizen of the United States. Jackson was the only 
president, except Washington, who appointed during his 
administration the entire supreme court of the United 
States, and was the only president who ever paid all 
the national debt. Andrew Jackson was a man to whom 
statesmen, ambassadors, rulers and leaders came for 
advice, a man whose life was filled with battle for himself 
and for his country; who worshipped his wife, Rachel, 
as but few women were ever worshipped, only to lose 
her just before he entered upon the highest position 
in the gift of his countrymen; who loved her so much 
that a slur cast at her sweet and simple life led him 


rapidly arose to public prosecutor, 
convention of Ten- 
nessee from Tennessee in the 


senate, became a jiudge of 


Following are some of the interesting places to be vis- 
ited in Nashville and directions on how to reach them: 

The Parthenon—-(Only exact replica of old Athenian 
Parthenon in the world.)—Centennial park, West End 
25th to 27th avenues. Drive west on Church 
street to intersection of Elliston place, at 21st avenue, 
thence west on Elliston to entrance to grounds. By 
street car, take West End, Bellemeade or Centennial park 
car and get off at Centennial park. 

The State Capitol—Located on Cedar street between 
Seventh and Sixth avenues; easy walking distance from 
all hotels and the business district. 
War Memorial Building 
between Union and Cedar streets. 
found James Kk. Polk 
Society museum. 


avenue, 


Tennessee Capitol boulevard, 
In basement will be 


museum and Tennessee Historical 


Andrew Jackson's Old Law Offices—Union street, just 
east of Fourth avenue on south side of street. 
marker. 

The Hermitage, old home of Andrew 
miles from Nashville on 
make this trip by auto. 


Look for 


Jackson—T welve 
Lebanon pike. Necessary to 
Detour on Murfreesboro pike 
to Elm Hill road, then follow highway signs and mark- 
ers for Highway No. 24. 

Old Fort Negley, a civil war fort—In South Nashville. 
Drive south on Eighth avenue to Reid avenue, east on 
Reid to end. Fort is directly in front. By street car, 
take Glendale car and get off at Reid avenue. 

Old City Cemetery, where are graves of James Robert- 
son, founder of Nashville; William Driver, who named 
flag “Old Glory,” and other notables—Located on Fourth 
avenue, south. Drive directly out Fourth, and cemetery 
is on west hand side of street. Cannot be missed. By 
street car, take Fourth avenue or Nolensville car. 


2 


Places of Interest in Nashville 


Points for Conventionites to Visit, and Instructions on How to 
Reach Them — Diagram of Heart of City for Your Convenience 





to the dueling field and came near costing his life. 

Nor was Jackson alone. There were Andrew Johnson 
and James K. Polk, who followed him to the presidential 
chair, and who served the nation as chief executive— 
Johnson, the tall mountaineer from East Tennessee, who 
rose from a tailor shop, and Polk, the man who added 
more territory to the United States than did any other 
president, and who now sleeps in Nashville on the beau- 
tiful capitol grounds of his native Tennessee. 

During the civil war Nashville was one of the most 
bitterly contested points. It was first occupied by the 
Confederates, then by the Federals, again by the Con- 
federates, and finally by the Federal troops as a barrack 
and concentration point. One of the bitterest battles of 
the civil war was the Battle of Nashville, and it was 
fought largely within the city limits of the Nashville 
of today. Old Fort Negley still stands as it was built by 
the Federal troops for a place of powder storage and as a 
fort in case of attack. 

The Nashville of today is holding to the old traditions 
of the glorious South of other days. However, it is 
mingling this heritage with the conditions of the new 
day and forming thereby a city with a soul and a spirit. 

Such in brief is the Nashville to which the three asso- 
ciations are coming, the city which will open its arms 
to welcome them this month. 


Grave of James K. Polk—Located on east side of capi- 
tol grounds. Equestrian statue of Jackson, Sam Davis 
monument and other interesting points will be found on 
capitol grounds. 

Old Bellemeade Farm—Harding road. Drive west on 
West End and out Harding road until entrance to grounds 
is reached. Look for marker on right of roadway just 
after car line turns to right. 

Bellemeade Golf and Country Club—Drive out Har- 
ding pike to where car line turns to right. Follow car 
line to club. By street car, take Bellemeade car. 

Richland Golf and Country Club—Drive out Harding 
road to club, located on right hand side. By 
take Bellemeade car. 

Standard Country Club—Drive out Harding road to 
concrete boulevard, turn left onto boulevard and club is 
on right hand side. 

Oriental Club) (Shrine club)—Drive out 
Granny White pike to Caldwell Lane on left (Sign post 
marked Oriental club); turn left into Caldwell Lane, and 
club is located on right just after crossing street car 
tracks. By street car, take Glendale car. 

National Cemetery—Located on Gallatin pike. Leave 
from War Memorial building. Drive east on Deadrick 
street across square and bridge, out Woodland street to 
Second avenue, left on Second to Gallatin avenue, right 
into Gallatin avenue and into Gallatin pike, and out pike 
to cemetery, on right hand side of road. 

Among the other interesting places to see in Nashville 
are the following: Vanderbilt university, and the Van- 
derbilt university school of medicine and hospital, which 
is the South’s largest medical school and said to be sec- 
ond only to Johns Hopkins in completeness and thorough- 
ness; Searritt College for Christian Workers, 
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Diagram of the Hotel Section of Nashville 


Peabody College for Teachers, the Peabody demonstra- 
tion school; Southern Y. M. C. A. graduate college; St. 
Bernard academy, Ward-Belmont School for Young La- 


dies; Fisk university, said to be the greatest negro edu- 
cational institution in the United States, and the Scot- 
tish Rite Masonic temple, which cost $1,000,000. 
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NATIONAL MEETING PROPOSED 


Bolt, Nut and Rivet Manufacturers Association Sug- 
gests Conference on Distribution 


The Bolt, Nut and Rivet Manufacturers Association, 
of which Charles J. Graham is president, has mailed a 
letter to leading industrialists of the country, particu- 
larly to executives in those lines distributed through 
hardware jobbing and mill supply house channels, pro- 
posing a national conference to discuss sales and distri- 
bution plans, with the bolt, nut and rivet plan as a basis 
for discussion. 

In a pamphlet accompanying the letter, the association 
states that the plan now followed by the bolt, nut and 
rivet industry is applicable to all competitive lines. <A 
committee is now in existence in practically every im- 
portant jobbing or distributing center in the country, 
with a prominent distributor executive as chairman, and 
its membership covering the outlying territory. Chair- 
men of these committees would be invited to attend the 
proposed conference, and a majority of them have already 
signified their intention of doing so should the meeting 
be called, according to the pamphlet. Some jobbers and 
distributors not represented on the committees would 
also be invited, as well as officers of all national jobbing 
and mill supply associations. It is suggested that each 
industry appoint five executives to represent the industry 
as a whole. By combining the suggestions of the 34 dis- 


tributors’ chairmen, a number of industries are being 
approached to determine their attitude toward such a 
meeting, and, should the reaction be favorable, invita- 
tion will be extended to their chosen representatives. 

“The discussion will not be limited to the distribution 
plan of the bolt, nut and rivet industry, but will be open 
for any constructive suggestions pertaining to the sell- 
ing and distribution problem,” the pamphlet states. “If 
the meeting is called and proves successful, considera- 
tion should be given by each industry to the appointment 
of one man as its representative on a national committee 
to carry on the work with the jobbers’ chairmen. Should 
such a committee of manufacturers be appointed, there 
would be a condition created whereby 34 jobbing execu- 
tives and approximately 35 manufacturing executives 
would represent the leading industrial and jobbing inter- 
ests of the United States, covering the hardware and 
mill supply lines.” 


i 


_ _—— 


New Member of National 

Announcement has been made by the secretary’s office 
of The National Supply and Machinery Distributors’ As- 
sociation that The Central Rubber & Supply Co., 118-120 
North Meridian street, Indianapolis, is a new member 
of the association. This makes a total of 35 new mem- 
bers secured by the National Association since the triple 
convention last June. 
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F. Alexander Chandler 


There is a well known saying that there is no better 
advertisement than a satisfied customer. Similarly there 
is no better proof of the value of the distributor of mill 
and allied supplies to the industrial consumers of his 
territory than the appreciation of those consumers. 
Therefore, believing that the publication of letters from 
users of industrial equipment and supplies who patron- 
ize supply houses, expressing their opinions of the value 
of the services rendered by the houses with which they 
deal, would be of great value in promoting the cause of 
dealer distribution, MILL SUPPLIES wrote to a number of 
distributors in different sections of the country, asking 
them to procure expressions from some of their cus- 
tomers. The first results of this request may be found 
herewith. 

Alvin M. Smith, president of the Smith-Courtney Co., 
Richmond, Va., secretary-treasurer of the Southern Sup- 
ply and Machinery Dealers’ Association, and secretary 
of the Mill Supply Council, replied to MILL SUPPLIES as 
follows: 

“Replying to yours of the sixth instant, concerning 
what you are pleased to call insidious propaganda di- 
rected against the dealer as a necessity in this field, we 
have only to recall the strenuous days of our entry into 
the world war, when it took practically no argument on 
the part of the group of jobbers’ representatives appear- 
ing before the war industries board to convince that 
body as to the necessity of the jobber in the industry. 
In fact, I well recall Chairman Parker’s statement when 
we went into the meeting room: ‘Gentlemen, the board 
has made up its mind as to the necessity for the jobber, 
and it only remains to determine the class preference 
that you will be given.’ And we were given a pretty 
high classification. 

“The present plan of operation in the distribution of 
bolts by the bolt and nut manufacturers is another evi- 
dence of the belief (at least of that group of manufac- 
turers) of the economy of distribution through the 
dealer. I am quite sure I recall a statement being made 
by a leading bolt manufacturer some months ago, that 
the general cost of distribution of bolts, less carload 
quantities, from mill to the consuming trade had been 
found to be about nine dollars a ton, as against a selling 
cost of three dollars a ton through the distributor. 

“May I quote the following from a very large and re- 
sponsible manufacturer in this section who buys largely 
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W. R. R. LaVielle 


of my company, and to whom I put the question, ‘Do you 
consider the jobber an economic necessity ?’ 

“*This can be best and very quickly answered by the fact 
that we are giving you a considerable amount of business, 
which we would not place with you unless advantageous to 
us. The present-day practice of carrying small inventories 
makes it necessary to secure prompt shipments from your 
stock, because of our quick need for same, and the hurry 
with which you make deliveries. To the wnthinking, the 
supply house may not be thought of as valuable. We believe 
we can buy from the dealer better than from the manufac- 
turer. With the dealer we have less bookkeeping and records 
because of having an account with one company only; and 
the supply house which buys in large quantities is able to 
sell us cheaper than the manufacturer and effect also freight 
saving. If we bought from the manufacturer, we would 
have to pay less-than-carload freight, and very often spend 
money for telegrams tracing deliveries which were holding 
up our work.’ 

“Another letter from a large and reputable manufac- 
turer with whom we do considerable business: 

“‘*Thank you for your renewed efforts in getting us some 
action from (a manufacturer), which we had been entirely 
unable to get heretofore from them. Your man came to see 
us this week and adjusted matters so thoroughly that we 
thank you for the activity in clearing the above mentioned 
matters, and we take pleasure in enclosing you our check in 
full for payment of your account’.” 

FROM NEILL-LA VIELLE SUPPLY CO. 

W. R. R. LaVielle, president of the Neill-LaVielle Sup- 
ply Co., Louisville, responded with five letters from sat- 
isfied customers. R. W. Allen, The Kahler Company, 
New Albany, Ind., manufacturer of automobile bodies 
and automobile body woodstock, wrote to them as follows, 
under date of April 11th: 

As per your request, we are pleased to offer our reasons 
as to why we believe the mill supply house is essential to 
the average factory. 

(1) We feel we would have to carry much larger stocks 
of supplies if it were not for the distributor. 

We would have longer shut-downs, in case of break- 
age, because of waiting for parts to come from the 
factory. 

(3) The supply house gives the factory a choice of lines. 

(4) Because the distributor carries considerable material 

necessary to the average factory, other than mill sup- 
plies, which could not be handled at a profit if car- 
ried alone. 

(5) We do not believe we would save any money by buy- 

ing mill supplies direct. 

Finally, we feel that the distributor is a necessary (evil?) 
because of the service he renders. 

From P. W. Berry, manager of the purchasing depart- 
ment of the Kentucky Wagon Manufacturing Co., Louis- 
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Ask Yourself— 


\re 


whole line with the engineers, superintendents and 


you maintaining every-day sales contact for your 


purchasing agents throughout your territory / 

\re you pushing your profitable specialties, or merely 
fighting for the competitive staples? 

\re 


manufacturers? 


you giving adequate representation to your 


Have you made it easy for your customers co order 7 


terms of Your own goods? 

Have you provided your salesmen with the necessary 
“working tools’? 

Each of these things has a very direct bearing on your 
sales turnover and profits. 
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ville, came the following letter to the Neill-LaVielle Sup- 
ply Co., under date of April 9th: 

As per our conversation of this morning, we repeat that 
the distributor is very necessary to the manufacturer. 

Our own experience dictates that in several instances, had 
it not been for our local distributor of mill supplies, we 
would have been compelled to shut down our plant in the 
absence of a pulley, shafting, belt or valves. 

We can sight one instance of recent date where a leather 
belt let go, and, not having this item in stock, we called on 
the Neill-LaVielle Supply Co. at 11:50 A. M., for a belt to 
replace it by 12:30. At 12:15 this belt was on our prem- 
ises, and was on the pulley by 12:30 o’clock. Had it not been 
for this supply house service, we would have been compelled 
to close down one of our main departments until we could 
secure a belt. This is only one instance where we have 
found the dealer very necessary, and feel sure that it would 
work a hardship on everyone if he decided to discontinue 
business. 

We might add, in conclusion, that we have never found a 
place where the dealer has charged us excessively, consid- 
ering, of course, the service rendered at a critical moment. 

We wish to compliment you highly on the splendid service 
rendered this company at a most reasonable concession. 

Carl W. Martin, manager, New Albany Machine Mfg. 
Co., New Albany, Ind., manufacturer of stone and other 
machinery, wrote this letter, under date of April 9th: 

A question has come up as to whether supply houses are 
essential to manufacturers. 

We wish to state that without the distributors, it would 
be impossible for us to make the delivery that our customers 
require, and we find it is very profitable in our business to 
deal with supply houses, as we do not have to carry as 
large a stock on hand as we would if we had to buy from 
mill direct. 

We have found in the past that in doing business with 
the mills direct we over-bought and had a lot of dead stock 
on hand. We hope it will not come to a point where we will 
have to deal with manufacturers direct. 

We wish to state that the prompt 
given us have been entirely satisfactory. 

The following letter, written under date of April 10th, 
was received by the Neill-LaVielle Supply Co., from 
J. A. Gadient, secretary, the New Albany Veneering Co., 
New Albany, Ind., manufacturer of “Navco” plywood: 

We desire to speak a word of commendation for the very 
satisfactory service your mill supply department has 
dered during the past years. 


deliveries you have 


ren- 
Your prices have been always 
in line, your emergency deliveries have saved us many an 
expensive shut-down, and you have brought to our atten- 
tion improved devices and equipment which we might have 
overlooked otherwise, or have been afraid to try out without 
your recommendation or backing. 

We feel that the co-operation of a first class mill supply 
house like yours is essential to uninterrupted operation and 
production, and enables us, in turn, to give our customers 
the service they expect and require. 

F. O. Faith, superintendent, Hopkins Fertilizer Co., 
New Albany, Ind., manufacturer of “Old Time Fertiliz- 
ers,” wrote to Neill-LaVielle, April 9th, 
as follows: 


under date of 


We appreciate your efforts to give us service on the recent 
order placed with you. As you knew, we were in a jam, 
and your advice regarding the repairs and the personal 
effort you made in getting the supplies to us quickly was a 
real service. 

We were delayed on some other parts which we ordered 
direct from manufacturers, due to the writer’s unfamiliarity 
with their catalogue and methods of going about placing the 
order, hence this letter of appreciation for your personal 
efforts. 

LETTER TO CHANDLER-FARQUHAR CO. 

F. Alexander Chandler, president, Chandler & Far- 
quhar Co., Boston, submitted the following copy of a 
letter from a long-time customer whom he did not name: 

Will Fish has just called, and in a reminiscent portion 
of our talk it developed that he has been calling upon us 
here about twenty years, and that Walter Dow called before 
him for over fifteen years. Two fine men—Chandler & 
Farquhar Company a fine house. It is about ten months 
since you personally have called here, Alex. You know you 
are always welcome, too. 





As you folks will remember, we have had steady growth 
from about forty men, thirty-five years ago, to a pretty even 
average of four hundred—with allowances for ups and 
downs. 

We have endeavored to keep up to the times on our equip- 
ment, supplies and working conditions, and not to be “hicks,” 
even though about sixty-five miles from the “Hub.” Our 
system is “abridged modern’—we have tried to use charts, 
figures and analyses intelligently and not superfluously. We 
belong to our local Rotary, chamber of commerce, and the 
Associated Industries. We read all the trade papers con- 
nected or allied with our trade, and have a wide open door 
and “glad to see you” policy for all callers—be they buyers, 
sellers or lookers. 

Right here, Alex, is what really prompted me to write 
you today, in furtherance of a similar talk with Will Fish. 

We sometimes wonder if we spend too much time listening 
to “selling” callers. Of course, we agree with you that in- 
sofar as possible we should trade in town here with our 
local hardware, garage and other merchants. Fine! But 
how about this “buy direct” talk which is being urged so 
strongly and so much? 

As we figure it over a term, which we closely analyze 
about twice a year, our prices, quality, service and comfort, 
based upon our method of buying, beats out occasional try- 
outs in “buying direct.” 

Take this morning, for example. Our requisition clerk has 
fourteen items of assorted sizes of wood screws, a wheel- 
barrow, three rolls of wire fence, two rakes, a roller, three 
sizes each of carriage, and machine bolts, and fifty feet of 
three-quarter inch hose—all of which he will buy locally. 
From our steel and iron supply base we have about two tons 
assorted. From our electrical and plumbing supply bases 
we have an assorted want list. On your line, enclosed order 
speaks for itself. 

Now, why should we deviate from this policy and break 
up our order locally to go to a chain store or catalogue— 
or why should we go to perhaps forty different manufac- 
turers to buy the goods direct instead of from you specialty 
jobbing supply houses? I can’t see it. 

Just last week Tuesday a breakdown occurred in one of 
our departments where a delay would have been very seri- 
ous. We ‘phoned you folks at three-thirty and had four 
lengths of cored machine bronze, two gears, three sizes of 
high speed drills, hack-saw blades, a grinding wheel and one 
or two other items come up on the night Overland Express, 
so that before three-thirty the next day our trouble was 
corrected and our production line reestablished. 

1 suppose that there are some of the newer manufacturers 
of supply items who cannot establish dealer distribution in 
all of the larger cities. Of course, every manufacturer 
wants as wide and large a distribution as possible. I do not, 
however, see the economic wisdom or commercial fairness of 
entering such tields as are not represented by a distributor, 
and quoting direct to consumers the distributor’s cost or 
thereabouts. Such folks act like pirates. Also, I think a 
manufacturer who pretends to operate through dealer dis- 
tribution, and then straddles with direct selling, 
despicable. 

I realize, Alex, that my Ediphoning is rambling on too 
long. 

Do look in on me—I’ll look you up next time in Boston. 

Our experience in buying as outlined is good enough for 
us. You have always had fine goods, fine, intelligent folks, 
inside and out, to serve us. As long as you and other spe- 
cialty mill supply distributors continue along similar lines, 
keeping abreast of the times, we will keep along with you. 

TO THE HARDWARE & SUPPLY CO. 

The following very interesting letter written by R. G. 
Ingram, division purchasing agent of the Pittsburgh 
Plate Glass Company, Columbia Chemical Division, Bar- 
berton, Ohio, on April 18th, to The Hardware & Supply 
Co., Akron, Ohio, was submitted by H. H. Kuhn, general 
manager of the company and vice-president of The Na- 
tional Supply and Machinery Distributors’ Association: 

To my mind, the distributor is a necessary part of the 
business cycle, particularly to the manufacturer-customer. 

The latter relies on the supply house to carry numerous 
items that are required from time to time, and naturally 
the distributor cannot sell to the large user at a profit un- 
less he has some foundation for this business. This founda- 
tion is not built up from the profit made on small sales, such 
as a couple of wrenches or hammers or a special pulley. 
The distributor must know he can give the large user a 

price equal to the one the latter can get direct from the man- 
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ufacturer. In other words, as an illustration, if we have a 
breakdown, necessitating a 20-foot length of two-inch gal- 
vanized pipe (of course there is a warehouse charge, but let 
us leave that out of the question), we naturally expect to 
pay the same price on a small piece of pipe as we would on 
1,000 or 2,000 feet, and the distributor must have the pro- 
tection of the producer in order to be in a position to make 
one price on a large or small quantity of the same item. The 
distributor gives service in taking care of small items, and 
it is a well known fact that these items frequently cost him 
more than the profit made. 

The distributor has a very definite place in the business 
world. He cannot be compared with the direct sales repre- 
sentative because the latter is merely a special salesman 
and in most cases gives engineering rather than delivery 
service. I know this subject has been discussed considerably 
pro and con, but, for the life of me, I cannot see how a sane 
business man can say that he would be better off if the dis- 
tributors did not exist and he had to buy direct from the 
manufacturer. 

While these small items do not seem to amount to much 
individually, in the aggregate of a year the cost of our pro- 
duction would be materially increased if we had to pay high 
prices for smail items, not taking into account the delay 
caused by waiting for material that may be insignificant in 
itself but is important because of lost time resulting from 
not having it. 

It is a fundamental of business that the quantity price 
rate brings the difference in price down. The distributor 
does not take into account the quantity of the various items 
so much as he takes into account the total amount of busi- 
ness transacted in money. 

What could be more convincing than these illuminating 
and very definite letters from industrial organizations 
buying from the mill supply house? They are proof that 
the industrial consumer who deals with efficient mill 
supply houses and plays the game with them will benefit 
exceedingly thereby. These and similar letters received 
by distributors should serve as buttresses against the 
arguments of those who would eliminate the supply 
house from the industrial picture. The dealer performs 
a service to manufacturers and consumers alike that 
cannot be equaled by any other agency. 


—_— 


COLUMBUS McKINNON PURCHASE 


Tonawanda Company Buys Chisholm-Moore Chain 
Block Electric Hoist and Crane Division 


The Columbus McKinnon Chain Company, Tonawanda, 
N. Y., has announced the purchase by that company of 
the chain block electric hoist and crane division of The 
Chisholm-Moore Manufacturing Co., Cleveland. Sam H. 
Moore, president and founder of The Chisholm-Moore 
Manufacturing Co., will continue to be active, and the 
personnel of this company will remain unchanged. The 
sales offices and plant will remain in Cleveland and will 
be operated as the Chisholm-Moore Hoist Company, a 
division of The Columbus McKinnon Chain Company. 

This acquisition will further extend the activities of 
The Columbus McKinnon Chain Company in the indus- 
trial field, adding the facilities of the Chisholm-Moore 
Company to Columbus McKinnon plants now located in 
Tonawanda, N. Y., Columbus, Ohio, and St. Catharines, 
Ontario, Canada. 

A new corporation has been organized to take over the 
foundry division of the Chisholm-Moore plant, and will 
be known as the Chisholm-Moore Malleable Iron Com- 
pany. —" 

Belting Association to Meet 

The next meeting of the American Leather Belting 
Association will be held in the Commodore hotel, New 
York, at 10 o’clock Wednesday morning, May 9th. This 
meeting will be restricted to members of the association, 
in accordance with the announcement made by President 
KF. H. Willard at the last meeting of the association in 
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Chicago. It is understood that the topics for discussion 
will include certain proposed projects for the benefit of 
members of the association. A meeting of the executive 
committee of the association will be held on May 8th, 
the day preceding the meeting of the association proper. 
> 
CONVENTION TO DRAW MANY 
National Pipe and Supplies Association to Meet in 
Detroit May 21st, 22nd and 23rd 

The nineteenth annual convention of the National Pipe 
and Supplies Association will be held in the Hotel Statler, 
Detroit, May 21st, 22nd and 23rd. A very strong busi- 
ness programme has been arranged, and much interest 
has been aroused. It is expected that a large crowd will 
be in attendance. A fine programme of entertainment 
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has also been arranged, including an all-day golf outing 
at the Meadowbrook Country Club on May 21st, a boat 
ride on the Detroit river, theater and bridge party for 
the ladies, sight-seeing trips and a special banquet. 

A very active Detroit committee is in charge of ar- 
rangements for the convention. C. F. Harvey is general 
chairman; William Boales and Porter West are in charge 
of golf arrangements; Ed Eisenberg, ladies’ entertain- 
ment; Fred Kitch, programme; Morley Brown, boat ride; 
Howard Harvey, publicity, and Lester Lee, budget. The 
firm members of the committee are: Anchor Pipe & Sup- 
ply Co., W. A. Case & Son Mfg. Co., Caton Pipe and 
Fittings Co., H. L. Claeys Co., Crane Co., Detroit Lead 
Pipe Works, A. Harvey’s Sons’ Mfg. Co., Kimball-Eisen- 
berg Co., Nelson Co., Park & McKay, Pierce, Butler & 
Pierce Mfg. Co., Murray W. Sales Co., Standard Sani- 
tary Mfg. Co., Taylor Supply Co. 
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Monarch Co. Has Birthday 

The Monarch Metal Co., Chicago, is 33 years old this 
month. Organized in Chicago in 1895, the company has 
manufactured Monarch ball metal ever since that time. 
Last vear a new product, Quaker metal, was added to 
the company’s line. Officials state that the Monarch 
Metal Co. believes thorougshly in the policy of dealer 
distribution and has found its relations with supply 
houses to be most successful and pleasant. The company 
has more than 200 distributors representing nearly all 
sections of the country. The Monarch Metal Co. office 
and plant are at 119 South Lincoln street, Chicago. 
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Business Climbs to “Normal” Zone 


Valve and Fittings Index Study Suggests the Likelihood of Nor- 
mal Activity During 1928, Which Means a Better Year Than 1927 


JOSEPH H. BARBER* 


Assistant to President and Chief Statistician, Walworth Company 
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T he monthly inde M is not based “pol any single company’s 
Cx pe rie nce, but is de ve loped from broadly selected HieCadsHres 
of the quantity cf demand in all those industries that use 
valves and fittings. The indew has been corrected for irrele 
vant seasonal Flactu thions and price variations. 

During the early months of 1928 general demand, ac- 
cording to the Valve and Fittings Index, recovered 
enough so that it is temporarily running about at the 
average level called normal. This normal level is hard to 
find when demand is always varying. Business passed 
over the crest of a mild boom in early 1926. It was re- 
actionary all through 1927. Now that it should be get- 
ting back up to normal again, irregularities give rise 
to much contradictory news. The headlines of one month 
give way to others in the next. A given industry’s spurt 
of demand may be short-lived; yet each month several 
other industries have thei, spurts and their reactions. 
At any given moment of time, news is either good or 
bad, according to the individual experience. The signi- 
ficant net result of it all shows in the average of the 
various reports. Our Valve and Fittings Index shows 
that the first of the vear gains in average demand were 
so rapid that a pause occurred in March. Yet demand 
has held at good levels with continuing strength, and 
this suggests that a seasonal reaction during the Spring 
would probably be moderate and temporary. Here are 
the high spots in current news: 

Heavy construction is fully 30 percent greater than last 
year during the first quarter. (Higineering News.) 

Residential building contracts, which have been in smaller 
volume for many months, are again on the increase. During 
the first quarter, residential contracting was greater than 
in the opening quarter of any previous year. (F. W. Dodge.) 

The grand total of all building contracts awarded during 
the first quarter is greater than during the first quarter a 
year ago. (F. W. Dodge.) 

Since the first of the year, southern pine lumber orders 
(reflecting increased residential construction) reached the 
highest monthly level since 1924, just prior to the good resi- 
dential building of 1925. 

Passenger automobile production, including the Ford out- 
put, is now a little better than equalling last year’s rates. 

The March figures for machine tool orders were again 
higher than for any month since May, 1920. 

In the Central West, pig iron buying for second quarter 
was larger than for any three-month period in several years. 

Steel ingot production for the first quarter was fully up 
to the rate of a year ago. 

The total of copper sales in the month of March was the 
second largest monthly total since the war, the previous 
post-war record occurring in December of 1919. 

New oil well completions during March increased i0 per- 
cent over those of February. 

The large eastern oil refiners find themselves in a better 
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rosition now than at any time during the latter portion of 
1927. 

These happen to be the bits of good news this month. 
It is fortunate that not all the optimistic items occur 
at one time, as they did in the months when the 1919- 
1920 boom began. For, whenever it happens that way, 
there is a lot of bad news in the making to surprise us 
some time later on. The scattering of good news over 
a number of months has the outstanding benefit of mak- 
ing recovery more gradual and of prolonging prosperity 
at reasonable levels that can be maintained. We cannot 
come to an understanding of the movements of business 
until we realize that, after all, general business is simply 
the net average from many up and down movements. 
The more frequently and continuously good news and 
bad news intermingle and offset each other, the more 
nearly shall we approach a state of stable business. To- 
ward this end today, each industry is observing its own 
vardsticks and is more than ever adjusting itself in 
closest possible alignment with its average, or normal 
condition. 

What is the average or normal condition of valve and 
fittings demand? Figure 2 shows a spotted band across 
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Figure 2—Showing Finctuations of Valve and Fittings 
Demand Above and Below the Normal Zone of Consumption 
the chart that represents the normal zone of consump- 
tion of valves and fittings. Good reasoning will follow 
to show that the ultimate consumption of manufactured 
products varies so little that it would always remain 
within the relatively narrow zone shown spotted on the 
chart. Whenever actual order demand, as represented 
by our index, is higher or lower than that spotted area, 
it is abnormally high or low. Every time in the past 
when the actual curve has shot above the normal zone, 
it has before very long slumped below it enough to off- 
set the excesses. During the six years, we have seen 
two business cycles, and are just now beginning a third. 
Ou the up swing of each of them, valve and fittings de- 
mand has had two separate temporary spurts of order- 
ing. Before either business cycle was completed these 
excesses were ironed out during the down swing of the 
same cycle. 

Because of such a down swing in 1927, demand fell 
below the normal zone long enough to correct for those 
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earlier excesses, so that demand in early 1928 has con- 
fidently climbed back up into the normal zone again. 
This Spring may see another slight temporary dip be- 
low it. On the whole, however. most of 1928 should 
be in that dotted area and in the Fall we might have one 
of those upward spurts as in past cycles. We can now 
see clearly that 1927 was subnormal. Hence, normal 
business throusrhout 1928, as is the prospect, will mean 
1927. 

We must at all times bear in mind that we are a so- 
called “basic” industry and that all basic industries put 
together are only a minor portion of grand total United 
States trade. Consequently, as an industry, our total 
market is fixed by factors beyond our control. For their 
ultimate consumption, the products of our industry filter 
into the nooks and corners of every other industry, and 
it is the average condition of ultimate consumers that 
strikes the final average of our production. This is im- 
portant to remember because such severe business fluc- 
tuations as we see measured in our index are not the 
natural condition of ultimate consumption, which is rel- 
atively steady. Purchases by the ultimate consumers are 
partly for sustenance to maintain a usual standard of 
living, but are largely necessitated because of the wear- 
ing out of consumable products. This wearing-out process 
is steady and continuous, and purchases for replacement 
by ultimate consumers should vary but little from the 
normal level. 

Hence, it is profitable for any one related to a fluc- 
tuating basic industry, such as ours, to have some con- 
ception of the true normal level of business. Putting 
it briefly, we may say that: “To know the normal is 
to avoid the abnormal,” or “To know our real situation 
today is to predict tomorrow’s trend.” In former years, 
this statement would have been a mere platitude, for 
there was no practicable way of finding out what was the 
normal level at any given moment of time. In these 
davs, however, due to the wide distribution of industrial 
facts and to their sane interpretation by industrial spe- 
cialists, it is becoming possible to define the normal level 
within the limits of practical usefulness. Certain recent 
findings are particularly helpful. 

RATE OF ULTIMATE CONSUMPTION FAIRLY STABLE 

After many years of research, Carl Snyder, the emi- 
nent statistician of the Federal Reserve Bank of New 
York, has perfected a broad index of the general volume 
of trade in the United States. This index represents the 
total of all general trade activity, as distinguished from 
the production and financing of goods. His index sup- 
ports our reasoning that the ultimate consumption of 
the goods in trade must be at a fairly stable rate. At 
its highest in the 1920 boom, and at its lowest in the 
1921 depression, his index did not vary more than 
ten percent above or below his calculated “normal” level. 
Contrast this relative stability with the actual fluctua- 
tions of demand in our industry at that time! In 1920, 
valve and fittings demand rose eight times as far, or 
eighty percent above the average level. 

The point is that in the wildest boom an excessive de- 
mand rate such as that cannot continue many months. 
Orders on factories are easy to place at any rate that 
may suit current popular notions or speculative oppor- 
tunities. Production is fairly easily increased to make 
shipments at high levels. But ultimate consumption of 
the goods persists obstinately at the usual levels, so the 
factories that have speeded up must curtail. It simply 
isn’t in the picture for total production over the years 
to exceed the total consumption. Therefore, production 
and primary distribution might as well get its greatest 
profit (as it can only make its greatest profit in the 
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long run) by aiming to make each year’s production equal 
to the steady rate of consumption. 

In the last six years, according to Carl Snyder’s index, 
general trade has not varied more than 5 percent above 
or 5 percent below the average of those years. This 
ten percent range may be considered the “‘normal zone.” 
Since stocks have not accumulated, the six-year total of 
production must have been no more than enough to 
satisfy that six-year average of relatively steady con- 
sumption. Hence, the six-year average of basic pro- 
duction is its normal average that will correspond with 
the normal average of consumption. A five-point range 
above and below that six-year average represents the 
normal zone. For the Valve and Fittings Index, as 
Figure 2 shows, this normal zone is from 110 to 120. 
Knowing this level of normal will help us to interpret 
and understand the current and future fluctuations of 
actual demand. For instance, as contrasted with the last 
half 1927 average of 101, the index so far in 1928 has 
averaged at 112, or well within the normal area. 


> 
NEW LOCATION IN DETROIT 
The Black & Decker Mfg. Co. Branch Has Interesting 
Advertising Display Featzres 
The Detroit branch of The Black & Decker Mfg. Co., 
Towson, Md., has moved its office and service station to 
a fine new location at 11501 Woodward avenue. The 
office quarters are more spacious and handsomely ap- 
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Black & Decker Branch in Detroit 





pointed than those at the former location, and the service 
station has greatly improved facilities for handling the 
service requirements of customers in the Detroit district. 
The building has unusual display facilities. A feature 
of the advertising display is a colossal cut-out of a Black 
& Decker %s-inch special drill, mounted on the roof of 
the building, and outlined in a thin red line of fiery light. 
The front of the building is flood-lighted at night, and, 
being on a corner location, makes a conspicuous show- 
ing. J. H. Walker is manager of the Detroit branch. 
Cee 
Leather Belting Exports 
Exports of new leather belting during the first two 
months of 1928 totaled 195,339 pounds, valued at $279,- 
715, compared with 144,381 pounds exported during the 
first two months of last vear. 
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Regional Meeting Held in Chicago 


Second Sectional Gathering Fostered by Power Transmission Asso- 
ciation Was Attended by 102 Persons and Was Highly Successful 


The second of the series of regional meetings fostered 
by the Power Transmission Association was held in the 
Hamilton club, Chicago, Friday evening, March 30th. 
It was a very interesting and successful session, attended 
by 102 manufacturers of power transmission equipment 
and supplies, district managers and salesmen for manu- 
facturers; distributors in the Chicago district and their 
salesmen, and representatives of the business press. 
Following an excellent dinner a programme of very in- 
structive addresses was presented. 

Arrangements for the meeting were made by W. W. 
French, advertising manager of the Dodge Manuftactur- 
ing Corporation, Mishawaka, Ind., who 
is chairman of the merchandising ad- 
visory committee of the Power Trans- 
mission Association. V. A. Seuberth, 
Chicago Belting Co., Chicago, and presi- 
dent of the Leather Belting Club of Chi- 
cago, presided in the absence of Edward 
H. Ball, president of the Chicago Belt- 
ing Co., who was unable to be present. 

W. H. Fisher, The T. B. Wood’s Sons 
Company, Chambersburg, Pa., and presi- 
dent of the Power Transmission Asso- 
ciation, was the first speaker. Mr. 
Fisher stated that the purpose of these 
regional meetings is to acquaint manu- 
facturers’ salesmen and_ distributors 
and their salesmen with the work of the 
association and what it is trying to do 
to promote the most efficient and eco- 
nomical transmission of power. He told 
briefly of the organization of the Power 
Transmission Association and the pur- 
poses for which it was created, and em- 
phasized the fact that the association has 
no quarrel with the direct motor drive, as it has its 
place, but that there are many places in industry where 
mechanical transmission of power is best. 

Mr. Fisher said that one of the most important activi- 
ties fostered by the association is that of the merchan- 
dising advisory committee. This committee is the work- 
ing unit which prepares material that can be passed on 
to the advertising and sales departments of manufac- 
turers and to the distributors and their men. Mr. Fisher 
discussed briefly the publishers’ relations and dealers’ 
relations subcommittees of the merchandising commit- 
tee, through which the association is working with the 
business press and distributors. He called attention to 
the Power Transmission Association advertising which 
is appearing in various publications, in space donated by 
individual members, and stressed the importance of the 
work being done by the board of advisory engineers. A 
great many things have been started to promote the 
greater use of mechanical transmission, he said, and 
there is a larger proportion of this business to be se- 
cured if the industry will go after it. The association 
is making every effort to create an atmosphere which 
will result in the greater use of mechanical power trans- 
mission equipment. 

Warren S. Hayes, executive secretary of the Power 
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Transmission Association, made an appeal for the help 
and support of all in the work of the association. He 
touched upon the work of the board of advisory engi- 
neers, and told of the progress that has been made in 
the preparation of a power transmission handbook. Ma- 
terial for some sections of the handbook is now available, 
and a request will soon be sent out for information re- 
garding material for other sections. Mr. Hays stressed 
the advisability of going out after new markets for and 
new uses of mechanical power transmission equipment. 
The Power Transmission Association provides a source 
and clearing house for information, he said, and it is 
now coming about that people desiring 
definite information on mechanical 
transmission equipment may obtain it. 
He spoke of the development of new in- 
dustries as markets for power transmis- 
sion equipment, and emphasized the 
tremendous growth of the use of power 
on farms. Some members have been 
very good about sending in information 
of value to the association, and it be- 
hooves every distributor, manufacturer 
and salesman to send in such informa- 
tion. He said that teamwork would 
“put over” the aims of the association. 

FUTURE OF THE INDUSTRY DISCUSSED 

George C. Miller, president, Dodge 
Manufacturing Corporation and a direc- 
tor of the Power Transmission Associa- 
tion, was the next speaker. Mr. Miller 
said his subject, “The Future of Power 
Transmission,” made him one of the 
prophets. In the ancient times such peo- 
ple paid a penalty if their prophecies 
were wrong, and, while the severe pen- 
alty was now abolished, still he did not wish to be classed 
as a prophet. 

“The future is in our own hands,” he said. “It is up 
to us to shape our future, through adaptability to change. 
Industry changes greatly. The United States first be- 
came great as an agricultural nation because of its soil, 
climate, etc., then our raw materials forced us to be- 
come manufacturers, and then came engineering to make 
us production scientists. For some time we couldn't 
make as much as we could sell, and all our energies were 
centered on production. Then came the war, and our 
accumulated knowledge and activities burst into full 
bloom and tremendously increased the speed of engi- 
neers and production managers. This, however, enabled 
us to make more than we could sell—and selling is our 
problem today. Salesmanship had been a neglected sci- 
ence. We hadn’t had to cultivate business or analyze 
and select markets, as we do now.” 

Mr. Miller said that conditions are ever changing, 
and, it must be admitted, for the better. “I do not sub- 
scribe to the statement that the mechanical power trans- 
mission industry is dead or dying,” he said, “though 
some companies may have been half dead.” He said that 
more power is developed today than ever before, and 
more is being developed every day. “More power to the 
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generation of electric power,” he said, and went on to 
explain how the greater development of power results in 
the use of more power transmission equipment and ac- 
cessories, Whether the drive be group, mass or individual. 
He said he refused to take refuge behind the theory that 
electric power and drives were slowly forcing mechan- 
ical transmission men out of the field, but declared that 
there is a driving or driven mechanism used for every 
kilowatt of power generated, that there is more mechan- 
ical transmission equipment being sold today than ever 
before, and that the mechanical transmission industry 
has the same chance for growth as its competitors. 

Mr. Miller declared that there are more bearings and 
clutches used today than ever before, in fact that the 
demand for some clutches is greater than the capacity 
to supply them—that is, clutches with the “college edu- 
cation” to meet modern conditions. More shafting is 
being made than ever. He said that undoubtedly the 
idea of individual electric drives had been “oversold,” 
but that the electric industry had certainly been on the 
job. 

Mr. Miller told of an instance where a Texas distrib- 
utor for his company, upon whom he was calling, sug- 
gested that he visit a certain customer, who had been 
buying a great many Dodge clutches from the supply 
house. The customer told Mr. Miller that he had been 
buying Dodge clutches from the distributor for a long 
time, but that he found he couldn’t buy any more, as 
he was developing a new machine. ‘Although yours 
were fine enough for years,” he remarked, “‘we will have 
to throw them out, for they won’t do now.” Mr. Miller 
said he then realized that his company had been making 
clutches for 30 years and hadn’t known much about 
them. “Our dealers took orders and we filled them, but 
we didn’t know whether the clutch would really fill the 
customer’s requirements,” he said. ‘“We did not know 
trend, the need for higher speeds, greater burdens, closer 
tolerances. But we got busy and analyzed this cus- 
tomer’s product and his requirements, designed the 
proper type of clutch and held the business.” 

Mr. Miller went on to say that a real sale was the 
bringing together of knowledge of the product and of 
the needs of the customer, and fitting the product to 
the needs. In connection with this statement, he told an 
interesting story of his company’s experience in re- 
vamping its power house, which had a 40-year old drive 
of 150 horsepower, to deliver 50 horsepower to one shop. 
He learned a great deal then about group, mass and in- 
dividual drives, and he didn’t have to do any guessing, 
for oil bills and the coal pile served as accurate guides. 
The company made its new distribution by group drive 
and found it had more equipment than in the old line- 
shaft drive 

“So you see, you can’t tell me our industry is dead.” 
he stated. “Here is another example of what happened 
to many plants which have been forced to finally make 
transmission equipment for themselves. One plant need- 
ing 80,000 pulleys a year wished to goodness they didn’t 
have to make them, but no transmission company made 
or would make the pulleys in sizes and weights required, 
so this company spent $400,000 for a foundry and $200,- 
000 for equipment to make them itself. You see, there’s 
business if we want it. You must know your product, 
what it will do, what its line of development is—must 
adapt it to a greater accuracy, speed and to broader con- 
ditions. Know your markets, too. We should not ship to 
San Francisco from a great distance. Proper location 
of markets and plants is very important.” 

Mr. Miller next discussed the selection of markets. Of 
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the 2,500,000 names in Dunn and Bradstreet’s, he said, 
only 26,000 are in the first seven ratings, and there are 
less than 10,000 of these with whom the manufacturer 
would ever do business. If 1,000 of these were selected 
for a test as to whether the manufacturer had anything 
they need, and it was proved that he did not, he had 
better consider going out of business. Mr. Miller said 
that he believed that if his company could have 100 
selected customers, plant additions would be necessary in 
order to fill the demand. 
MARKET SHOULD BE STUDIED CAREFULLY 

Unless the product, the market and the person to whom 
the sales story should be told are known, a complete job 
cannot be done, he said. To be able to tell where the 
market is and know the person to whom the story should 
be told was, in Mr. Miller’s mind, the distributor’s prob- 
lem. He is the key man and should know the situation 
in his territory. If he doesn’t know his product, he 
should call on the factory for help. There should be 
more coordination between manufacturers and distribu- 
tors. It is the problem of the Power Transmission Asso- 
ciation to get the men in the field to tell the story back 
home, he said. Manufacturers and distributors are part- 
ners. Modern selling is a job of information and service, 
and distributors have a real job to do. 

To illustrate the difference between the efficiency that 
characterizes production and that of selling, Mr. Miller 
pointed out that if a superintendent asked for $30,000 
for two machine tools, he would be prepared to state def- 
initely, ““Here’s what we’re going to do. We are going 
to machine this product such and so. Here is our produc- 
tion for five years. Here are our costs. If I can have 
these tools, I will cut the cost forty percent. Jig this 
way, take this cut this way, and do two operations on it 
at a time, etc.”” On the other hand, the sales manager 
asks for $30,000. His reply to questioning is: ‘‘Well, 
I think if I send a man out there, he can bring back so 
much business. If we advertise so much in this way or 
that, we may get it back.” 

“We must cut out just such guesses,” Mr. Miller said. 
“We must do an even better job than the electric drive 
creators are doing. 

“Our future is within ourselves, but it calls for finer, 
keener, stronger salesmanship, analysis of product and 
study of markets.” 

AIMS OF MERCHANDISING ADVISORY COMMITTEE 

W. W. French, chairman of the merchandising advis- 
ory committee, then told of the activities and aims of 
that committee. The problem of the industry, he said, 
is largely a sales problem. The interests of the manu- 
facturers and distributors are one, and in the establish- 
ment of the publishers’ and dealers’ relations commit- 
tees to serve with the merchandising advisory commit- 
tee, all forces he knew of have been combined. 

In the past there had been no analysis of the problem 
in order to create volume sales. Things had been gone 
at in a haphazard way. The merchandising advisory 
committee, studying the problem, found that the me- 
chanical power transmission industry has something that 
industry needs, and that thorough knowledge of the 
product is essential. The man who goes out and well 
serves a factory is the man who gets the business. The 
committee found, Mr. French said, that the industry had 
been selling an aggregation of items instead of selling 
a mechanical power transmission system. It was found 
that it is not necessary to combat the electrical industry 
—that there is a place for both systems in industry. 

The board of advisory engineers will be a “feeder” for 
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the merchandising advisory committee, which will pass 
on to plant engineers information provided by the ad- 
visory engineering board, including the handbook which 
The first 
job of the association, the committee determined, is to 
tell industry what the Power Transmission Association 
is and what its aims are, in order to establish its reputa- 
tion and responsibility so that the facts and figures that 
will come later will be accepted by power users. The 
foundations are being laid now through advertising. 

Mr. French told how the dealers’ relations committee 
is sitting in with the merchandising advisory committee, 
likewise the publishers’ relations committee, and he spoke 
of the association advertising now appearing in business 
papers. He told of the necessity for co-operation be- 
tween manutacturers and distributors, declaring that 
the efforts of the association would never be a success 
if they were left to the manufacturer alone. The deal- 
er’s salesmen must able to talk mechanical power 
transmission systems when they call on prospects. They 
will get their facts from the merchandising advisory 
committee, which will secure them from the board of ad- 
visory engineers. The manufacturers will provide the 
information and the dealers should make use of it. The 
efforts of the two cannot be divorced. He urged sales- 
men to send in suggestions resulting from their con- 
tacts with power users and their knowledge of the field. 
Teamwork for the prosperity of the industry is the fun- 
damental principle of the association, he said. 

Following Mr. French’s talk, Irving Fellner, manager 
ot Power, addressed the meeting as a representative of 
the business press. The function of the industrial press, 
he said, is to help move goods from industry to industry 
and to make the papers so interesting that editorial and 
advertising pages will They must instruct 
and inform. He discussed business conditions and de- 
clared that business is good for the business which is 
willing to invest in service today for business tomorrow. 

MUCH NEED FOR TRANSMISSION DATA 

Robert W. Drake, International Harvester Company, 
McCormick Works, Chicago, was the final speaker of 
the evening. Mr. Drake, who is a member of the board 
of advisory engineers of the Power Transmission As- 
sociation, from the viewpoint of the industry 
using mechanical power transmission equipment. 

Mr. Drake said he would confine his discussion to the 
needs of large power users. The selection of equipment 
usually comes under the supervision of the plant engi- 
neer master mechanic in charge of operation, con- 
struction and maintenance. He might have from three 
to eighteen draftsmen and from twelve to twenty fore- 
men under him. If a complete new plant were being 
built, special men might be engaged to design the layout. 
Most of the machine tools now go into revamping old 
plants to reduce costs. The goal is one blow, one piece, 
instead of three or four operations to a piece. The plant 
engineer or master mechanic is busy during a change 
over. Machinery is moved at night, part at a time, with 
both parts kept running. 

Any criticism of group drive, if there be any, gen- 
erally comes from the higher-ups, he said, who realize 
only that this or that piece of equipment gives more 
trouble than the other. This judgment is usually the 
result of failure of the mechanical transmission layout 
men to specify the proper equipment. The best men are 
usually put at planning the layout for convenience and 
speed, and junior draftsmen are then often given the 
task of planning the mechanical power transmission lay- 
out. They have been under a handicap, for they have 
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usually been assigned the task a week late, with orders 
to “step on it,” and, there being no available data on 
mechanical power transmission equipment, they have 
had to order quickly and haven’t had time for much in- 
vestigation. 

The proposed Power Transmission Association hand- 
book will serve a very useful purpose if worked out prop- 
erly. The first necessity is for the association to secure 
the information wanted by power users, including the 
“cub” draftsman, who needs to be told apparently small, 
elementary things. A 10 horsepower drive in a labora- 
tory and to engineers is not the same thing as to mill 
wrights and chief electricians. The latter know it will 
carry for one minute 20 horsepower and three minutes 
no load. The young draftsman doesn’t know every drive 
must stand full load, 250 to 300 percent rating, without 
the belt coming off at the start. A Power Transmission 
Association handbook must tell him these simple facts. 
Now the young draftsman goes to the electrical sales- 
men’s price books, which are furnished by the electrical 
motor companies; and he gets twenty or thirty pages of 
new data every so often. He knows what’s there, but 
still it’s not all there, Mr. Drake said. 

“The greatest value in such a handbook will be in its 
wide distribution,” said Mr. Drake. “If it is good, every- 
one will want it. Your distribution should reach the 
point where there is one in every draftsman’s drawer. 
Breadth of distribution is second only to having the 
right kind of data.” 

Mr. Drake said that Jones has done some good work 
in belting, but that only one of his pamphlets has filtered 
through to every boss needing one, let alone reaching 
each of the “cubs” needing one. But even this pam- 
phlet the ‘‘cub” does not find elementary enough, he said. 
Belting data, however, is an exact service when compared 
with the data available in other transmission equip- 
ment, he said. 

Following are those attending the Chicago regional 
meeting and their company connections: 

THOSE ATTENDING MEETING 
Alexander Bros., Inc., Philadelphia—H. G. Watson, James 
Needles. 
Barrett-Christie Co., Chicago—Harry Barrett, R. P. Kemp, 
E. S. Elliott, T. G. France. 

Blakely Co., Chicago—Alexander Fyfe. 

H. Channon Company, Chicago—A. J. Regan. 

Chicago Belting Co., Chicago—V. A. Seuberth, George C. 
Rouse, Clarke F. Irwin, Frank G. Sherman, J. E. Schwaner, 
M. E. O’Donnell, Frank G. O’Connor, L. A. Kearns. 

Chicago Pulley & Shafting Co., Chicago—S. A. Ellicson, 
C. F. Ford, Frank L. Mikula, F. A. Mills, John G. Glazer, 
J. V. Smith. 

Chicago Rawhide Mfg. Co., Chicago—S. E. Ullmann. 

Clipper Belt Lacer Co., Rapids, Mich.—Fred 
Best, G. E. Farmer. 

Dodge Manufacturing Corporation, Mishawaka, Ind.—G. 
C. Miller, F. T. O’Hara, K. W. Knorr, D. C. Turnbull, W. W. 
French. 

Flexible Steel Lacing Co., Chicago—Hugh L. Coats, S. J 
Barker. 

Graton & Knight Co., Worcester, Mass.—J. 
A. M. Norris, E. R. Burton. 

John A. Granger & Sons Co., Chicago— 
Stanley A. Russell. 

Harris Bros. Co., Chicago—-W. F. Simonds. 


G. 


E. 


Grand 


E. 


Samuel Harris & Co., Chicago—Raymond Batz, Joseph B. 


Malleck, Charles F. Hill, Wendell H. Clark, George L. Henry 

Hagerty Brothers Company, Peoria—-John H. Flora. 

E. F. 
Ehret, E. J. Elliott, J. S. Kelley, Lloyd J. Wall, George 
Smith, Charles F. Boyd, M. B. Skipper, Reese Nelson, H. E 
Cressman, A. W. Withrow. 
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Donovan, 


Robert A. Granger, 





















































































Houghton & Co., Philadelphia—H. G. Lloyd, E. J. 
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Hyatt Roller Bearing Co., Newark, N. J.— George A. Buck- 
hee. 

Indianapolis Belting & Supply Co., Indianapolis 
M. Bockstahler. 


Internationa’ Harvester Co., 


George 


Chicago—Robert W. Drake. 


Lamport-MacDonaid Co., South Bend, Ind.—C. A. Mac- 
Donald. 

Keystone Rubber Co., Chicago—C. C. Bower. 

McCauley Belting Co., Chicago—J. J. McCauley, John 


Adams. 

Moloney Belting Co., Chicago—H. L. Northrup. 

Osgood Company, Chicago—Eugene C. Miller. 

Page Belting Co., Concord, N. H.—Charles A. Steele. 

Power Equipment & Supply Co., Chicago—G. W. 
A. W. Nafziger. 

Pyott Foundry Co., Chicago—A. IE. Pyott. 

F. Raniville Co., Grand Rapids, Mich.—E. 
tor R. Clark, A. J. Sparks, D. G. Ubbink. 

Reeves Pulley Company, Columbus, Ind.—A. E. Shibley. 

J. E. Rhoads & Sons, Philadelphia—Charles Schwartz. 

Shingle-Gibb Leather Co., Philadelphia—C. H. Shingle. 

S. K. F. Industries, Inc., New York—H. A. Westwater. 

The South Bend Supply Co., South Bend, Ind.—A. E. 
Klinger, A. L. Cox, B. E. Schell, E. W. Wixom, F. L. Ralston. 

Towner Hardware Co., Muskegon, Mich.-—-Thomas Erick- 
son. 

The Western Iron Stores Co., Milwaukee—W. W. 
Clarence W. Krueger. 


3anks, 


Raniville, Vic- 


Ethier, 


The T. B. Wood’s Sons Company, Chambersburg, Pa. 
W. H. Fisher. 

Power Transmission Association—W. S. Hays. 

REPRESENTATIVES OF BUSINESS PRESS 

Factory and Industrial Management —F. 
John W. Shaver. 

Industrial Distributor & Salesman—A,. E. Paxton. 

McGraw-Hill Co.—Franklin H. Johnson, G. E. 
Irving Fellner. 

MILL SuppLirs-—Carl W. Miller, Edward J. McOsker. 

Mill and Factory Illustrated B. P. Mast. 

Power Transimission—C, A. Tupper, J. R. Egbert, F. E. 
Chandler, J. E. Montgomery. 

A. W. Shaw Company—aA. 


Morse Smith, 


Andrews, 


R. MacDonald. 
Executive Committee to Meet 

The next meeting of the executive committee of the 
Power Transmission Association will be held in New 
York on May 11th. All directors of the association will, 
as usual, be invited to attend the session. Although the 
date of the next regular meeting of the association will 
not be set until after the May session of the executive 
committee, it is likely that it will be held in Boston, and 
will be primarily for New England members, distributors 
and salesmen. 

The Slip-Not Belting Corporation, Kingsport, Tenn., 
is announced as the second new member of the associa- 
tion secured in the “Every Member Get a Member” cam- 
paign. 

Committee Meeting Held 

A meeting of the merchandising advisory committee 
of the Power Transmission Association was held at the 
Hamilton Club, Chicago, April 13th. This committee was 
formed to develop plans for the dissemination of facts 
about mechanical drives and is working in close co- 
operation with the board of advisory engineers of the 
association, which is at present engasyed in compiling a 
hand book of power transmission. It was decided at this 
meeting to schedule meetings for each month on the 
second Friday, and that these meetings would be in the 
form of conferences to take up the entire afternoon. The 
dealers’ relations committee will be included in these 
meetings. The appointment of Charles A. Steele, western 
sales manager of Page Belting Company, Concord, N. H., 
and Charles Schwartz, western branch manager of J. E. 





















































Rhoads & Sons, Philadelphia, as members of the mer- 
chandising committee was announced. Plans for con- 
ducting surveys and carrying on additional publicity in 
the interest of mechanical drive were discussed. 
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NEW GOODRICH PRESIDENT 


James D. Tew, First Vice-President, Chosen by Board 
to Succeed Harry Hough, Resigned 

At a meeting of the board of directors of the B. F. 
Goodrich Rubber Company recently, at the offices, 1780 
Broadway, New York, the resignation of Harry Hough 
as president was accepted, and James D. Tew, first vice- 
president, was elected to succeed him. 

Mr. Hough will retain his position as a member of 
the board of directors and will act in an advisory ca- 
pacity. Elected in the emergency caused by the death 
in Europe last September of Bertram G. Work, who 





JAMES D. TEW 


was president at that time, he immediately stepped in 
from the management of the financial affairs of the 
Goodrich company as its comptroller, and took over the 
president’s office. He continued to supervise the policies 
of the company until he was forced to take a rest several 
weeks ago because of the strain of business. Mr. Hough 
came to the B. F. Goodrich Company ten years ago as 
comptroller. Before that time he had been a member 
of the firm of Lovejoy, Mather, Hough & Stagg, certified 
accountants, auditors of the books of the Goodrich com- 
pany. It was because of his unusual ability in that 
capacity and in dealing with financial problems that he 
was asked by Mr. Work to join the Goodrich organiza- 
tion. 

James D. Tew’s rise to the presidency has been steady. 
He has been with the B. F. Goodrich Company since he 
entered the factory at Akron in 1906. Within twelve 
vears he was appointed superintendent of the tire divi- 
sion. He was made assistant works manager in 1925 
and a year later was advanced to the position of works 
manager, which he held until he was elected first vice- 
president following the death of B. G. Work last year. 
A few months later Mr. Tew was made general sales 
manager, in addition to his duties as first vice-president. 
He was born in Jamestown, N. Y., May 2nd, 1882, and 
prepared for college in the Jamestown schools and St. 
Paul’s, Concord, N. H. He entered Harvard university 











in the Fall of 1901 and was graduated from there with 
the degree of bachelor of science in mining. 

T. G. Graham, works manager, was elected first vice- 
president, and T. B. Tomkinson, comptroller, and V. I. 
Montenyohl, treasurer, were elected to fill existing va- 
cancies on the board of directors at the meeting of the 
board. 
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CHOOSING ESSAY SUBJECT 
Sixty-four of 138 Replying Favor “How Can the Costs 
of Distribution Be Reduced?” 

Alvan T. Simonds, president of the Simonds Saw and 
Steel Co., Fitchburg, Mass., sent out requests to 210 
leading economists and business men of the country to 
name their preferences for a subject for the annual eco- 
nomic contest which he conducts. Six proposed 
subjects were submitted to them, and they were asked 

to select one of them or suggest another subject. 

Up to March 31st, 138 replies had been received. Of 
this number, 64 announced their preference for the sub- 
ject: “‘How Can the Costs of Distribution be Reduced?” 
Twenty-six favored, “Is Advertising Costing the Con- 
sumer Too Much?” Seventeen selected, “Can the Purchas- 
ing Power of the Dollar be Stabilized?”’ Seven preferred, 
“Is Prosperity Dependent Upon Gold?” Five selected, 
“Did the United States Gain or Lose by the World War?” 
and four chose, “The Economic Dependence of the United 
States.”” In addition, 15 suggested other subjects, among 
which there was no duplication. In general they covered 
problems in agriculture, unemployment and decreasing 
profits. 

Mr. Simonds is this year offering prizes of $1,000 and 
The 
subject, the rules governing the contest and other infor- 
mation will be given out within a short time. 

ages 
New House in Brooklyn 

Petty & Wherry, Inc., Brooklyn, formed last January, 
is distributing factory, mill, garage and contractors’ 
equipment. The company carries a complete line of 
power transmission equipment, pumps, high pres- 
sure oilers, belt hooks and lacing machines, leather 
and fabric belting and paper motor pulleys. It 
occupies a warehouse at 191 Fulton street, Brooklyn, 
where it has approximately 4,000 square feet of floor 
space on three floors. A New York City office is main- 
tained at 50 Church street. Officers of the company are: 
W. E. Petty, president and treasurer; R. J. Wherry, 
vice-president and sales manager, and E. M. Ewert, sec- 
retary and business manager. The company covers the 
New York metropolitan district with four outside sales- 
men. 


essay 


$500 for the best essays on an economic subject. 
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Mechanical Rubber Exports 
February exports of mechanical rubber goods totaled 
$629,846 in value, compared with $641,512 in January. 
Exports of all items in this classification declined except 
packing, which increased 34 percent in volume and 
27 percent in value. 
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RESALE PRICE MAINTENANCE 


National Association Distributes Opinion of Felix 
Levy Based on Ingersoll Ruling 

So much interest has been shown in the order issued 

on April 9th by the federal trade commission, prohibiting 

certain practices in connection with the maintenance of 

suggested resale prices on Ingersoll watches, that The 


National Supply and Machinery Distributors’ Associa- 
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tion has secured an opinion from Felix H. Levy, attorney, 
explaining and interpreting the commission’s order; and 
has distributed copies of it to members. 

“It is important to note that in his opinion Mr. Levy 
reiterates that manufacturers acting individually have 
the right to supervise the distribution of their product,” 
writes George A. Fernley, secretary of the National As- 
sociation, in a letter accompanying copies of the opinion. 
“Also that ‘it is lawful for a manufacturer to announce 
his suggested resale prices with a declaration that he 
will make no further sales to a customer disregarding the 
same,’ but that ‘this must not be done as the result of 
any co-operation by the manufacturer with his customers 
—nor can such manutacturer accept any assurances or 
promises from his customers that they will observe such 
suggested resale prices. In short, the manufacturer must 
act solely upon his own initiative and without co-oper- 
ation and without threats.’ 

“In his letter Mr. Levy further points out that experi- 
ence in the establishment and supervision of resale price 
maintenance policies ‘has shown that if the same be de- 
clared or carried out with full and careful observance 
of the legal limitations mentioned, no question can arise 
as to their legality,’ and in addition that relief can be 
obtained from price cutting. Further, that many manu- 
facturers of nationally advertised, trade marked mer- 
chandise who have adopted resale price policies and care- 
fully observed requirements of the law benefited mate- 
rially.” 
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CARTOONS AND CALENDARS 


Republic Rubber Co. States Case for Distributors in 
Monthly Copies Sent to Consumers 

The “cartoon lesson” featuring the April edition of the 
monthly wall calendars sent by The Republic Rubber 
Company, Youngstown, Ohio, to thousands of consumers, 
is reproduced herewith in reduced size. These calendars 
are issued every month by the Republic company for the 
purpose of spreading the gospel of dealer distribution 














among users of industrial equipment and supplies. R. M. 
Gattshall, advertising manager of the company, in a card 
sent to distributors, stated that this message of the in- 
dustrial distributor’s economic importance was being 
sent to 32,000 consumers. 

The accompanying cartoon illustrates one of Mr. Gatt- 
shall’s very good reasons why the consumer’ should 
patronize the distributor, namely, “Isn’t it true that the 
distributor, because of his investment, his payroll, his 
tax paying, is a big factor in local improvements and the 
prosperity of the community, and is therefore entitled 
to its support?” The calendar is printed in red and blue, 
with the current, preceding and succeeding months’ 
dates. The Republic company’s “five point” platform is 


also given. 
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Two Views of the Modern Salesroom of the McLaughlin Mill Supply Company 


Progress of Indiana Firm Notable 


McLaughlin Mill Supply Co., Hammond, Established in 1921, Has 
Advanced Steadily — Handles Building Specialties Successfully 


Through intensive cultivation of its territory, the sale 
of building specialties, which it has been able to tie in 
handily with its regular equipment and supply lines, and 
the exercise of economy in its operation, the McLaughlin 
Mill Supply Company, Hammond, Ind., has enjoyed a 
marked development during its comparatively brief pe- 
riod of existence, as may be evidenced by the fine new 
home into which the business was moved last fall. 

This company was established in 1921 and incorpor- 
ated in 1922. At the beginning activities were confined 
to mill supplies. Then contractors’ equipment and sup- 
plies were added, followed by what the company terms 
building specialties, some of which are lines not ordi- 
narily handled by mill supply houses, such as “‘in-a-door”’ 
beds, incinerators, steel ironing boards, steel medicine 
and kitchen cabinets. Other items included in the build- 
ing equipment class are handled by some other supply 
houses, such as builders’ hardware, steel window sashes 
and steel lockers. 

Sales to the industries and to sewage and paving con- 
tractors are handled by R. C. McLaughlin, president of 
the company, and H. Seaborg, while Joseph J. Badalli, 
secretary-treasurer and manager of the company; L. 
Freeman, buyer, and J. W. Doe concentrate on selling 
building contractors’ equipment and supplies and build- 
ing specialties. These latter items are sold through ar- 
chitects of such structures as business buildings, apart- 
ments, hospitals and schools. The company also has a 
telephone salesman in the person of T. J. Carrigan. Mr. 
Carrigan goes out on special calls, handles telephone in- 
quiries and calls up customers whom the outside sales- 
men have not been able to see, the salesmen providing 
him with names to call. He also maintains the cost rec- 
ords and price books. 

It will be seen from the above sales layout that execu- 
tives of the company have entered actively into the sell- 
ing efforts of the company, thus cutting down an over- 
head expense which would tax heavily the coffers of a 
young company. A further evidence of the spirit which 
prevails in the operation of the business may _ be 
seen in the buying methods employed. L. Freeman is 
the official buyer for the company, but Messrs. McLaugh- 
lin and Badalli also take a prominent part in this phase 
of the company’s activities. Realizing that sales and 
profits are necessary if a business is to prosper, the com- 
pany devotes the day to sales and service efforts, and the 
purchasing requisitions are made up at night. 


Mr. Badalli states that it is impossible to establish at 
the present time maximum and minimum “on hand” lim- 
its of stocks of various items, because the development 
of the company has been such as to preclude the striking 
of an average. For instance, there were such increases 
in the volume of business done by the company during 
1924, 1925 and 1926 that it is impossible to obtain normal 
requirements by averaging the requirements of all the 
years since the company has been in existence. This will 
be possible only when a point has been reached where the 
volume done in various years fluctuates only within com- 
paratively narrow limits. At the present time, however, 
every purchase is registered in a book, showing the date, 
the amount purchased, the company from whom the pur- 
chase is made, and the cost. Then when the stock clerk 
reports that the stock of a certain item is getting low, 
the last purchase is checked and the length of time this 
supply lasted noted, and used as a guide in making out 
a new buying requisition. This record of purchases also 
serves a valuable purpose in giving the company ready 
information as to the goods purchased during a period 
and their cost. 

Every Saturday afternoon at 1 o’clock, a meeting of 
the sales force is held. Every second week a represen- 
tative of the manufacturer of one of the lines handled 
is present to discuss his product with the salesmen and 
to give them sales hints in connection with it. On the 
opposite week, a general staff discussion is held. Busi- 
ness conditions, sales, new prospects and other matters 
are brousrht up, and H. Norden, the credit manager, fre- 
quently gives a talk on credits. The company applies 
special sales efforts to certain items at various times. It 
does not usually select one item at a time for such 
efforts, but a group of related items. Seasonal consid- 
erations also enter into the selection of items for special 
effort, such as paint, which the company is selling suc- 
cessfully. Industrial paints are sold to the industries, of 
course, and house paint is sold to contractors. 

The company does not demand detailed reports from 
salesmen or keep elaborate records of the salesmen’s ac- 
tivities. The sales made by the salesmen are a sufficient 
guide as to the efforts they are putting forth, in the com- 
pany’s opinion. Salesmen, aside from the executives, 
provide their own cars and are given a fixed amount for 
their operation. 

The McLaughlin Mill Supply Company believes in ad- 
vertising. The company uses regular local newspaper 





advertising, which is of an institutional or ‘‘good will’ 
character. The company believes that a calendar which 
is issued monthly to customers is particularly effective. 
This calendar is first printed with one side blank. On 
the front of the calendar is a title, or saying, illustrated 
by a good drawing, and the calendar for the month. On 
the other side the company prepares a message to its 
customers, based on the title or slogan on the front of 
the calendar. The company features the slogan, ‘Trade 
in the Calumet Region,” in all its advertising. 

The new building of the McLaughlin Mill Supply Com- 
pany at 274-276 Michigan avenue, is attractive, substan- 
tial, fireproof and very handily arranged. It is of brick 
and steel construction, and there is not a pillar in the 
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els, depending on the size of the shovels. In the base- 
ment is also the boiler room, which is provided with an 
automatic fire door. 

The general offices of the company are in the front 
portion of the second floor. Messrs. McLaughlin, Badalli, 
Kramer and Norden have private offices, but the 
latter’s office is provided with transparent glass, as he 
is office manager, in addition to being credit manager, 
and is therefore enabled to survey the entire office. The 
main portion of the office is large, with plenty of room 
for the addition of more desks as the force grows larger. 

Directly in rear of the office is a small room for dis- 
playing ‘“‘in-a-door’” beds, and wash basins, which may 
be let down from the wall. The rear portion of the sec- 





Ewvecutives of MecLaughiin Mill Supply Company. Left 


Badalli, Secrelary-Treasurer and Manager; L. 


structure. It has three stories and a basement and con- 
tains 35,000 square feet of floor space, while the ware- 
house in the rear, which was erected about a year pre- 
vious to the building of the main structure, has 15,000 
square feet of floor space, one floor and a basement. 

On the first floor of the main building large plate glass 
windows extending upward from the floor, provide excel- 
lent display facilities and the company uses them to ad- 
vantage. The window display is changed every two weeks. 
The first floor of the building contains the sales rooms. The 
front portion is used mainly for displaying contractors’ 
machinery, pumps, air compressors, hoists, etc. The re- 
mainder is completely equipped with steel counters and 
shelving. The counters are at once counters and bins for 
storing supplies, and in the case of those extending across 
the front and part way down the center aisle, display 
cases as well. The bottom portions of these latter coun- 
ters are divided into two sections, the rear portion being 
used for stocking goods and the front portion, which is 
enclosed in glass, being used for displays. These dis- 
plays are very effective. A wide assortment of supplies 
and tools are stocked on the steel shelving. 

The rear portion of the first floor is used as a shipping 
room, and has three shipping platforms. The company 
has three motor trucks for delivering goods and three 
passenger automobiles. The building is equipped with 
an elevator. 

In the basement are kept stocks of bolts, jack screws, 
scrapers, wire rope, shovels, car movers and other equip- 
ment. The company has built special racks for stocking 
its wire rope. Rope may be rolled directly from the 
rolls and measured on the floor. An overhead hoisting 
equipment and trolley is provided for moving rolls of 
wire rope. Shovels are stored in large wooden bins. Each 
of these bins has a capacity of from 25 to 40 dozen shov- 








to Right—R. C. 
Freeman, Buyer; 


McLaughlin, President; Joseph J. 
H. Norden, Credit Manager 


ond floor is given over largely to stocks of transmission 
equipment, belting, rope and general mill supplies and 
builders’ hardware. Here also is a table where some of 
the builders’ hardware is assembled. On the third floor 
are stocks of ladders, scales, mixers, medicine cabinets, 
steel ironing boards, etc. 

The main building is separated from the warehouse 
by tracks of the Indiana Harbor Belt railway. 
the company will have its own private siding. The ware- 
house contains stocks of motors, wheel barrows, trucks, 
salamanders, insulation, pipe, nails and larger ladders. 
Trucks may be driven inside the building for loading or 
unloading. 

The McLaughlin Mill Supply Company is capitalized 
at $100,000 and carries an average stock of goods valued 
at $75,000. The lines handled include machinery, ma- 


Soon 


chine tools, electric and hand tools, heavy and builders’ 
hardware, valves, pipes, fittings, shovels, wheelbarrows, 
trucks, castors, car movers, transmission equipment, steel 
sash, cables, clamps, turnbuckles, chain hoists, garage 
equipment, mill and factory supplies, building paper, pipe 
covering, coal chutes, hose, garden tools, derricks, pumps, 


engines, motors and rope. The territory covered by 
salesmen includes Lake, Porter and LaPorte counties and 
the south-eastern section of Cook county, Illinois. 


———— 


Establishes New Business 

Walter Anderson has established a mill supply busi- 
ness under his own name at 65 Broad street, Danielson, 
Conn. Mr. Anderson, who was for more than 10 vears 
assistant treasurer of E. H. Jacobs Mfg. Co., Danielson, 
manufacturer of loom straps, will offer a complete line 
of loom supplies and loom strapping, both canvas and 
leather, and a line of general mill supplies. 




















Increased Use of Electric Power 


Interests Industrial Distributors 


RE the great majority of mill supply houses keeping up with the de- 
mand for supplies in their territory? We do not refer to the volume 
of orders, but rather to the type of business. 

It seems beyond the possibility of contradiction that the trend of 
progress is very definitely toward the use of electrical power in manu- 
facturing plants and machine shops. It was not so long ago that the 
production of electricity was largely by the use of steam generators, 

but in the last few years we have seen a very rapid increase, not only in the 
production of hydro-electric power, but also in more efficient means of transport- 
ing power. Not so long ago the newspapers of the country called to our atten- 
tion the new high tension net work which enabled power to be transmitted from 
the territories surrounding Chicago to the New England states, without much 
loss of energy. No longer is it necessary to have a Niagara Falls to develop 
hydro-electric power. One can hardly ride anywhere in this country without see- 
ing scores of potential power sites capable of producing electrical energy for the 
nearby districts and in many cases for hundreds of miles around. Even in some 
of the coal fields the mines are now operated with electricity, either produced in 
their own power plants or purchased from some hydro-electric source. 

The swing from steam power to electrical power, whether it be generated by 
water or steam, seems definitely established in the programme of progress. Even 
in the territories or in the individual manufacturing plants where the power is 
still steam, or where they generate their own electricity through the use of steam, 
the use of certain types of electrical supplies is growing by leaps and bounds. 
Factories are lighted electrically. Many of them are ventilated electrically. Much 
of their handling equipment is electrical, such as electric trucks, electric cranes, etc. 

Formerly a distributor of a general line of mill supplies sold everything that 
the industrial plants in his territory required from the power room to the finished 
product, with the exception of raw materials. And isn’t it logical for this same 
supply house to keep abreast of the times by having an electrical supply depart- 
ment capable of supplying all the power needs of an up-to-date manufacturing 
plant? With such a department it would again find itself in a position to supply 
all the needs of the various industrials in its territory, as before the increased use 
of electricity. This could be carried out to cover all the requirements of the in- 
dustrials powered by either steam or electricity. Otherwise the up-to-date elec- 
trical jobber has his salesmen calling on the very accounts that used to produce a 
good volume of orders for steam supplies. It does not seem sound policy for such 
a distributor to hopefully wait for the return of his steam business, rather than 
to revise his methods of doing business so that he can meet the power require- 
ments of today, just as he did years ago. 

In making such a change the mill supply distributor finds that he is in a more 
advantageous position than any of his electrical competitors, for the reason that 
he is prepared to supply the industrials in his territory all of their requirements. 

In considering the putting in of an electrical supply department, the first matter 
to which a dealer should give consideration is the amount of capital required. The 
distributor with ample capital can quickly establish himself with the industrials 
in the electrical field and do a satisfactory business, but it would not be wise for 
the distributor with more limited capital to attempt to spread his money too thinly. 

The next thing of importance is that the electrical supply department must be 
in charge of a man who is a thoroughly experienced electrical supply man. In 
the selling of electrical supplies to the industrials, technical knowledge is required 
both in the training of salesmen and in answering the (Continued on page 109) 





















































The WesspD Line 
of 





is complete and efficient because 
it includes not only every article 
pertaining to the line, but also 
many different types of each 
article. 

For example, we manufac- 
ture eighteen different types of 
Shaft Couplings, five types of 
Hangers, sixteen types of Pillow 
Blocks and so on throughout the 
whole line. 

Only by making such a great 
variety of different types of ap- 
pliances can complete equip- 
ments be furnished that will be 
balanced throughout, and where 
each unit will be properly de- 
signed to perform its particular 
duty. 


T. B. Wood’s Sons Co. 


CHAMBERSBURG, PENNA. 
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ne Source for All, 


It is good management to place responsibility for the merit of a product, or a spe- 
cialized service, with that organization which works with heart and mind to insure the utmost 
satisfaction from the service its product renders throughout years of use. 


Ask a supply dealer whose line of Power Transmission Machinery he represents, and 
if he tells you he is carrying the T. B. Wood’s Sons Co. line, you can mark it down that he is 
an up-to-date and successful dealer. Why? Because he represents a line—one complete line. 


If he tells you he represents the ‘““White’’ Set Collar, the ‘““Brown’’ Coupling, the 
“Black’’ Hanger, the “Gray’”’ Friction Clutch, and so on, he may or may not be a successful 
dealer, but one thing is certain, he is working harder than the other dealer to secure trade, 
and has more trouble holding it. Why? Because his customers are those who buy on price 
only—they are not attracted nor held by the reputation of the various articles he carries. 


This one line question is worthy of serious consideration by every Supply Dealer. 
There are many advantages in being backed up by a manufacturer of a complete line, one 
upon whom the entire responsibility can be placed with complete confidence. 


Do you have a copy 
of our Catalog No. 70? 


Makers of a complete line of Power Transmitting Machinery including Motor 
Pulleys, Flexible Couplings, Speed Reducers, Ball Bearings, Shafting, 
Couplings, Friction Clutches, Rope Drives, Hangers and Pillow Blocks. 


New England Branch: Cambridge, Mass. Dealers in principal cities Southern Office: Greenville, S. C. 
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When Your Customers Ask You 
For Information Regarding 


“M & W” Friction Clutches..... 


Are you prepared to handle the inquiry in a 
manner that will clinch the order? Better not 
take any chances .... see that you have 
our latest catalog in your file. 











THERE’S A BIG DEMAND FOR MOORE & WHITE CLUTCHES 
BECAUSE OF THEIR WEARING QUALITIES . . . . TROUBLE- 
| FREE PERFORMANCE AND ALL ROUND DEPENDABILITY. 






















When you write in today 
ask for Catalog ‘‘C’’. 





MOORE & WHITE CO. 


2711 NO. 15TH ST. 
PHILADELPHIA 
PA. 
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iS STANDARD % AND 5/16 IN. HEAVY 
ie DUTY DRILLS 
E General Electric Universal Motors used. 
4 M 
The motors used in Standard Drills are 
+ manufactured by the G. E. Co. and are 
' superior in power to any drill on the 
E market of the same weight. All arma- 
f ture spindles mounted on Ball Bearings 
encased in dust proof chambers. Gears STANDARD %, ™% AND : IN. 
made of chrome nickel steel and run in ‘=P % 
grease. Motors operate on D. C. or A. - : i Sia 
«. 60 cycle or less. Housing of motors General Electric Universal Motor. 
made of aluminum. Ss. K. F. Ball Bearings. 
STANDARD %, % AND 1 INCH HEAVY 
DUTY DRILLS 
General Electric Universal Motors. Built 
for Hard, Continuous Duty. Have a 
3 Surplus of Power. 
a 
TOOL POST OR CENTER 
GRINDERS 
BALL BEARING BENCH GRINDERS For grinding centers, cutters, dies, 
¥ -asti reamers, etc. For use in lathe, ” ee 
For arenes os poe =, ete. milling machine, shaper or planer. AERIAL GRINDERS 
Manufac tured in % H. P., 6 in, wheels. Manufactured in ¥%, 1, 2 and 3 H. P. sizes 
& HH. 8 in. wheels. 1 H. P., 10 in. - P ; 
wheels. 2 H. P., 12 in. wheels. This tool especially designed for and 
adapted to surfacing rough castings, and 
cleaning castings of all description. Can 
be suspended from traveler or counter- 
balanced on pulley. 
q THE 
cTANDARD 
3 HEAVY DUTY GRINDERS : ; 
G. E, 40° Motor and Push Button Con- BALL BEARING GRINDERS 
trol. Four S. K. F. Ball Bearings. Made in 3 and 5 H. P. sizes. G. 
Nickel Steel Armature Shaft. Made in E. 40° Motor and Push Button 
5, 7% and 10 H P. sizes. Control. 
Write for Late Catalog. BALL BEARING BUFFING AND 
POLISHING LATHES 
* sas * G. E. 40° Motors and Push Button Con- 
Special Proposition to Jobbers.—Your Territory may be trol.” Armature shaft fitted with 4S. K. 
° ° F. Ball Bearings. Made in 3, 5 and 7% 
open—Wée sell to only One Jobber in Territory. or up to 15 H. P. 
e 
e 
Established 1912 a CINCINNATI, OHIO 
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(34" and %e") 
not shown 


Sell 


Your 





Customers 


Just one size 


“(NSWELL” 


ELECTRIC WELD. 


CHAIN 


lo prove its 
Superiority 


They'll buy INSW ELL” 
for all size replacements 


—mighty Profitable Business 


for You! 


“INSWELL’ 


‘ELECTRIC: WELD: 


CHAIN 


THE COLUMBUS MCKINNON CHAIN CO. « General Sales Offices: Tonawanda, N. Y. 


Factories: Tonawanda, N. Y. and Columbus, Ohio ° In Canada: McKinnon Columbus Chain, Ltd., St. Catharines, Ont. 
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OW much power is lost be- 
tween line shaft and 
machine? How much is 

wasted through belt slippage over 
the surface of pulleys that will not 
deliver? 


And yet, belt slippage can be pre- 
vented so easily. REEVES Wood 
Split Pulleys grip the belt—they 
cannot slip like cast iron or steel. 
REEVES Wood Split Pulleys are 
stronger, lighter, run truer, and 
they keep everlastingly on the 
job. 


Every day, more and more man- 
ufacturers are realizing these 


Uf 
Wi Transmit 


facts about REEVES Pulleys— 
and that is why the REEVES 
line is proving so profitable for 
REEVES dealers. What kind of 
pulleys do you sell? Are you 
capitalizing on the nation-wide 
trend toward wood? Do you 
know whether or not there is a 
REEVES representative in your 
territory? Write today for full 
information on prices, territories, 
and discounts. 


Note; Our new catalog, M-33, gives detailed 





information about the construction of 
every pulley in the complete REEVES Line. 
Write your firm name and address on the lower 
margin of this page, tear off and mail to us and 
we will immediately forward you this catalog. 


REEVES PULLEY COMPANY — Columbus, Indiana 


Established in 1887 
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Increased Production— 


from 850 to 2600 
pieces per day 






































Greater 
economy 
was desired by 







cylinder. 


Job consists of sinking six No. 31, wire 
gauge, holes in straight row on .156-inch 
centers. Drill press is of semi-automatic 
type, designed to drill all six holes in gang. 


DRILLS rotate at 6,000 r. p. m. Feed is .0007 


inch per revolution, or about 4.2 $1.95 per 1,000 cylinders. Total cost 
inches per minute. Cylinder is 

about ';-inch outside diameter, of both drills and press amounted to 
with %-inch hole drilled off- 4 

center parallel to the axis. Drills $12.54 per 1,000 cylinders. 


first penetrate the thin wall and 


ne nti oppose. °°" 4 / When CLE-FORGE HIGH SPEED 


When drilling is done, DRILLS were introduced an instant 
chuck automatically with- z - 

draws piece, and dis- improvement was noticeable. Not only 
charges as it revolves : 

again to loading position. were the holes absolutely uniform and 


accurate, but production was speeded up 
and costs materially reduced. 


With a high average life of 11,000 holes per 
drill, CLE-FORGE DRILLS lowered drill 
cost from $1.95 to 10c per 1,000 cylinders — 
and cut total drill and press cost from $12.54 to 
$3.56 per 1,000 cylinders! 


Not only was production jumped from 850 to 
2600 cylinders per day, but— 


The net annual saving, on this job alone, result- 
ing from the use of CLE-FORGE DRILLS, 
amounted to $1,167.50! 


TWIST DRILL 
COMPAN Y 
) CLEVELAND 


NEW YORK-CHICAGO-LONDON 
TRADE MARK REG. U. S. PAT. OFF. AND FOREIGN COUNTRIES SAN FRANCISCO 





-_Manufacturers of Carbon and Cle-Forge High Speed Drills for every purpose; 
*‘Mezzo” Super-Carbon}Drills; Hand, Jobbers’ and Shell Reamers; ‘‘Peerless”’ 
High Speed Reamers; ‘Paradox ’’Adjustable Reamers; ‘“‘Quick-Set Reamers; 
“‘Spirex’’ Machine Taper Pin Reamers; Chucking Reamers for Turret Lathes; 
Counterbores; Countersinks; Sockets; End Mills; and the 
“Ezy-Out’’ Screw Extractor. 














How Six Cle-Forge’ Drills 


a prominent Eastern 
manufacturer in the gang drill- 

ing of 6 close-spaced holes 
through a brass pin tumbler lock 
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Ordinary carbon drills, No. 31 wire 
gauge, were unable to produce holes 
of uniform size—had an average life 
The Six No. 31 CLE-FORGE HIGH SPEED of only 400 holes per drill—and cost 


HIS complete performance 
report is absorbingly inter- 
esting — and we predict you 
will find it so, too. We have 
it in Digest No. 56, and shall 
be glad to send you a copy 
upon request. 


02%ean 


Illustration of brass pin tumbler lock 
cylinders. CLE-FORGE HIGH 
SPEED DRILLS increased production 
of these cylinders from 850 to 2600 per 
day, effecting a 71.6% saving 
in drilling cost! 
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W HEN the ruthless pirates and buccaneers ruled 

the sea, the loss of life and property were 
daily occurrences. The clearing of the sea of these 
wasters is a matter of history. s 


Pirates of life and profit wrought havoc in the early stages of steam genera- 
tion. In those days the breaking of valves and fittings on various lines resulted 
in loss of life and destruction of property. 


Vogt valves and fittings have cleared the sea, so to speak, because they assure 

the utmost in strength and withstand the higher pressures and temperatures in 

modern power plants. The use of Vogt valves and fittings safeguards human 

life and property because they are forged for this purpose from the best 
grade steel. 










HENRY VOGT MACHINE CoO. 


(Incorporated) 


LOUISVILLE, KY. 


Manufacturers of: Oil Refinery Equipment, Drop Forged Steel Valves and Fittings, Water 
Tube and Horizontal Return Tubular Boilers, Ice Making and Refrigerating Machinery. 


Branch Offices: 


NEW YORK 
CHICAGO 
CLEVELAND 
DAL 


ALLAS 
PHILADELPHIA 


PRESS A 77 PRESS A 75 


When writing to Advertisers please mention MILL Supplies 












Mar. james picas, \ 
President Biggs & Company 5 
anda pioneer in the supply 


personal interested service 












he would get from this or- 
ganization. A letter telling 
field, selected this catalog service not us of your interest in a catalog will 
alone because of the modern, exclu- _ bring complete details on this unique 
sive features offered, but because he — service without obligation, either by 
knew from past experience of the mail or personal call, as you prefer. 


CATALOG SERVICE DEPARTMENT 


THE CUNEO PRESS, Inc., GHICAGO 
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Portable Saws— Portable Hammers— Heavy Duty Drills— 





Type 6 Type 80 
Capacity 1 inch per min. Capacity 
in concrete 114 inches 






Type 179 
Capacity up to 
23/, inches 


Light Duty 
Drills— 
Bench and Tool 


Post Grinders— 


‘AW 


OU sell your wares on a plan that 
includes service.. But does your port- 
able electric tool service include Drills, 
Saws, Hammers, Grinders and Combina- 
Type 108 tion Kits? Must you shop around to { ul 
such orders? SpeedWay makes the only 
complete line of portable electric | Type 53 
e Fill those portable electric tool orders 
Installers’ Kits— with SpeedW , Ir easier for you Capacity 
Prete Mantel ictory. Investi- , inch 
gate this comfy ible electric tool 
service. Write us today. 





Electro Magnetic Tool Company 
CICERO, ILLINOIS 


Mail This Today 


ELECTRO MAGNETIC TOOL COMPANY, Address Dept. 29-J2, 19th and S2ud Ave., CICERO, ILL. 
Gentlemen:—Please mail me your complete catalog price list and discount schedule. 








Type 281 Portable Kit 
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THIS IS YOUR SAFEGUARD —>>. 


SWAPS SHUT AFTER THE CUT IS FINISHED 


ee 


all 





Designed and tested to meet 
every conceivable condition of ser- 
vice... with abundance of power 
for high speed production... yet light enough 
to be handled easily in any position. Built to 
withstand the stress and strain of everyday 
practical use ...yet accurate in all of its 
details. Safety is a cardinal feature of 
design... whether running idle or in use 
the operator is at all times protected 
against the hazards of saw teeth travel- 
ing at a terrific speed. | 


Built in three sizes, viz., | 
No. 2 Cutting depth 17%” 
No. 3 Cutting depth 35%” 
No. 4 Cutting depth 414” 





Nos. 3 and 4 can be 
mounted for use as 
a “handy” table 
saw on our spe- 
cially designed 
auxiliary steel cable 


Just the thing for cutting short lengths and light 
sections and specially useful for ripping. Special 
blades can be furnished for cutting such materials 
as plaster board, Transite, Bakelite, hard fibre, 
marble, sheet aluminum, sheet brass, copper, etc. 


Distributor Please Write for Details 
Manufacturers of 


ALTA 
Electric Hand Plane 


VVAPPAT 4 


GEAR WORKS, ic. 
LABOR-SAVING TOOLS 
FOR BUILDERS 


7522 Meade Street, PITTSBURGH, PENNA. 
Birmingham Atlanta Dallas New York Philadelphia Buffalo Salt Lake City 


ALTA 
Electric Lock Mortiser 




















SHERMAN 


The Hose Clamp 
That Cannot Rust 





HEAVY WROUGHT BRASS 


Sliding tongue in groove insures 
uniform grip on hose and pre- 
vents bulging. 


Stiff, heavy ears form a nut lock 
which prevents nut from turning 
when tightened. Can be held in a 
vice and drawn tremendously tight. 


Made in all sizes and packed in 
strong, plainly labeled cartons. We 
carry the largest stock of hose 
clamps in the world, which insures 
prompt deliveries. 


DEALERS — Send for sample and 
attractive selling booklet. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 


Largest Manufacturers of Brass Pipe Fittings in the World. 


A complete Flat Bead line from new pat- 
terns available for immediate shipment. 
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Jobbers! Here’s a Big Seller! 


It’s PROFITABLE — It’s NEW — It’s NEEDED 





=e 

















It’s a wonder! Absolutely nothing like have to sell. And what’s even better — 
it! Its advantages are so pronounced it carries a REAL WORTHWHILE 
that it should be the easiest line you PROFIT for you. 


™ SWACO CAR MOVER 


Embodying Safety Features Unknown In Any Other Make 


With every type of industry concentrating on cutting down its accident rate, the big demand now is for Safety 
Tools. The SWACO meets that demand—it operates under all conditions with positive safety. 


While the Car Mover is new, the SWACO name is an old- _Both safety features—(A) 5 Points of contact, gripping the 
established one. Everyone knows that a tool offered under _ flange of the rail—and (B) the ‘*3-POSITION”’ Adjustable 
the SWACO trade mark is: Handle Arrangement —are patented with the SWACO. 


(1) Absolutely Safe Before placed on the market, the SWACO Car Mover was 
thoroughly tried and tested by some of the largest users. 
(2) The highest quality tool of its kind on the market. In every case the report was that ‘‘it is the best Car Mover 
(3) A simple piece of mechanism that operates with ease at ever produced—it’s Durable and operates very Easily, 

a minimum expense of upkeep. Efficiently and Economically.” 





All parts are made of the highest 
quality electric steel castings 
and are interchangeable. The 
6-ft. wooden handle is reinforced 
at the base with electric cast 
steel socket. 


Supply your customers HIGH 
QUALIT Y—-SAFET Y— EFFI- 
CIENCY — DURABILITY — 
EASE and ECONOMY of OP- 
ERATION—all embodied in one 
tool. Sell them the SWACO 
CAR MOVER. 


Write for Circular and Prices 








For Underneath or between cars—the handle operates 


Parallel with the rail. Note spur brackets gripping the 
on the left or right offset. i 


ange of the rail. 


SAFETY WRENCH & APPLIANCE COMPANY 


Springfield, Massachusetts 
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Send for this book 
showing operation 
pictures of the vari- 
ous models in actual 
use. Complete list of 
capacities and prices. 

















CLIPPER 


Angular Bolt 
Clipper in 


NUT 
SPLITTER 


Nuts that 
won't turn 


hardened 
chain. Used 
wherever 
chains are 
used -- trace 


chains, etc. 



















They were named 
“bolt clippers’? back 
47 years ago when 
cutting carriage bolts 
was their principal 
job. Today Porter’s 
Bolt clippers are used 
for cutting anything 
that will go between 
the jaws--rods, flat 
stock, cable, wire, 
bolts, etc.--and with 
modified jaws they 
cut hard or soft chain, 
split nuts, squeeze 
rivets, etc. 


Extending out of the 
wagon building trade 
they have come into 
general use in practi- 
cally every factory, 
machine shop, garage, 
construction camp, 
railway and power 
shop--wherever 
heavy cutting is to be 
done with man 
power. They save 
time, save labor, and 
save costs. 


PORTER’S 


TIME SAVERS 
H. K. PORTER, INc.. EVERETT, MASS. 
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Always a demand 
for 
Penberthy Products 


HE universal acceptance of Penberthy Products 

has extended over a period of more than 40 years. 
In that time Penberthy Products have established a 
reputation throughout the Steam Field for efficiency 
and dependability. Consequently there is never any 
question in filling orders from the Penberthy Line. 


And there is always the attractive margin of 
profit on Penberthy Units backed up by a liberal and 
progressive sales policy. 





Noiseless 


MF coy ll Write for details on Penberthy Products. Eee 
PENBERTHY INJECTOR COMPANY 
eyo DETROIT «= aust yan 
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Send for this book 
showing operation 
Pictures of the vari- 
ous models in actual 
use. Complete list of 
capacities and prices. 











BOLT 
CLIPPER 


Angular Bolt 
Clipper in 


". use cutting 


fender bolt 
on automo- 
bile. Garages 
and body 


invaluble. 


NUT 
SPLITTER 


Nuts that 
won't turn 
because rust- 
ed or peened 
on can be 
split with 
this tool and, 
if properly 
used, the bolt 
will not be 
damaged. 


CHAIN 
CUTTER 
Cut any 
chain within 
the capacity 
of the tool-- 
special jaws 
will cut case- 
hardened 
chain. Used 
wherever 
chains are 
used -- trace 
chains, drag 
chains, tire 
chains, etc. 


ee 











_as 










H. K. PORTER, INC. 
















They were named 
“bolt clippers’? back 
47 years ago when 
cutting carriage bolts 
was their principal 
job. Today Porter’s 
Bolt clippers are used 
for cutting anything 
that will go between 
the jaws--rods, flat 
stock, cable, wire, 
bolts, etc.--and with 
modified jaws they 
cut hardor soft chain, 
split nuts, squeeze 
rivets, etc. 


Extending out of the 
wagon building trade 
they have come into 
general use in practi- 
cally every factory, 
machine shop, garage, 
construction camp, 
railway and power 
shop--wherever 
heavy cutting is to be 
dene with man 
power. They save 
time, save labor, and 
save costs. 


PORTER’S 


TIME SAVERS 


18 ASHLAND STREET 


EVERETT, 


MASS. 
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Always a demand 
for 
Penberthy Products 


HE universal acceptance of Penberthy Products 

has extended over a period of more than 40 years. 
In that time Penberthy Products have established a 
reputation throughout the Steam Field for efficiency 
and dependability. Consequently there is never any 
question in filling orders from the Penberthy Line. 


And there is always the attractive margin of 
profit on Penberthy Units backed up by a liberal and 
progressive sales policy. 





Noiseless 


Citas Hieaeee Write for details on Penberthy Products. pene aed 
PENBERTHYINJECTOR COMPANY 
==" 8 8DETROIT 386SaTar 
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HE ABOVE illustration shows, actual size, the pile of 

tool steel filings made in 8,434 strokes of a Delta 14- 
inch flat bastard, in the course of a comparative test in a 
file testing machine. 


Both the Delta and the competing file were loaded to 35 


Ibs. Speed was 55 strokes per min.; stroke was 6 in. The 
test bar was 1 x 1 in. Pressure was relieved on back stroke. 


BRIDESBURG 





DELTA FILE WORKS 






May, 1928 


This advertisement was pub- 
lished in The American Ma- 
chinist of January 10. 


At 8,434 strokes the competing file broke down. It had 
removed 328.5 grams. The Delta had removed 512 grams 
(18.1 ozs.) and was still cutting fast. 

The Delta was then run another 5,158 strokes, when it 
too failed. It had then removed a total of 712.5 grams or 
25.2 ozs. 


Both files were tested on one side only. 
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(Continued from Page 98) 

buyer’s inquiries, and particularly is this true in selling 
materials for new installations, such as motors, control 
equipment, etc. Often it is the technical knowledge 
which swings the business one way or the other. Also, 
the electrical jobbers already established in the mill sup- 
ply man’s territory, have been getting this industrial 
business which really belongs to the mill supply house, 
and they are not going to give up without a struggle. 

But remember that during all of these years, while the 
electrical jobber has been constantly encroaching upon 
the natural field of the mill supply distributor the latter’s 
own salesmen have been calling on the manufacturing 
plants and machine shops in his territory and have estab- 
lished a valuable contact. The mill supply house which 
will establish an electrical supply department, will find 
itself in a position where its salesmen are able to supply 
the complete wants of the manufacturer from one source 
of supply. It is economically sound that the mill supply 
salesman who calls on the industrials to sell them their 
requirements in valves, belting, tools, transmission, hack 
saw blades, files, etc., should also be able to supply their 
orders for fuses, electric lamps, safety switches, etc. 

Of course, the mill supply salesman will require some 
training in the selling of electrical supplies, but the abil- 
ity to sell the regular run of industrial electrical supplies 
is not difficult for him to acquire, particularly where the 
dealer has his electrical department in charge of a thor- 
oughly experienced electrical supply man. 

In the matter of stock for such an electrical depart- 
ment, it is comforting to the mill supply man to learn 
that he does not have to carry the large, widely assorted 
stock that the electrical jobber must carry. The elec- 
trical jobber must supply the needs of the contractors 
and dealers as well as the industrials, and it is in supply- 
ing the dealer-contractor needs that he gets into the wide 
range of stock to be seen in electrical supply jobbing 
houses. And, incidentally, it is in the class of stock ap- 
plying to the dealers and contractors where he has to be 
a very cautious buyer and merchandiser. We refer to 
such items as heating appliances, fixtures, schedule ma- 
terial, etc. On the other hand, the mill supply distributor 
will find that he can cover the requirements of the indus- 
trials in his territory by carrying, in addition to the 
electrical tools and supplies he had previously handled, 
a stock of lamps, fuses, safety switches, motor control 
switches, a limited amount of wire and cable, a few insu- 
lators, selected sizes of conduit and types of conduit fit- 
tings, two or three cutout bases, one or two items of 
snap switches and sockets, etc. He has no need what- 
ever to go into the general line of electrical supplies. 
Here again is where the thoroughly experienced electrical 
supply man will prove himself valuable to the mill supply 
house putting in an electrical supply department. 

It seems pertinent to call the attention of the mill sup- 
ply house to the fact that it is a pretty well recognized 
fact among the electrical supply jobbers, that the indus- 
trial business is by far the most attractive. There are 
several reasons. The industrial purchaser is more inter- 
ested in the ultimate cost of an article than the initial 
cost, while, on the contrary, the contractor or dealer who 
simply buys material for installation or resale, is primar- 
ily interested in how cheaply he can get it and how much 
profit he can make on it. The industrial appreciates serv- 
ice in the way of technical advice and prompt handling of 
the material. And the industrial represents as a whole 
the cream of credit risk. 

In giving consideration to this subject, the mill supply 
distributor should not overlook the fact that in the sale 


of electrical equipment to the manufacturing plants, he 
frequently finds himself in a very favorable position to 
sell many other items of supplies which he is already 
handling and has been handling for years. For example, 
in selling an industrial plant a motor installation, 
the distributor would find himself in a position to also 
supply not only the necessary wiring equipment, but belt- 
ing, overhead transmission, belt lacing and other types 
of material. Thus, under this plan the mill supply dealer 
will again find himself in the position he was in when 
steam was almost exclusively the source of power. Then 
the mill supply house was in a position to supply every- 
thing that was needed in the plant, and it should keep 
itself in a position to give the same kind of service today. 

We all have been watching the consolidations that have 
been taking place in the electrical supply field during 
the last few years, and these consolidations offer many 
advantages to the mill supply houses. As this consolida- 
tion progresses, many high-grade, thoroughly competent 
electrical supply men, formerly at the head of the elec- 
trical supply houses, are now available for new connec- 
tions. This means that the mill supply house in seeking 
such a man to establish an electrical supply department 
will find that it can more readily make satisfactory con- 
nections. The past record of these men in building up 
profitable electrical supply businesses was the large fac- 
tor in making their houses attractive for consolidation, 
and they will be able to bring this same ability to their 
new connections. 

The more these consolidations progress and the houses 
that were formerly independent are instructed as to what 
material they shall buy and sell, the more independent 
manufacturers will have their agencies released, and the 
more willing and anxious will they be to make satisfac- 
tory connections with a mill supply house capable of “put- 
ting over” their line in its territory. 

Thus it is possible to secure high grade electrical sup- 
ply men to organize an electrical supply department and 
operate it at a profit, and it is also possible to make ad- 
vantageous connections with manufacturers of high- 
grade electrical supplies. 

This is not presented as a new idea. It has been tried 
by many mill supply houses. The only thing new about 
it is that more mill supply distributors should bring their 
organizations up-to-date so that they will still be able 
to supply all the power and transmission needs of their 
community. Around the country there are many success- 
ful dealers who recognize the need for keeping up with 
the times in supplying power requirements, and are mak- 
ing money out of their electrical departments. 





New Chicago Company 

The Power Equipment & Supply Co., Chicago, organ- 
ized in January of this year, has its place of business at 
the northeast corner of Monroe and Desplaines streets 
(39 South Desplaines street), where the ground floor 
and basement are used for office and warehouse space. 
Operations of this company were started February Ist. 
At the present time the company is a partnership of 
George W. Banks and A. W. Nafziger, who are handling 
the sales work, covering Cook county. Both of these 
men were on the Dodge Manufacturing Corporation’s 
sales staff many years, and started the new organization 
when Dodge discontinued its Chicago warehouse. The 
Power Equipment & Supply Co. is carrying transmis- 
sion and conveying equipment, and is prepared to handle 
special equipment jobs. Mr. Banks has had practical 
experience in the erection of transmission equipment. 
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EVERY SHOP 
NEEDS ONE 
sar OF THESE 


OUTLET Relief Valve. 


Gesaded for stand- = zz. 
sacle al it a Se NOISE] ESS 
Enclosed stud ir ! 
Wing and cylinder surfacee AIR UMI . 
become hard and glassy- 


piston holds wing 
like, insuring a perfect fil 


close to cylinder at 
top, preventing loss 
and positive pressure or 
vacuum ——_—__ 


Tank prevents fluctuation 
aw 





of air pressure. 


INLET 


threaded for~ 
standard 


iron pipe Many Manufacturers buy 
an . *,? 

SHAFT them in quantities for use 

No compo- 


with automatic machines. 


sition tips to 
require renewal 


frequently 
A 


PISTON 


. Ring Self-Oihne 


Bearings 


PATENTED Many dealers do a large and 


Wing kept in constant contact with Big air space resulting trom small piston growing business in them. 
cylinder by centrifugal force and curved wings 


myers. ATR and GAS PUMPS ‘ities 


10 Sizes—1 to 10 lbs. Pressure—1 to 28 inches Vacuum 





Che picture shows how the wings slide in and out of the groove in the piston. They swing disturbs your shop, it reduces production. Here's one that’s noiseless, efficient, powerful and 
mply until the machine gathers speed which, operating in the counter clockwise direction, increases production—used with all makes of gas furnaces and appliances. 
throws the wings out from the piston holding them against the cylinder. This then scoops up These are the only rotary air and gas pumps that do not depend on springs, cams, or other 
e air and the more the air tries to back up the tighter the wing is held against the cylinder and devices to keep them tight and efficient. No tips of foreign material on the wings to require 
the less it can get back. renewal when worn, in fact, they are so simply made that this very simplicity is their most 
We have been making air pumps for many years and these are our latest development. We valuable merit. 


them as the finest product of the machinist’s art. Each piece is made especially for its 
ose; the parts are ground true to size and accurately fitted and if you have use for pumps of 
this kind you need not pay more in order to have these pumps of the simplest, and at the same 
time the most advanced construction. The action of the wings on the cylinder preserves a glassy- 
like surfaced race which disposes of practically all friction. 

These rotary pumps are made in ten sizes so that we can supply them for most any application. 
Users consider them the cheapest air pumps on the market not only on account of the first small Also used for Fuel oil burning outfits—Priming pumps—Operating gas furnaces 

t but because after-service is practically eliminated. They keep running, doing away with Banding machines—Testing gas meters—Wrapping machines—Raising gas pressure 
costly delays so frequent with most pumps due to breakdowns. Users of air pumps will find these Blowing balloons—Gasoline service pumps—Singeing cloth—Cleaning dust from intri- 
machines something of value. Sometimes a very smal! machine of this efficient type willreplace cate machinery parts—Sand blasting machines—as air motors—Vacuum cleaning- 
a large one of some other make. They do the work they are designed for and we are always glad Agitating liquids—Blowing chips and stampings from machine tools—Filling bottles 
to recommend them for any proposition which we can examine in detail. and containers—Feeding paper in printing presses—Feeding labeling machines 

No need to continue to use a noisy blower—one that disturbs the whole shop. Every line of All sorts of testing and experimental work—All sorts of automatic machines and 
manufacture needs a NOISELESS air or gas pump—no matter what make you now use, if it devices. 


Pov'nkowrion LEIMAN BROS. sift" 


Makers of good machinery for 35 years 





These pumps are designed to handle air or gas that is not “ injurious to cast iron or steel.’ 
They may be used for vacuum or pressure and will pump without noise or fluctuation due to the 
construction of the moving parts. They can therefore be used with entire satisfaction where 
many other makes and forms of construction are incapable of doing the work. They are carefull) 
made for the most exacting service 














IMPROVED 


semont TYPE B and BL 


CLUTCHES 


The ability to “fit in’’ and “handle”’ any application makes the ““Edgemont 
Improved Type B and BL Clutches”’ the ideal clutches for general factory 
use. They are rugged in construction, inexpensive in first cost and 
long lived. 

Recommend the “Edgemont Improved Type B and BL Clutches”’ on 
that next customer’s job and profit by the repeat orders. 





Send for a supply of catalogues and circulars 


THE EDGEMONT MACHINE CO. ono” 
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ire Predictions Hamper Business 


Business Always Goes Ahead, Though More Slowly in Dull Per- 
iods —Greater Effort Needed When Sales are Difficult to Make 


FRED COUNTERMAN 


It is an old anecdote, that one about the farmer’s wife 
who on all possible occasions came back at her husband 
with an “I told you so,” until the man, irritated beyond 
endurance, got even. With a burst of the enthusiasm 
with which he had imparted many an item of news that 
had brought forth that sharp rejoinder, he rushed into 
the kitchen one morning to cry, ““Martha, the old cow’s 
et up the grindstone!” His wife did not disappoint him. 
“T told you so,” she retorted without stopping to think. 

There always exists in the business world a consider- 
able element direfully prognosticating ruin, and anxious 
to be among the first to cry, “I told you so,” when any 
backward movement, or even a cessation of forward 
movement occurs. 

Men of this type create nervous apprehension. Their 
effect is the same as that of a flock of buzzards circling 
around and around above an injured animal. They 
hamper recovery and bring about disaster simply by the 
psychological influence they exert. A few such men in 
a small community can put that community on the rocks 
just as you and I can put an acquaintance in bed by tell- 
ing him, every time we meet him, how sick he looks, and 
how much sicker we are sure he is going to be. 

I never knew a man to go about prophesying disaster, 
and at the same time doing all he could possibly do to 
prevent it. The man who is trying to prevent disaster 
does not hamper his efforts with predictions of failure. 
We would not believe a man who would say he was doing 
all he could to prevent failure, yet who coupled that 
statement with the assertion, “But we are going to fail.” 

SOME SECURE PLEASURE OUT OF DISASTER 

Strange to relate, there are a good many men who 
get a kind of pleasure, a satisfaction, out of disaster, 
just as some women find pleasure in the discussion of 
sickness and death. There are people to whom even a 
funeral is a satisfactory emotional jag. Perhaps most 
of us missed the “kick” we got out of the world war, 
despite our anxiety to see war outlawed. 

It is related that when the king of Spain offered the 
duke of Medina the appointment of admiral in command 
of the Spanish Armada, the duke told him, “If you send 
me, depend upon it, I shall have a bad account to render 
of my trust.” 

The attitude of the duke was that of a small boy trying 
to get out of going on an errand for his mother. If you 
or I were king, under such circumstances, we would ex- 
cuse the duke of Medina, recommend him for a tour at 
“kitchen police’ and put the Armada in charge of an 
admiral who would declare, “All right, king, I’ll sink the 
English or go down with my ship.” 

There is an excellent chance that the fellow who starts 
out with the promise that he will fail, will be a hun- 
dred pereent right in his prophecy. If enough business 
men at any time begin to proclaim that business is bad, 
business will be bad. On the other hand, business can- 
not be made good simply by getting everybody to say it 
is good. It does not come back as fast as it goes down. 
There is a law of physics which states that action and 
reaction are equal and in opposite directions. The trou- 
ble with the operation of this law in business is that 


the reaction, the coming back, is often hampered by 
forces that aided the original action. 

Drop a golf ball on a flag stone and it will rebound, 
but it will not come up to the height from which it was 
dropped. Theoretically it should. When it strikes the 
stone, the force that compresses one side of the ball 
should be equalled by the force with which that side 
springs back to shape. The ball should thereby be thrown 
back up to its original height. Unfortunately the force 
of gravity which increased the downward force, decreases 
the upward reaction. Other minor influences also have 
their effect, and the ball rises to three-fifths of the 
height from which it was dropped. 

When business begins to slump, its downward momen- 
tum is helped by the fact that it is easier for everyone 
to relax in effort than to tighten up. We have to make 
an effort to climb, but we slip back without effort. When 
orders are harder to get, there must be greater effort 
to get them, but sometimes business men seem to fail 
to see that, and when business slackens and orders are 
difficult to secure, they reduce their advertising and cut 
down the sales force. Instead of trying to keep business 
up, they try to move down to the new low level it has 
taken. 

PESSIMISTIC STATEMENTS ACCEPTED TOO READILY 

We accept the statements of other men who say that 
such and such things cannot be done. If those men pose 
as experts, their word passes as law. As a matter of 
fact, the experts make a fair average of mistakes and 
sometimes amateurs do as well as professionals. Gerald 
Stanley Lee once stated that photography has been ad- 
vanced more in ten years by the blunders of amateurs 
than in forty years by the labors of professionals. The 
professional business prophet bases all his calculation for 
the future on what has happened in the past. The ama- 
teur is willing to believe that the unexpected may happen 
and the seemingly impossible may be accomplished. He 
feels that it is at least worth while to try to do some- 
thing to save the day. 

All things that we regard as impossible become impos- 
sible for us. To Napoleon nothing seemed impossible, 
and he told one of his staff officers, “Impossible is the 
adjective of fools.” Faith in his ability to do what he 
set out to do was the basis of Napoleon’s remarkable 
achievements. “They haven’t seen anything yet,”’ he told 
an aide when the latter reported the great excitement 
in Paris over his successes in the Lombardy campaign. 
And he demonstrated the truth of his prediction. 

Name to me a business man who has achieved marked 
suecess and I will show you a business man who had 
confidence in himself when he started out. He did not 
even lose faith when confronted by obstacles which 
seemed insurmountable. 

Business is what business men make it. Business is 
a man-made affair. The law of natural supply and de- 
mand existed before business came. Men with an in- 
stinct for business capitalized supply and demand, in- 
creased both and proceeded to put commerce on the map. 

The need for mill supplies has come about through the 
activities of mankind, not by virtue of any act of Provi- 
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INDUSTRIES 


EAST - WEST - NORTH - SOUTH 


On Every Siding | 
There Is a Plant 
That Needs an 


ATLAS CAR MOVER 


NDUSTRIAL plants offer the widest field 

for the sale of Atlas Car Movers. These 
plants must have cars spotted for loading 
and unloading. The most economical 
way is the Atlas way—one man and an 
Atlas Car Mover. Because it is efficient, 
practical, economical and will move any 
car, no matter how heavily loaded, little 
or no sales resistance is offered. It does 
not require a special call. Just mention 
the Atlas when talking other mill supplies 
—usually a sales results. 


The Atlas Car Mover is nation- 
ally known, has been proved by 
a hundred tests, and is backed 
by our unqualified guarantee. 


Every salesman derives a pleasure from 
selling a tool which he knows will give 
his friends satisfaction and profitable 
service, or will make friends for his house. 
This is invariably the result where the 
Atlas Car Mover is sold. 


Manufactured Only By 


APPLETON 
CAR MOVER CO. 


P. O. Box 42 
APPLETON, WIS. 
Associate Member 


National Supply & Machinery 
Distributors Assn 


Our Policy Is To Sell 
Through Jobbers 


The Mover 
With the 


Handle 





Red Tipped | 





HIGH-SPEED-EDGE 


HACK SAW BLADES 











Cannot break 
in two in any 
power hack 
sawing ma- 
chine, not even 
by accident. 





High-Speed Steel Edge— 
Tough Unbreakable Back 


MARVEL Blades cut faster and last longer 
than any other hack saw blades made. In 
price they are with the best but in work done 
per dollar cost, they are the most economical 
blades by far. Combining the cutting qualities 
of their High Speed Steel teeth with the tough- 
ness of their unbreakable backs, they offer an 
unusual sales opportunity. Marvel Hack Saw 
Blades are made in sizes for all power hack 
saws. They are guaranteed to give absolute 
satisfaction and not to break under any work- 
ing condition. 


Jobbers and Dealers: Write 
for Catalog and Prices. 


ARMSTRONG-BLUM MFG. CO. 


“* The Hack Saw People ’’ 
353 N. Francisco Ave. Chicago, Ill. 
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dence. Who shall be so bold as to declare that, after a 
steady, age-long growth of business in mill supplies, 
growth is to come to a halt and progress in supply and 
demand cease? For as long as time lasts supply and 
demand will continue to progress. 

A significant fact, too, is that business continues its 
growth and supply and demand continue to develop dur- 
ing dull times as during boom times, only with slower 
speed. Every mill supply house executive, regardless 
of what his own business does in dull times, knows some 
companies whose business is continuing steadily to in- 
crease. If some businesses can grow greater under ad- 
verse conditions, other businesses can do the same, and 
if enough continue to grow greater, there will be no 
dull times. If that is logical, and it seems to be, con- 
trol of general business conditions must be within the 
power of business men. 

It has been stated that in dull periods and in prosper- 
ous periods business volume in the United States varies 
not more than fifteen percent from the normal. It would 
scarcely seem that a fifteen percent decline in volume 
is anything to cause tears. It is not so much that it can- 





not be overcome by a reasonable amount of effort oppos- 
ing it. he business man who today regards business 
as below normal in his line, might find, if figures were 
available, that it is merely below some higher than nor- 
mal level that he has come to consider normal. It is 
easy for us to fall into the habit of expecting too much. 
Demand increases, due to an abnormal conditions in our 
field, and if it keeps up for a little while, we accept it 
as a mean level and expect a continuance at that level. 
It is human nature, after having enjoyed a favor for 
a little while, to believe that we are entitled to its con- 
tinuance. As a matter of fact, in the case of business 
volume, we can secure its continuance if we will use 
the means at our command to that end. 

True enough, for you or me to increase volume of busi- 
ness in a time when the aggregate volume is below the 
usual figure means that we shall have to make the in- 
crease at the expense of some less aggressive man, but 
we are all the time doing that in some degree. Business 
success is the survival of the fittest and in all times there 
are many unfit who are destined to lose their trade to 
those who know how to get it away from them. 





Action Is Taken on Simplification 


Recommendations on Coated Abrasive Products and Standard Tung- 
sten and Carbon Hack Saw Blades Adopted at Washington Meetings 


Simplified practice recommendations for coated abra- 
sive products and for standard tungsten and carbon hack 
saw blades have been adopted at general conferences 
held in Washington, D. C. Lawrence G. Puchta, vice- 
president of The Queen City Supply Co., Cincinnati, is a 
member of the standing committee, representing distrib- 
utors, appointed at the hack saw blade conference. Mr. 
Puchta represents The National Supply and Machinery 
Distributors’ Association on Secretary of Commerce 
Hoover’s committee on simplified practice. 

The conference on coated abrasive products was held 
April 11th at the department of commerce, Washington, 
under the auspices of the division of simplified practice. 

The recommendation on coated abrasive products pro- 
vides that certain sizes and varieties of abrasive paper 
and cloth will be manufactured as stock items after Sep- 
tember Ist, 1928, which will, according to estimates 
given at the conference, care for at least 95 percent of 
the trade. The conference set the first revision date for 
the recommendation for July 1st, 1929, and allowed 
until January 2nd, 1929 to clear the present manufac- 
tured stock. It was brought out in the meeting that the 
present federal specifications board specification for 
coated abrasive products conforms with the recommenda- 
tion adopted. 

Manufacturers present at the conference reported the 
estimated annual output of this commodity as amounting 
to $16,000,000, and that for a number of years the num- 
ber of sizes and varieties of abrasive cloth and paper has 
been increasing at a rapid rate. The conference gener- 
ally agreed that the recommendation would prove an 
economic benefit to manufacturers, distributors and 
users alike. Letters from members of the industry who 
were unable to send representatives, were read for the 
information and guidance of the conference. 

The division of simplified practice will shortly circu- 
larize the manufacturers, distributors and users of the 


commodity for written acceptances of the recommenda- 
tion, which is necessary before it can be published by 
the department of commerce as a simplified practice 
recommendation. 

The conference went on record as favoring the ap- 
pointment of a standing committee, the membership of 
which will be announced at a later date. This committee 
will be responsible for periodic re-surveys which will be 
made to determine the degree of adherence to the recom- 
mendation, also any revisions which the adherence may 
show necessary. 

Those attending the conference included the following: 
George R. Manning, Armour & Co., Chicago; R. W. 
Young, American Glue Co., Boston; Lieutenant Com- 
mander H. N. Wallin and H. L. Stuhmann, of the navy 
department; E. B. Gallaher, Clover Manufacturing Co., 
Norwalk, Conn.; F. E. Gallagher, The Manning Abrasive 
Co., Troy, N. Y.; Harrison Starr, The Brewn Co., Port- 
land, Maine; A. G. Bush, The Minnesota Mining and 
Manufacturing Co., St. Paul, Minn.; A. J. Sidford, Her- 
man Behr & Co., Inc., Brooklyn, N. Y.; Albert D. Barton, 
H. H. Barton & Son Co., Holmesburg, Philadelphia; E. R. 
Newcomb and William MacGregor, The Carborundum 
Co., Niagara Falls, N. Y.; P. W. Sawyer, Wausau Abra- 
sives Co., Wausau, Wis.; George H. Halpin, The Baeder- 
Adamson Co., Philadelphia; W. A. Babbitt, National As- 
sociation of Wood Turners, South Bend, Ind., and Axel 
H. Oxholm, National Committee on Wood Utilization, 
Washington, D. C. 

CONFERENCE ON HACK SAW BLADES 

The conference on standard tungsten and carbon hack 
saw blades was held April 12th, 1928, at the department 
of commerce by manufacturers, distributors, and organ- 
ized users of the commodity, in co-operation with the 
division of simplified practice. 

The conference set July 1st, 1928, as the date at which 
the recommendation shall become effective for new pro- 
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Encouraged by the government, manu- 
facturers and merchants have done a 
great work in simplifying the lines they 
make and sell. They have given just as 
good service as ever before. And they've 
saved themselves a lot of money. 


Clayton & Lambert is trying to help 
you to these savings in the firepots and 
blow torches you handle. Three different 
firepots, for example, are receiving con- 
centrated advertising to your customers— 
and with those three you can meet all but 
the most exceptional needs 

These firepots are the Clayton & 
Lambert No. 70, No. 60, and No. 22—the 
latter the coil type. They are designed 
for the tinner, the roofer, the plumber, the 
public utility man—for practically every 
worker who requires a firepot. 





these three you can 
fill your customers’ needs, reduce your 
inventory, and—because your selling is 
concentrated—increase your stock-turn 
All this in addition to saving space you 
might be able to use on other profitable 
lines 


By carrying just 


This is the Clayton & Lambert No. 70 fire-pot with tinner’s 
hood. Produces a working flame in ninety seconds. Flame 
controlled as easily as a lamp. The burner orifice cannot 
be enlarged by tightening the needle valve. No chance of 
ruining the fire-pot that way—-that’s an exclusive C & I 
feature. Will heat a pair of soldering coppers and melt a 
pot of metal at the same time Your jobber can supply you with thes« 
three most popular Clayton & Lambert 


Clayton & Lambert Mfg. Co. 


Detroit, Michigan 


for youifyou‘ 
this way 


A smaller inventory 
“concentrate” 


firepots, and, in addition, can fill any 
exceptional need you might encounter 
and fill it quickly, from the Clayton & 
Lambert line. And Clayton & Lambert 
have proved such definite superiority— 
out on the job—that firepot users have 
made them the most popular firepots in 
the world 


This is the Clayton & Lambert 
No. 60 firepot with plumber's 
shield. Tank capacity one gallon 
of gasoline. Burns six hours full 
capacity without refilling. The 
shield can be detached, and the 
handle locked, so that coppers 


can easily be heated. 








for twenty years 


specialists in the manufacture of 


RUBBER PUMP VALVES 


Prompt Service,—an actual fact 





Every day we give 8-hour 
service on urgent orders, 
shipping direct to the cus- 
tomer under jobbers’ names 


A service which can be relied upon 








and Safety 


for Speed eres being system- 


small orders 
since we sellonly 


through jobbers, 


An interesting folder on pump valves sent upon request 


ELKHART RUBBER WORKS 


ELKHART, INDIANA 
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duction, and January Ist, 1929, as the effective date for 
clearing current stocks. It was agreed at the meeting 
that the specification of the federal specifications board 
for this commodity will be brought into conformity with 
the simplified practice recommendation adopted. 

For a number of years the manufacturers of hack saw 
blades have recognized the tendency toward unnecessary 
and increasing diversity of product. This led the in- 
dustry to request the division of simplified practice to 
call a general conference of manufacturers, distributors, 
users and others interested, for the purpose of develop- 
ing a simplified practice recommendation covering stock 
sizes. This general conference was preceded by several 
preliminary conferences to survey production and de- 
mand. This programme, as adopted, does not apply to 
what is known as high speed blades, and is limited to 
standard tungsten and carbon blades. 

The conference appointed the following standing com- 
mittee: William P. Jeffery, managing director, Hack 
Saw Manufacturers’ Association, to represent the manu- 
facturers; Mr. Puchta to represent the distributors; 
F. S. Walters, American Society of Mechanical Engineers 
and Westinghouse Electric & Manufacturing Co.; F. C. 
Nichols, navy department, and a representative to be 
appointed by the American Railway Association, to rep- 
resent the organized users. This committee will be re- 
sponsible for periodic re-surveys to determine the degree 
of adherence, and to recommend such revision as condi- 
tions May warrant. 

The division of simplified practice will shortly circu- 
larize the manufacturers, distributors, and organized 
users of the commodity for written acceptances of the 
recommendation. When acceptances have been received, 
representing at least 80 percent by volume of production, 
the department of commerce will publish the simplified 
practice recommendation. 

The recommendation, as adopted by the conference, 
represents a reduction of approximately 75 percent in 
variety. 

—— 


GRATON & KNIGHT STATEMENT 


Worcester Leather Belt Manufacturers Report Net 
Profit of $129,462 for Year 1927 


The Graton & Knight Co., Worcester, Mass., made a 
net profit of $129,462, after interest, taxes and a special 
inventory reserve, during 1927, the first full twelve 
months of operation since reorganization. Current assets 
at the end of 1927 were $5,309,037 and current liabili- 
ties, $633,303, leaving a net working capital of $4,675,- 
734. Sales, amounting to $8,791,729, showed a slight 
increase over 1926. Gross profit, before interest, taxes 
and inventory reserve, amounted to $521,431. 

“During the year we floated a mortgage bond issue of 
$1,750,000 at 5% percent,” states Frank H. Willard, 
president of the company. “The result of this financing 
is reflected in stabilization of our financial position and 
discharge of our entire blank indebtedness. We have 
also retired $750,000 of debenture bonds, funds having 
been taken from working capital with the exception of 
$200,000 which was borrowed at considerably lower rate 
of interest than we were paying on the bonds. 

“The statistical position of hides and leather is much 
more healthy than at any time since 1920. Stocks of 
leather have been reduced to a point where there is an 
actual shortage; the supply of hides has proven inade- 
quate to meet the demand—and indications are that this 
condition will prevail for some time. * * * Inventories 
have been reduced and turnover increased; this has pro- 
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vided us with additional capital necessary for the pur- 
chase of raw materials.” 





GENERAL SALES MEETING HELD 
Sales and Engineering Force of Gears & Forgings, 
Inc., Gathered in Cleveland in March 

The sales and engineering crew of Gears and Forgings, 
Inc., covering the recent consolidation of The Van Dorn 
& Dutton Company, Cleveland; Wm. Ganschow Co., Chi- 
cago; Fawcus Machine Co., Pittsburgh, and The Ohio 





Group at Cleveland Meeting 


Forge Co., Cleveland, held a general sales meeting in 
Cleveland, headquarters of the new organization, on 
March 29th and 30th. 

Those in the front row, left to right, are: W. C. Bates, 
district sales manager, Pittsburgh territory; R. B. Tripp, 
sales manager, forgings; F. W. Sinram, president; C. F. 
Goedke, district sales manager, Chicago territory; L. G. 
Hewins, sales manager, gears; H. B. Newell, chief engin- 
eer; F. J. Niedermiller, district sales manager, Detroit 
territory; S. C. Dalbey, secretary-treasurer. 

a 


THIS BRIDGE IN ONE PIECE 


New Boston & Maine Railroad Structure, 
Welded, Has Not a Bolt or Nut in It 

The bridge which carries the Boston & Maine Railroad 
over the canal at Chicopee Falls, Mass., was erected by 
the arc-welding process. There is not a rivet or a bolt 
in this structure. It was built by fusing the various 
members together at their joints by means of the intense 
heat of the electric arc. The bridge is, therefore, ac- 
tually a one-piece structure. 

The outstanding advantage secured by the use of arc- 
welding, as compared with riveting, is a saving of ap- 
proximately 33 percent of the tonnage of steel required, 
according to Gilbert D. Fish, consulting structural en- 
gineer of the Westinghouse Electric & Mfg. Co. This 
saving is secured in two ways, he states. In the first 
place, the sizes of many of the truss members, connect- 
ing parts, and floor stringers have been reduced, and 
yet provide strength equal to that of an equivalent riv- 
eted job because there is no weakening due to rivet 
holes; secondly, a considerable amount of connecting 
parts and lattice bars, which would be needed for rivet- 
ing, have been omitted. 

Other advantages gained are saving in time of fabri- 
cation in the steel shops, as there is no complicated sys- 
tem of rivet holes to be laid out and drilled; a smoother 
surface, making painting easier and reducing possibili- 
ties of rust; elimination of objectionable noise during 
construction, of special importance in connection with 
work being done in cities; and, probably, greater perma- 
nence, it is stated. 


Arc- 
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ALL OVER YOUR 


TERRITORY Plants 
need THIS SQuipment ~ 


Sell ittothem : 


Look about you! There are 
hundreds of plants pouring 
bearings every day and who 
need the Rowell Bottom 
Pour Ladle and the little 
Rowell Furnace. They 
need this equipment be- 
cause it is primarily time 
and labor saving equip- 
ment — safer and saves 
metal also. 


The Rowell Bottom Pour 
Ladle is known to industrial 
plants—thousands of them 
now in use all over the 
country. And, this month 
the little Rowell Furnace is 
being announced to indus- 
try — both through publi- 
cation space and by direct 
mail to potential users. A 
few of the prospective users 
for this furnace are paper 
and pulp mills, rolling mills, 
mines, power plants, large machine shops, saw mills, 
oil wells, steel mills, manufacturers of machinery, etc. 





It will pay you to investigate this equipment now. 
Both products offer distributors a good profit—sold 
only through distributors. Write today for distribu- 
tors’ terms, plan of cooperation and territory. 


Rowell Manufacturing Co. 


A Consolidation of 
G. D. Rowell & Son and Rowell Mfg. Co. 


Appleton, Wisconsin 


Listed as Standard 
by the Underwriters 
Laboratories. 
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SCANDINAVIAN WESTERN IMPORTING COMPANY Ltd. 
107-109 Lafayette St., New York, N. Y. 

Seattle, Wash. 


Minneapolis, Minn. Montreal, Can. 



















A HER Pl PS 
RES: U.S. PAT. OFp 


For Every Pumping Problem 





Fig. 120 is a power rotary gear force pump 
for general use. Will pump gasoline, oil, 
water, kerosene, paint, etc., 


TRAHERN pumps are furnished in either hand 
or power drive and are suitable for pumping liquids 
at any viscosity. They are also used for pumping 
chemicals and acids of all kinds, circulating coolant 
on machine tools and gasoline engines, and for 
general water supply and circulation purposes in 
factories, laundries, public buildings, ice cream, 
packing and textile plants. They are dependable, 
economical, and low priced. 


GEO. D. ROPER CORPORATION 
ROCKFORD, ILLINOIS 


PUMPS FOR PERMANENCE £& 
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A.C. Rynders Tells Of 


An Inventor’s 


Effort 


Head of White Star Company, Wich- 
ita, Kan., Expresses Convictions 
Regarding the Contributions of the 
Late Oliver Evans to the Mechanical 
Advancement of the United States 


There are few men whose mechanical inventions have 
contributed so much to the good of our country as have 
those of Oliver Evans. Along the line of flour mills, 
grain elevators, steam boats, high pressure steam boilers, 
woolen mills and railroads, there is no one I know who 
had the practical ideas which this great inventor ad- 
vanced and developed. Mr. Evans’ only reward as an 
inventor was long continued liti- _ 














A. C. Rynders 


in to the stone buhrs by hand, catch it in baskets, carry 
it up stairs to the top floor and spread it out to cool, 
using a rake of a special pattern for this purpose. After 
it was cooled, it was necessary to pick it up and bolt it 
by hand, carry it down stairs, sack it and load it. 

This remarkable inventor went to the state of Penn- 
sylvania with his flour mill plans and received a patent, 
before the patent office at Wash- 





gation and the eventual success | 
of the powerful force arrayed 
against him—a poor recompense | 
for the trials he underwent and 
the efforts he put forth to bene- 
fit the world in the labor saving 
devices he perfected. 

In the latter part of the eigh- 
teenth century, Evans developed 
a steel comb and other items for 
woolen mills which enabled them 
to do by machinery what before 
had always been done by hand. 
Not satisfied with this inven- 
tion, he turned his attention to 
the flour milling industry, and 
developed much of the milling | 
system in vogue now, aside from 
the roller mill. The idea of a 
screw conveyor to carry grain, 
flour and feeds from one place 
to another on the level was his. 





engine. 


early day inventions. 


EVANS’ WORK OBSCURED | 


A. C. Rynders, head of the White Star Company, | 
| Wichita, Kan., a well known mill supply house which 
was the subject of an article in the April issue of 
“ Mill Supplies,” is of the firm conviction, after 
| considerable study of the subject, that the late Oliver 
| Evans, through his inventions, contributed to the me- 
| chanical progress of this country in a measure equalled 
| by few others, though he was largely unheralded and 
| pitiably rewarded for his efforts. In this very inter- 
| esting article Mr. Rynders tells of Mr. Evans’ con- 
tributions to the woolen and flour milling industries 
and his development of the high pressure steam 
He maintains, among other things, that as 
| a result of Mr. Evans’ invention the railroad was | 
| developed, that he made the first known machine to | 
| move under its own power, and that much of the flour | 
milling system in use today resulted from his efforts. 
| Evans’ millwright guide, Mr. Rynders states, is an 
| important contribution to mechanics. 
“Mill Supplies” will be interested in this version of 


ee 
ington was opened. Upon the 


opening of the Washington office, 
he made application there and re- 
ceived a patent on his flour mill. 
But the milling industry at this 
time was in the hands of a few 
people, and no one would pay the 
royalty to use his process. At 
the expiration of his patent, how- 
ever, every flour mill eagerly 
installed his system, with the 
result that Mr. Evans had his 
patent extended,and Thomas Jef- 
ferson, president of the United 
States, paid him a royalty of 
$300. The remainder was in lit- 
igation, and this is said to have 
been the only money he ever col- 
lected from any of his patents or 
ideas. 

Evans made immense _ im- 





Readers of 





Evans developed the elevator leg, as it is known today, 
with what he called the endless strap, and buckets at- 
tached, which is used in practically every mill in the 
world today for elevating grain, flour and feed stuffs in 
a perpendicular manner. He developed the cleaning ma- 
chines with seives and fans for separating light grain, 
and it was his boast, and he demonstrated the fact time 
and time again, that he could dump, and load and handle 
the wheat entirely by machinery until it was ready to 
sack. In fact, he dumped wheat and started the mill, 
then plowed for eight hours in the field without once 
giving the mill any attention; and the flour was prop- 
erly bolted in the bin and ready to sack when he returned. 
At the time of this invention, it was necessary, in the 
ordinary mill, to carry in wheat in sacks and feed it 


—' provements in water wheels, and 
his mill-wright guide gives directions in the making of 
water wheels, of the feeding and the speed they should 
run, and many other items too numerous to mention. 

His main idea, seemingly, was the high pressure steam 
engine. To test it out thoroughly, he took a gun barrel, 
welded one end solid, half filled it with water and welded 
the other end. Then by putting the gun barrel in a 
forge, he generated enough steam to burst the barrel 
to pieces. With this idea, he developed the high pressure 
steam boiler and high pressure steam engine. 

He went to the state of Pennsylvania patent depart- 
ment and made application for what he termed the “rail- 
road,” with the statement that he could furnish a high- 
pressure steam engine and boiler which would operate 
fifteen to twenty miles an hour, continuously twenty to 
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twenty-four hours a day. The authorities of Pennsyl- 
vania were not only skeptical, but very much of the 
opinion that it could not be done—that it was a vision- 
ary scheme and without usefulness—so they denied him 
the patent on this invention. 

EVANS REFUSED PATENT ON INVENTION 

In the following year Evans took the same scheme to 
the United States patent office upon its opening. There, 
it is said, he was not only told he was foolish, but that 
the invention had no earthly use, since, in his estimation, 
it would be practical to run a train from Washington to 
3oston in twenty-four hours, and no one in the world 
would want to go that far in so short a time. He then 
offered the suggestion that he could carry freight, and 
received the reply that there was no freight to carry, 
that the people raised their own produce, made their own 
clothes and used wood for fuel. The only transportation 
needed was that to take a sack of wheat to the mill to 
get it ground, and this was done on horse-back. 

Though the patent office turned his application down, 
as had the state of Pennsylvania, Mr. Evans was not 
discouraged by these failures. He made up his blue- 
print specifications and drawings and started a man to 
England to secure a patent there, and to try to sell them. 
The first endeavor proved a failure, as the ship found- 
ered. Afterwards, he sent another emissary on the 
same errand. This man disposed of his plans and draw- 
ings, pocketed the money and the English people devel- 
oped the idea not only in England, but in this country, 
without any credit to the original inventor. 

Evans later decided to build a steam boat on the Mis- 
sissippi river. Going to the New Orleans neighborhood, 
he contracted for a boat, put in a steam boiler and the 





engine, and was about ready to operate when one of the 
periodical floods struck the Mississippi river. When it 
had receded, Mr. Evans found his boat six miles from 
water. However, the parties in charge of the boat de- 
cided they could use the steam power plant, and knocked 
out the ends of the boat and installed a saw mill, which 
operated for many years. 

He took a contract from the city of Philadelphia to 
furnish a mud scow, to be delivered at a certain point 
on one of the rivers in the city. This boat was built in 
his own shop. He put wheels and gearing on it, and 
ran it from his shop to the river, which is said to have 
been the first known machine to run under its own power 
in the world. When he had run the boat into the river, 
he put on paddle wheels and gears, and ran it around 
the city of Philadelphia on its own power, this being 
the first boat to navigate on its own power. 

Being hard up for money, Evans left his shop in Phila- 
delphia and went to New York to raise funds. While 
there his shop burned, leaving him stranded. He died 
in New York a short time afterward, apparently of a 
broken heart. 

He has left a great many things by which to remem- 
ber him, as, for instance, his idea of the true path to 
inventions, which is in four points: 

“Necessity is called the mother of invention, but upon 
inquiry, we shall find that reason and experiment bring 
it forth; for almost all inventions have resulted from 
such steps as the following: 

“1. To investigate the fundamental principles of the 
theory, and process of the art, or manufacture, we wish 
to improve. 

“2. To consider what is the best plan, in theory that 
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| VOGEL Patentod Frost-Proof Chenu 


give satisfactory service, day in and day out, winter and summer 


The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 


| 

The material used in the manufacture of VOGEL closets is the best to be obtained. | 
| 

and the entire fixtures are tested under hydraulic pressure before leaving our 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero | 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. | 


The VOGEL is the simplest and most durable frost- 


proof water closet made. 


JOS. A. VOGEL COMPANY | 


The price is right. | 


SOLD BY ALL JOBBERS 


Wilmington, Delaware 
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can be deduced from, or founded on, those principles, to 
produce the effect we desire. 

“3. To inquire whether the theory be already put in 
practice to the best advantage; and what are the imper- 
fections or disadvantages of the common process, and 
what plans are likely to succeed better. 

“4. To make experiments in practice, upon any plans 
that these speculative reasonings may suggest, or lead 
to. Any ingenious artist, taking the foregoing steps, 
will probably be led to improvement on his own art; for 
we see by daily experience that every art may be im- 
proved. It will, however, be in vain to attempt improve- 
ments, unless the mind be freed from prejudices in favor 
of established plans.” 

In his mill-wright guide, Evans left many valuable 
formulas. Part 1 includes the principles of mechanics 
and hydraulics, many of which are in use today. Part 
2 is on the different kinds of mills. Part 3 discusses all 
of his improvements. Part 4 is the theory and practice 
of manufacturing grain into flour. His book is full of 
rules and regulations for mills, and gives the iron work 
and lumber necessary to make different machines. 





BIGGS & CO. IN NEW HOME 


Modern Structure of Wichita Falls, Texas, Supply 
House Provides Many Conveniences 

Biggs & Company, Wichita Falls, Texas, are now well 
settled in their new building, 1401 Lamar street, to which 
they moved from the old location on Ohio avenue the first 
of this vear. 

The company has a one-story brick and concrete build- 
ing, 100 by 150 feet, with a mezzanine floor all around 
and a 40 by 100 foot basement at one end, providing alto- 
gether about 29,000 square feet of floor space. Adjoin- 
ing the main building is a 40 by 150 foot warehouse, 
where are kept steel, boiler tubes, pipe and other similar 
material. 

The building is on a corner lot, both streets paved; 
has street car service in front and railroad tracks in the 
rear. Trucks may be driven entirely around the build- 
ing, so that service may be given from four different 
sections of the structure. A monitor skylight runs along 
the center of the building, almost the entire length, mak- 
ing the inside of the structure practically as light as day. 
The inside layout is very convenient, and orders are han- 
dled with the greatest expedition, according to James 
Biggs, president of the company. 

“Papers are passed between the order clerk and the 
shipping clerk, and between the shipping clerk and price 
clerk by means of an ordinary cash carrier, so that prac- 
tically three-fourths of the day’s business is invoiced the 
same day shipment is made—and shipment is made the 
same day orders are received.” 

3iggs & Company were established in 1919 and incor- 
porated in 1922. They handle mill, gin, oil and gas well 
supplies and heavy hardware, and cover south-western 
Oklahoma and north-western Texas with their salesmen. 
James Biggs is president and manager of the company; 
A. A. Kuehn, vice-president, and C. C. Robbins, secretary- 
treasurer. 





———__———_——_ 


Goodwin Elected President 


S. F. H. Goodwin has been elected president of the 
Duncan & Goodell Co., Worcester, Mass., to succeed the 
late B. M. Scott, who died January 3rd. Mr. Goodwin 
has been a member of the organization for about 46 
years. He purchased the interest of John B. Goodell 
AO years ago, but Mr. Goodell remained with the firm in 








the capacity of treasurer until 1910, when he was suc- 
ceeded in that office by Mr. Goodwin. Mr. Goodwin will 
retain the office of treasurer. H. S. Ramsdell continues 
as first vice-president, E. L. Parks as second vice-presi- 
dent, and G. J. Bridgham as secretary. The Duncan & 
Goodell Co. distributes mill supplies and hardware. 





GEORGE PUCHTA BACK AT WORK 


Head of Queen City Supply Co. Returned from 
Interesting Trip to South America 

George Puchta, president of The Queen City Supply 
Co., Cincinnati, has returned to his desk after a long 
and serious illness, followed by a trip to South America 
for the benefit of his health. In his own words, he has 
“fully recovered, and trying to make up for lost time.” 

Mr. and Mrs. Puchta left New York in January on 
the steamship, Essequibo. They stopped at Havana, 
Cuba, then went through the Panama canal and down 
the Pacific coast to Valparaiso, Chile, stopping at Callas 





GEORGE PUCHTA 


and Lima, Peru; Antofagasta, Chile, and several smaller 
places on the Pacific coast, which are ports for ships and 
points of connection with railroads for the interior. 
From Valparaiso they went to Santiago, Chile, then over 
the Andes mountains and to Argentine and the latter’s 
principal city, Buenos Aires. From Buenos Aires they 
took the steamer, Van Dyck, of the Lambert & Holt line, 
stopped at Montivideo, the capital of Uruguay, and then 
proceeded to Santos, the great coffee port of Brazil; San 
Paulo, Rio de Janeiro, Pernambuco, the islands of Trin- 
idad and Barbados, thence to New York. When they 
returned to Cincinnati they found they had traveled 
about 13,000 miles. 

“The weather was delightful—at times warm,” stated 
Mr. Puchta. “We had only two days of rough seas dur- 
ing the entire journey. South America is a great land, 
not densely populated and having many natural re- 
sources. Most of the cities are very attractive. Busi- 
ness is extensive, but confined mainly to the handling 
and exporting of natural products, and to industries per- 
taining thereto. While goods are imported from differ- 
ent countries, reliable information leads me to believe 
that imports from the United States are larger than 
from any other country.” 

Mr. Puchta is planning to attend the triple conven- 
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HULL QUPPLUES __ on 
tion in Nashville. He is a member of the Mill Supply 
Council, was a charter member and the second president 
of The National Supply and Machinery Distributors’ 


Association, and is one of the best known figures in the 


THE BELT WITH THE CATERPILLAR GRIP — supply field. He is also a former mayor of Cincin- 














































| WRIGHT MFG. COMPANY SOLD 
™ | American Chain Company, Inc., Purchases Lisbon 
The One Quali ty Be lt | Organization—No Change in Policies 


Wright Manufacturing Company, Lisbon, Ohio, manu- 
facturer of chain hoists, trolleys and cranes, announces 
the sale of its business and trade name to the American 
Chain Company, Inc., with executive offices in Bridge- 

AN OAK TANNED LEATHER port, Conn. No changes in the policies or sales organi- 
zation of the Wright Manufacturing Company are antici- 
BELT MADE TO NEW pated. Hal F. Wright and W. F. Wright will continue 

with the sales and production divisions, respectively. 
STANDARDS “There is no contemplated change in distribution, and 
we hope to carry all of our old accounts on the same 
basis as heretofore,” states Hal F. Wright. “W. F. 
Wright, with his superintendents and workmen, will con- 
B tinue as in the past. Our entire field organization, as 
y well as my assistants, will remain with us, although at 
a later date our general sales offices will be moved to 
3ridgeport, but will function in identically the same man- 
™ = | ner as they have for the last twenty years. The writer 
Slip-Not Belting Corp. — in the same position he has occupied hereto- 

ore.” 

H. H. Wright and C. F. Wright have no definite plans 
for the future, but Hal F. Wright states he believes it is 
their intention to spend a considerable part of their time 
in California. 
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re Preformed Wire Rope 
Several years ago the American Cable Company, Inc., 
| New York, introduced what is known under the trade- 
| mark as “Tru-Lay preformed wire rope.” A new type 
| of fitting has also been developed, which is known and 
advertised as “‘Tru-Loc processed fitting.”” The Hazard 
| Wire Rope Company, Wilkes-Barre, Pa., has been given 
SOLD ONLY a license to manufacture this type of rope and fittings. 
THROUGH Other licenses have been granted by the American Cable 
Company, Inc., to make preformed wire rope to the fol- 
MILL SUPPLY lowing manufacturers: Dominion Wire Rope Company, 
» JOBBERS | Ltd., Montreal, Canada; Bruntons, Musselburgh, Scot- 


| land, and Felten & Guilleaume Carlswerk, Cologne, Ger- 
many. 





RESALE PRICE LAW URGED 


| Milwaukee Supply Club Resolution Asks Support of 
the Capper-Kelly or Similar Bill 
| The National Supply and Machinery Distributors’ As- 
| sociation has distributed to its members copies of a res- 
| olution adopted by the Milwaukee, Wis., Supply Club and 
| sent to its representatives in the senate and house of 
representatives, requesting that the latter lend their sup- 
| port to the Capper-Kelly bill or one of similar nature. In 
| 


POWER TRANSMISSION ASSOCIATION 


MEMBER 


the letter accompanying the copy of the resolution, Sec- 
retary George A. Fernley of the National Association 
suggests that if members favor enactment of the Capper- 
Kelly bill, they immediately write to their congressmen 
| and senators advising them of their desire that they sup- 
| port it. 
“Many of our members are actively supporting the 
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Capper-Kelly bill (known as H. R. 11) now pending in 
congress, which, if enacted, will legalize the maintenance 
of suggested resale prices,’”’ wrote Mr. Fernley. 

“Information recently received from Washington 
indicated that the sub-committee of the interstate and 
foreign commerce committee of the house, would favor- 
ably report the bill. However, their delay in doing so is 
interpreted as an indication that strong opposition to it 
is developing. Further, that opponents of the measure 
will vigorously contest its passage by the house when it 
reaches the floor.” 





EXPORTS DURING 1927 


Chamber of Commerce Bulletin Shows They Neared 
Five Billion Mark Again 

For the third consecutive year, American exports in 
1927 neared the five billion dollar mark, as shown in a 
bulletin on “Our World Trade in 1927,” made public re- 
cently by the Chamber of Commerce of the United States. 
“Despite generally lower world prices,” the chamber says, 
“our total exports for the year 1927 amounted to $4,864,- 
806,000, which was one percent greater than that of the 
preeeding year, but about one percent smaller than the 
high value of 1925 

“In 1927 our exports of manufactured articles passed 
the three-billion mark for the second consecutive year. 
Exports of raw materials, on the other hand, declined in 
value, owing to the sharp drop in our coal exports after 
the cessation of the British coal strike in 1926.” 

More than one-third of all American exports last year 
went to the United Kingdom and Canada. Each country 
took slightly more than 17 percent of the total. These 
two destinations staged a close race for first place as the 
leading market of the United States. 

“The value of our sales to the United Kingdom in 
1927,” the bulletin points out, “was $840,000,000, or 14 
percent below the amount of her purchases in 1926. Our 
exports to Canada in 1927 amounted to $836,000,000, 
which was 13 percent greater than the 1926 figure. The 
value of Germany’s purchases from us was $483,000,000, 
an amount nearly one-third greater than the total of the 
preceding year. Germany was our third best customer. 
American purchases by Japan, our fourth leading market, 
amounted to $258,000,000, a decrease from her 1926 pur- 
chases of about one percent. Purchases by France in 
1927 were also lower than in 1926, the total of $229,000,- 
000 being 13 percent off from the figures of the preced- 
ing year. These five markets—United Kingdom, Canada, 


Germany, Japan, and France—have been our five best 
customers since 1920, purchasing more than half of our 
total sales to foreign countries. 


“Although imports from every part of the world showed 
losses in 1927, the decrease in imports from Europe was 
only $9,616,000, less than one percent. Asia sustained the 
gres 9, srcent below the 1926 
imports from that continent.” 


Hazards in Using Lacquer 

“Almost overnight the paint brush has given way to 
the spray gun and a great industry committed to the 
task of the speedy finishing of popular articles of utility 
has leaped into the commercial limelight,” says the Hart- 
ford Accident and Indemnity Company in its booklet on 
spray coating. “From furniture to automobiles, pyroxy- 
lin lacquer has the stage, winning its way to popularity 
because of its durability, its attractiveness and, in par- 
ticular, its ease of application. Some of this work is con- 
ducted under reasonably hygienic conditions, but because 
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the lacquer industry is founded upon the use of essen- 
tially hazardous chemical compounds, and operated under 
pressure of unprecedented demand from a fascinated 
public, the ‘magic gun’ has not always struck its mark. 
Lives are being sacrificed and property destroyed—need- 
lessly. Lacquer comes of dangerous stock. Its chief in- 
gredient, pyroxylin, is the direct descendant of nitro- 
cellulose, which is the basis of a vast variety of sub- 
stances ranging all the way from high explosives to sur- 
gical dressings. Nitrocellulose is, therefore, a Dr. Jekyll 
and Mr. Hyde, being both a destroyer of property and 
life and a healer. One of its good points, however, is 
that once converted into an article of utility it is rela- 
tively harmless, except that it is subject to combustion if 
brought into contact with flame.” 





Branch in Richmond, Ind. 

The Queen City Supply Co., Cincinnati, announces the 
purchase of the supply and iron department of the Jones 
Hardware Co., Richmond, Ind., and the establishment 
of the Richmond division of the Queen City company, 
under the management of H. G. Burton. The Queen 
City has opened a warehouse and salesroom at 1118-1122 
North E street, Richmond. “We have always solicited 
business in the vicinity of Richmond, but found, just 
as in the Lexington case, that we have to have the mer- 
chandise on the ground floor if we are to retain our cus- 
tomers or establish new accounts,” stated Lawrence G. 
Puchta, vice-president of The Queen City Supply Co. 
“After all, we are merely an industrial department store, 
and no one is going to go to all the trouble of ordering 
staple articles from any city other than his own, that is, 
if the stock is right there for them.” The Queen City 
now has branches in Dayton, Ohio; Lexington, Ky., and 
Richmond, Ind. 
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600,000 


Satisfied Users of U. S. Automatic In- 
| jectors requiring repairs and replace- 






ments, together with an assured and 
proper profit to the jobber through our 
established resale prices, make U. S. 
Automatic Injectors a satisfactory and 
profitable line fcr any jobbe: to handle. 














READY TO SHIP 
































‘SUPERIOR’’ 
Cap Screws and Bolts 
f 
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Stes Mike Quality and Service 

Carriage Bolts ° Stove Bolts 
Plow Bolts Specials Stove Rods 
Step Bolts Everyone can DEPEND on “‘Superior’’ products. Sink Bolts 


Ask those who use them. 


Lag Screws Tire Bolts 


The Superior Screw and Bolt Mfg. Co. 


Cleveland, Ohio 


New York—290 Hudson St. (also export office) St. Louis, Mo.—318 Planters Bldg. 
Chicago—707 W. Van Buren St. Detroit, Mich.—3-216 General Motors Bldg. 
WAREHOUSES 
Newark, N. J.—15 Kirk Place Chicago—707 W. Van Buren St. 
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The David Maydole Hammer Co., 


Norwich, N. Y., has just placed on the 
market a line of ball pein hammers un- 
der the brand name, “‘Norwich,” to dis- 
tinguish them from the regular May- 





dole line of ball peins, which has been 
a standard line for many years. The 
head of the new hammer is drop-forged 
of selected tool steel, polished, and the 
handle is of clear, second-growth hick- 
ory, with walnut stain. The new line 
comes in five weights—12, 16, 20, 24 
and 32 ounces. 

The Oster Mfg. Co., 2068 East 61st 
place, Cleveland, announces a new die 
stock especially designed for threading 
brass pipe. This tool is provided with 





automatic, quick-opening dies, which 
eliminate any necessity for backing-off 
over the finished thread. The dies may 
be adjusted to cut deep or shallow 
threads. New dies, especially ground 
for cutting brass, are another feature 
of the new tool. They are provided 
with a slightly different cutting angle. 
A brass face plate, plainly marked, 
identifies the tool as a _ brass pipe 
threader. The new tool is patterned af- 
ter the Oster “Bull Dog” die stock. 
M. L. Oberdorfer Brass Co., 2302 
Thompson road, Syracuse, N. Y., an- 
nounces a new motor driven centrifugal 
pump, which gives the company a full 
line of small pumps. The new pump is 
capable of handling 2100 gallons per 
hour at no load. It is directly con- 
nected to a %4-HP, 1725 RPM motor 





and is 


mounted on a cast 
This pump has the open impeller design 
and is capable of suction lifts as high 


iron bed. 


as 14 feet, provided a tight check valve 
or other priming arrangement is used. 
It is capable of pumping a 24-foot head. 
All parts of the pump which come in 
contact with the liquid are non-corro- 
sive, according to the company. Pump- 
ing jobs for which this pump is said to 
be especially adapted are sump pump- 
ing, unloading tank cars and for han- 
dling light oils, gasoline, fuel oil or any 
other liquid in moderately large volume. 

The Hisey-Wolf Machine Co., Coler- 
ain and Marshall avenues, Camp Wash- 
ington, Cincinnati, is manufacturing 
the new 3% H.P. Hisey combination 
dise and floor stand grinder. The spin- 
dle is mounted on two annular ball 
bearings, which take radial load only. 
A double-acting, self-aligning thrust 
bearing is provided to take all end 
thrust. Standard equipment includes 
one full safety combination wheel 
guard, 15-inch diameter steel disc, plain 
work table, automatic safety motor 
starter and connecting wires. Grinding 
wheel is furnished on order only. The 
plain work table is 8% by 9% inches. 
A universal lever feed table, 614 by 13 
inches, can be supplied to special order. 
This machine is furnished at 60 cycle 
alternating current, 220 or 440 volt, 
3-phase, and can be supplied on special 











order for 2-phase, also 50 cycles at 
1425 R.P.M.; 40 cycles at 1125 R.P.M., 
and 25 cycles at 1425 R.P.M.; also for 
special voltage from 110 to 550 volts, 
and for single phase service with im- 
proved type of repulsion induction mo- 
tors. It is furnished in direct current 
with 115 or 230 volts, and can be sup- 
plied for special higher voltages up to 
250 volts. 

American Cable Co. Inc., 105 Hudson 
street, New York, has recently per- 
fected the “Tru-Lay—True-Loc’’ fiex- 
ible bolt. The company states that this 
bolt may be used wherever the rigid 
U-bolt is impracticable. The principle 
upon which it is based is the preformed 
type of wire rope, which the company 
has developed. Preforming the wires 
and strands to the exact helical shape 
they must assume in the completed rope 


results in a cable that does not require 
seizing, but may be cut like a rod. This 
type of rope permits a close fitting at- 
tachment to be slipped over the unseized 
end of the rope and to be processed so 
that the steel of the fitting cold flows 
into the interstices of the rope and 
becomes practically an integral part of 
it. Such fittings can be threaded for 
a nut or capped for a head, the com- 
pany states. The flexible bolt which 
has resulted from these developments is 
available in varying lengths. 

Specialty Trading Corporation, 551 
Fifth avenue, New York, is now manu- 
facturing the “Stick-to” drill chuck, 





| 





which is designed to prevent breakage 
of drills and to use up any kind of 
broken drills; also the “Stick-to” double 
twist drill, which the new chuck makes 
possible of using. The new chuck grips 
the twist of the drill without marring 
or dulling its cutting edge, as well as 
the round shank. The twist drill is 
held in the chuck at two points a cer- 
tain distance apart, providing eight 
contact points to prevent slippage and 
insure alignment. The smallest pro- 
jection of the twist drill outside the 
chuck may be regulated to the depth 
of the hole or to the free length de- 
sired. The drills may be set to any 
depth in the chuck, eliminating the use 
of stops. The “Stick-to”’ double twist 
drill provides drill points on both ends, 
and, when one becomes dull, the drill 
may be inverted in the chuck and the 
other end used. The full length can 
be consumed, as there is no shank to be 
discarded. 

The Stanley Rule & Level Plant, 111 
Elm street, New Britain, Conn., an- 
nounces a new line of Stanley electric 
drills. The company states that ex- 
ceptionally powerful motors are used, 
giving the drills plenty of reserve 





Effort 


power for any kind of work. 
has been made to combine simplicity of 
design with strength and rigidity, it is 
stated, and the lines are straight, with 


an absence of projections. The make 
and break type of switch is convenient 
to the handle, being so placed that it 
can be operated without releasing firm 
grip on the handle. The drills are pro- 
vided with a ventilation system to keep 
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ATLANTIC Bar Belt Dressing 


ATLANTIC MANUFACTURING CO. 





20 Years on the market without a Complaint 


A high grade lubricant and preserver. It will put a surface on 
your belts and make them carry the load. Does not make 
belts soft and spongy. Made in three grades, for leather, 
rubber and canvas belts. Also made in liquid form. 


Wilmington, Delaware 
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LUTHER POWER 
DISC SHARPENERS 








LIBBEY 


High Pressure Gauge 


High Pressure Red Line Gauge Glass 


Standard Pressure Gauge Glass ing harrow discs and mower knives, ensilage cutter knives, tools, etc. 
Lubricator Glasses 


Oil Cup Glasses 


AMERICA’S STANDARD tachment will sharpen all discs up to 28 te 


and 


Made in U. S. A. 


Write for booklet 


The Libbey Glass 


Mfrs. of Railroad and Industrial Glassware ground from tip to heel in quick time. 


Toledo, Ohio 





SHARPENS 

ALL DISCS 
14” TO 28” 

DIAMETER 


Glass 





There is a big demand for power bench grinders adapted for sharpen- 


This LUTHER grinder will be an all-year-round money maker and 


time saver for farm and shop use. 


You make a good margin of profit on every LUTHER grinder sale. 
LUTHER grinders are best known and made to meet users needs; 
fully guaranteed. 


Luther No. 310 equipped with this at- 





inches diameter. 
FOR ALL MAKES 
MOWER KNIVES 
GRINDS FROM 
TIP TO HEEL 
Necessary to remove discs from shaft; best and most accurate way 


to sharpen. 
Mfg. Co. Mower knives ground on side of wheel using attachment as support. 
Operator guides work, regulates bevel as desired. Uniform bevel 


Ask for prices—Sold thru jobbers 


LUTHER GRINDER MFG. CO. 


283 SO. WATER ST. MILWAUKEE, WIS. 
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them cool when in continuous operation, 
and with a convenient key holder for 
chuck keys in the drill housing. There 
are special cable clamps inside the drill 
and a full armored attachment plug to 
prevent trouble when the cable is sud- 
denly jerked. The No, DJ 6, 14-inch 
heavy duty drill is illustrated herewith. 

The Black & Decker Mfg. Co., Tow- 
son, Md., has devised a new electric 
saw table, which extends the scope and 
usefulness of the company’s electric 
combination grinder. This table can be 
mounted on the grinder, and work can 
be sawed on any angle up to 45 de- 
grees. The table can be raised or low- 
ered to fit all requirements. While the 
machine will saw wood up to 1% inches 
in thickness, it will also saw aluminum, 
brass, copper, bakelite, fibre, etc. The 
saw table is sold separately or in com- 
bination with the grinder. 

National Machine Tool Company, 
1536 Clark street, Racine, Wis., is man- 
ufacturing the “Handnib” shear and 
handnibbler for making templates and 
gauges. This tool is portable and of 
all steel construction. The tool will cut 
sheet metal into any pattern without 











A 





necessitating much filing. The con- 
cave cutting knife shears along any 
curved line, and the _ semi-circular 
punch cuts out the “hard-to-get-at” 
corners. Sheared portions of any width 
metal clear the machine. It weighs 13 
pounds, the length of blade is 4% 
inches, the capacity of shear, %-inch 
flat stock, and the capacity of rod cut- 
ter, 5/16-inch round stock. The clamp- 
ing device consists of a taper latch 
which will adjust itself automatically 
to any vise. Where bench mounting is 
desired, the taper latch can be swung 
upward out of the way. 

The Safety Wrench & Appliance Co., 
360 Worthington street, Springfield, 
Mass., is manufacturing a new car 
mover known as the “Swaco.” To 
guard against slipping, the “Swaco” is 
provided with five spur contacts. The 
spurs grip the flange of the rail, which 
is softer than the top surface. Three- 
position adjustable handle arrange- 
ment makes possible the convenient 
operation of the mover between or un- 
der cars. By loosening a thumb screw, 
the handle may be transferred to the 


offset. All parts of the “Swaco” car 
mover are made of electric steel 
castings. 


The Conneaut Packing Company, 
Conneaut, Ohio, is now putting out a 
valve stem packing carton for dis- 
tributors of mill and plumbing sup- 
plies, containing 12 cans of Conneaut 
plastic metallic packing—a_water- 
pump packing that has been on the 
market for more than 10 years. The 
package serves as a counter display 
carton. 

The Digit Manufacturing Co., 272 
Lafayette street, New York, is manu- 
facturing the “Digit” finger lamp, 
which clamps on the finger or on a 
tool, and is handy for “trouble” work. 
It has a 2.5 volt Mazda bulb and 4 feet 





- — 














of cord. By using the “Digit” con- 
verter, equipped with a 6-volt Mazda 
bulb, plugged into any dashboard 
socket, an automobile signalling and 
trouble lamp may be provided. It can 
also be used in conjunction with the 
electric cigar lighter by removing the 
lighter tip and inserting the Digit plug, 
thus providing a finger clamp trouble 
lamp with a cord length of about 9 
feet. 

Split Ballbearing Corporation, Leba- 
non, N. H., is manufacturing split ball 
bearings, which may be installed with- 
out disturbing shafts, pulleys. or 





couplings. This bearing consists of an 
inner sleeve in two halves (with in- 
serted raceways) which fasten around 
the shaft; an outer casing with corre- 
sponding raceways, and 24 steel balls. 
A tight and smooth joint in the race is 
provided by dowel pins and screws. 
Cylindrical spacers, smaller in diameter 
than the balls and having concave ends, 
are placed endwise between the balls 
to hold them apart. These bearings are 
made in regular sizes to fit standard 
hangers, while special styles and pillow 
block mountings are made to order. 

E. C. Atkins & Co., Indianapolis, 
have brought out a new two-handle 


cross cut saw, to be known as “The 
Meteor, No. 7,” which embodies the 
characteristics of Atkins improved 
cross cut saws, but is lighter in weight, 
has a stiffer blade and a heavier base 
on both teeth and rakers, with extra 
large, polished gullets so sawing may 
be pushed without danger of breaking 
teeth or rakers. The new saw tapers 
on both sides from tooth edge, where it 
is thickest, to the back, and from ends 
on the back to center on back, where 
the saw is thinnest, making the cut 
faster and overcoming binding. 
Rowell Manufacturing Company, Ap- 
pleton, Wis., is now _ introducing 
“The Little Rowell” furnace, designed 
to meet the needs of industries which 
have machinery maintenance depart- 
ments. It is of portable construction, 
being mounted on roller bearing cast- 
ers, and it may also be carried by two 
men. Fuel recommended for this fur- 
nace is charcoal, but gas may also be 
used, and a burner can be supplied to 
meet such a demand. The “Little 
Rowell” has a single bottom draw out- 
let, which eliminates the necessity for 
skimming and dipping. The furnace 
weighs approximately 150 pounds and 
has a capacity of 120 pounds of lead. 











Trade Literature : 

















N. A. Strand & Company, 5001-5009 
North Lincoln Street, Chicago, manu- 
facturers of flexible shafts and equip- 
ment, have published a new catalogue 
of 48 pages, covering several new types 
of machines and attachments. 

The Wilson Welder and Metals Co., 
Wilson Bldg., Hoboken, N. J., has issued 
Bulletin No. E, entitled, “Good Weld- 
ing Essentials,” which was prepared 
by Alexander Churchward, technical 
director of the company. It is illus- 
trated by drawings. 

Husky Wrench Company, 27th and 
Florence streets, Milwaukee, has issued 
its 1928 catalogue, No. 28. This is a 
booklet of 14 pages and cover, contain- 
ing brief descriptions and prices, etc., 
and tables, and is completely illustrated. 
Particular attention is devoted to the 
various wrench sets produced. 

Silent Hoist Winch & Crane Co., Inc., 
762-772 Henry street, Brooklyn, has 
issued Bulletin No. 27, an illustrated 
four-page folder on its vertical and 
horizontal capstans and single and 
double drum winches, which are self- 
contained units with electric motor and 
gasoline drive. It is prepared for in- 
sertion in a file or loose-leaf catalogue. 

The Oster Mfg. Co., 2068 East 61st 
place, Cleveland, has just issued Cata- 
logue No. 36. It is replete with pho- 
tographs of Oster tools and their uses. 
Covering the company’s complete line 
of pipe-threading equipment, the cata- 
logue is a useful reference book for the 
distributor, plumber and pipe-fitter. It 
is of small, handy size. Of particular 
interest in this new catalogue are de- 
scriptions of the Oster 4-inch “Power 
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Boy,” No. 414, and the Oster 4-inch cut- 
ter, items recently added to the com- 
pany’s line. 

Richards-Wilcox Mfg. Co., Aurora, 
Ill., has issued Catalogue No. 44 on its 
elevator door equipment. This is a 
booklet of 90 pages and cover, thor- 
oughly illustrated with photographs 
and drawings. It contains descriptive 
matter and prices, and lists typical in- 
stallations of the company’s equipment. 
In order to provide room for larger il- 
lustrations, two pages are printed to- 
gether and the whole folded to fit inside 
the cover, which measures approxi- 
mately 11 by 9 inches. A portion of 
the cover contains an interesting group 
of pictures of buildings in which Rich- 
ards-Wilcox equipment has been in- 
stalled. 

Reeves Pulley Company, Columbus, 
Ind., has issued a very attractive cata- 
logue, No. 88, which contains detailed 
information on the company’s new va- 
riable speed transmission. The booklet 
is divided into six parts. The first deals 
with construction and operating prin- 
ciple; the second with composite de- 
signs, remote controls and accessory 
parts; the third with automatic con- 
trol; the fourth is entitled, “Adoption 
of the Reeves Variable Speed Trans- 
mission as Standard Equipment;” the 
fifth tells about various industries now 
using Reeves variable speed transmis- 
sion, and the sixth is devoted to engi- 
neering information. The catalogue, 
which contains 64 pages and cover and 
measures 11 by 8 inches, is well illus- 
trated with photographs and blue 
prints. The cover is done attractively 
in red and black, with red predominat- 
ing, and the envelope enclosing the cat- 
alogue is in the same colors. The com- 
pany has also issued list prices for va- 
riable speed transmission and replace- 
ment parts in a booklet which accom- 


panies the new catalogue. 
Bruce P. Owens, vice-president of the 


Bruce P. Owens 
O’Malley-Beare Valve Co., Chicago, 
died in Evanston, IIll., Saturday, March 
3ist. He was 45 years of age. 








Harry L. Bell 

Harry L. Bell, an expert metallurgist 
and for many years foundry superin- 
tendent for the Dodge Manufacturing 
Corporation, Mishawaka, Ind., died re- 
cently at his home on Bass Island, near 
Knox, Ind., at the age of 70 years. 

Ernest L. Vogel, Sr. 

Ernest L. Vogel, Sr., for many years 
a well known leather belting salesman, 
died Tuesday, March 20th, at his home 
in Wheaton, IIl., following an illness of 
four months. Mr. Vogel served for 
many years with the old Munson Belt- 
ing Co., and later with the Jewell Belt- 
ing Co., Hartford, Conn., and W. H. 
Salisbury & Co., Chicago. He was 
born July 20th, 1863, in Allegheny, Pa., 
and was prominent in church activities. 
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Deceased is survived by his widow, a 
son, Ernest, and three daughters, Mrs. 
L. L. Phillips, Mrs. Warren C. Vining 
and Mrs. Carl M. Vining, all of 
Wheaton, and by six grandchildren. 
William W. Sharp 

William W. Sharp, Akron, Ohio, dis- 
trict manager for the Pierce, Butler & 
Pierce Mfg. Corp., New York, died Mon- 
day afternoon, April 9th, in the Cleve- 
land Clinic hospital, where he had been 
taken for observation a week previous 
following an illness of about six 
months. He was born in New Philadel- 
phia, Ohio, and was 39 years of age. 
Mr. Sharp was president and general 
manager of the Mill & Mine Supply 
Co., and the Akron Warehouse Co., 
when, on August Ist, 1926, those com- 
panies became a part of the Pierce, 
Butler & Pierce Mfg. Corp., at which 
time he became district manager for 
the latter organization. He was promi- 
nent in lodge and club circles in Akron. 
Mr. Sharp is survived by his widow, 
Mrs. Dorothy A. Sharp, and two sons, 
William, Jr., and Jack. 

John Jewell 

John Jewell, treasurer of the Reeves 
Pulley Company, Columbus, Ind., and 
the Reeves-Bond Sales Co., Chicago, 
died Thursday, March 22nd. Mr. Jewell 
had been inactive in business for a 








period of about a year, owing to illness. 
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JOHN JEWELL 


The immediate cause of his death was 
heart trouble, resulting from a com- 
plication of diseases. Deceased was 
born August 3rd, 1867, and was in his 
sixty-first year at the time of his death. 
He had been head of the accounting de- 
partment of the Reeves Pulley Com- 
pany since its incorporation in 1888, 
and, in fact, opened the books of ihe 
company. He had been treasurer for 
about three years prior to his death. 
Mr. Jewell was prominent in civic ac- 
tivities of the community and Masonry. 
Edward H. Pease 

Edward H. Pease, treasurer of the 
W. D. Allen Manufacturing Co., Chi- 
cago, died March 25th at Useppa 
Island, Fla. Mr. Pease was born in 


Warehouse Point, Conn., October 8th, 
1859, and lived for many years in Hart- 
ford, having been graduated from the 


} 
Hartford high school in 1877. For a 
time he was connected with Root & 
Childs, and later with Church & Co., 
New York, and the Mercantile National 
Bank, Hartford. In January, 1887, he 
moved to Chicago and became treasurer 
of the W. D. Allen Manufacturing Co., 
which position he occupied for more 
than forty years. Deceased was a 
former president of the Leather Belt- 
ing Club of Chicago, and a member of 
the Machinery club and other organi- 
zations. His home was in Wilmette, IIl. 
Mr. Pease is survived by his widow, 
Mrs. Josephine Wyckoff Pease, and a 
sister, Miss Laura B. Pease. 
Harold C. N. Ammann 

Harold C. N. Ammann, representa- 
tive in the Chicago district for the 
Brunner Mfg. Co., Utica, N. Y., died 
Tuesday, April 3rd, following a short 
illness. Mr. Ammann had been with 
the Brunner Mfg. Co. for about a year 
and a half, and had represented it in 
the Chicago district for about a year. 








John Sommer 

John Sommer, president of the Mid- 
States Steel & Wire Co., Crawfordsville, 
Ind., and one of the founders and vice- 
president and a director of the Key- 
stone Steel & Wire Co., Peoria, IIl., died 
April 7th at the age of 62 years. In 
1889 Mr. Sommer became associated 
with his father and brother in the 
manufacture of wire fence in Tremont, 
Ill., and the business was moved to 
Peoria in 1895. Mr. Sommer lived in 
Tremonton, Utah, from 1901 until 1915 
because of his health, but since return- 
ing to Peoria he had been prominent in 
the management of the Keystone Steel 
& Wire Co. He was active last year in 
the organization of the Mid-States Steel 
& Wire Co., which resulted from a 
merger of the Crawfordsville Wire & 
Nail Co., Dwiggens Fence Co., and the 
Adrian Wire Fence Co. Mr. Sommer’s 
two brothers, B. L. and W. H. Sommer, 
are president, and vice-president and 
general superintendent, respectively, of 
the Keystone Steel & Wire Co. 


William H. Morgan 

Col. William Henry Morgan, presi- 
dent of the Morgan Engineering Co., 
Alliance, Ohio, died March 29th in the 
Union Memorial hospital, Baltimore, 
following an operation, at the age of 
63 years. His father, Thomas R. Mor- 
gan, Sr., founded the Morgan Engineer- 
ing Co. in 1871, and, after attending 
Mount Union college, Alliance, Colonel 
Morgan entered the Morgan plant. In 
1888 he designed one of the first elec- 
tric traveling cranes manufactured by 
the company, and he also developed 
considerable other equipment. Upon 
the death of his father, in 1897, he be- 
came president of the company, but 
after assuming that office he continued 
to spend much of his time in the en- 
gineering department, designing mill 
equipment. Colonel Morgan was ac- 
tive in the company’s affairs until about 
two years ago, when he gave up most 
of his duties because of ill health. 
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The Foreman Was Jealous 

She: Why did the foreman fire you 
yesterday ? 

He: Well, a foreman is one who 
stands around and watches his gang 
work. 

She: I know; but what’s that got to 
do with it? 

He: Well, he got jealous of me! 


Manhandling Words 
Observing a young lady standing 
alone, the young man stepped up to 
her and said, “Pardon me. You look 
like Helen Black.” 
“Yes,” she replied, “I know I do, but 
I’d look far worse in white.” 


A Touch System 
“Where did you find this wonderful 
follow-up system? It would get money 
out of anybody.” 
“T simply compiled and adapted the 
letters my son sent me from college.” 


It Was a Dream 
“Deacon White will lead in prayer. 
Deacon, will you lead?” 
Deacon (waking up): 
self, I just dealt.” 


“Lead your- 


The Retort Courteous 
An Englishman and an Irishman, rid- 
ing together, passed a gallows. 
“Where would you be,” said the Eng- 
lishman, “if the gallows had its due?” 
“Ridin’ alone, I guess,” said the Irish- 
man. 
Cheering Up Hubby 
Doctor: Your husband will never be 
able to work again. 
Mrs. Reilly: I’ll go and tell him. It 
will cheer him up.—Sydney Bulletin. 


This Comes from an Old-Timer 
It was 10 o’clock in the morning. 
“No,” scowled the plumber, “haven’t 
a minute’s time to talk to you—call 
again.” 
Said the 
tion?” 
At 12 o’clock the plumber was still 
talking.—Domestic Engineering. 


* * 


visitor: “‘How’s competi- 


Flowers Still Expensive 

“How kind of you,” said the sweet 
young thing with a cosmetic blush, “to 
bring me these lovely flowers. They 
are so beautiful and fresh. I think 
there is some dew on them yet.” 

“Yes,” said the young man with a 
great deal of embarrassment, “but I’m 
going to pay it off tomorrow.” 
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The Dishes Could Wait 

Mrs. Smith was explaining the rou- 
tine of the household to the new cook. 

“We lunch at one on Wednesdays,” 
she said, “as on that day we always 
go for a spin in the car at two.” 

“Very good, mum,” said the cook, 
“but I’ll need to leave the washing up 
till we gets back again.”—Edinburgh 
Scotsman. 

An Unkind Cut 

Percival: “That was the most un- 
kindest cut of all, as the poet says.” 

Penelope: “What was that?” 

“I showed her one of my boyhood 
pictures with my father holding me on 
his knee, and she said, ‘My, who is the 
ventriloquist ?’ ” 


Our Encyclopedia Americana 
“Affinity”: Woman who will 
your goose but not your dinner. 
“Monologue”: Conversation with your 
wife. 
“Contract”: Collection of clauses 
signed by two honorable persons who 
took each other for scoundrels. 


cook 


It Worked on Teacher 

Six-Year-Old: Pop, gimme another 
answer like you did last night. 

The Father: What do you mean? 

Six-Year-Old: Well, when the teacher 
asked me today how much the million 
dollars was, I said, “A helluva lot 
more’n you’ll ever have,” and she said, 
“Jackie, you may go home,” and I got 
out early. Pop, gimme another for to- 
morrow, will you? 


Sent Him Far North 
He: “How about a little ride, Cutie?” 
She: “Are you going north?” 
He: “Yes, I am.” 
She: “Give my regards to the Eski- 
mos.” 


An Optimistic Neighbor 

Bookseller: “Madame, I have brought 
you the great voice expert’s book on 
‘How to Sing.’ ” 

Madame: “But I didn’t order it.” 

Bookseller: “No, Madame, it was the 
lady in the apartment above you who 
ordered it.” 
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The Yrene Family 


OF FIRE EQUIPMENT 





1 Qt. and 114 
Qt. Pyrene 
Extinguisher 





2 Gal. Pyrene 
Extinguisher 


Pyrene Manufacturing Co. 


A Type for Every Hazard 


VERY far-sighted factory executive gives fire 
E protection a definite place in his safety pro- 
gram. Because each factory is different, the 
Pyrene Manufacturing Co. serves America’s in- 
dustries, through its distributors, with a com- 
plete range of all types of fire equipment—no 
matter what the hazard. 


The Pyrene Family includes: 


Pint, Quart, Quart and a half, and 2-gallon Pyrene Fire 
Extinguishers. 


2%gallon Guardene(Sodaand Acid Type Extinguishers) 
2%-gallon Phomene (Foam Type Extinguishers) 
5-gallon Accurate Pump Tank (Anti-Freezing Type) 


10 and 40 gallon Phomene (Foam Type) Indoor and 
Outdoor Extinguishers on wheels. 


It Pays Mill Supply Jobbers 


to handle the Pyrene line. If you are not selling 
these extinguishers you are overlooking profit- 
able items, with an all year sale, among your 
present and potential customers, in every line 
of industry — mill, shop or factory. Quick ship- 
ments from five convenient shipping points. 
Send for a descriptive folder showing the en- 
tire Pyrene line of fire equipment in colors. If 
your salesmen do not have our latest loose leaf 
catalog sheets, ask us for enough to supply them. 


Branches: 








21% Gal. 
(Phomene) 
Foam Type 





21% Gal. 
(Guardene) 
Soda-Acid 
Type 


Newark, N. J. 


ATLANTA CHICAGO KANSAS CITY SAN FRANCISCO 


Manufacturers of Fire Equipment since 1907 





When writing to Advertisers please mention Mitt Suppiies 
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Random Notes 


‘Jrom American Trade Literature 
CARL W. MILLER 5 


THE FINEST WIRE CLOTH 
A world’s record was recently established by the 
Newark Wire Cloth Co., Newark, N. J., in the production 
of a wire cloth having 160,000 square openings per square 
inch, said to be the finest wire cloth ever produced. 
It is a “400 mesh” wire cloth with 400 parallel wires 
per inch of width running each way, at right angles. 
In a piece only 214 inches square there are one million 
square microscopic openings.—Fibre and Fabric. 
GOOD MANAGEMENT PAYS 
Henderson, Kentucky, has a municipal power station 
that paid back to the city, last year, a profit of $50,000. 
Moreover, the municipal power station supplies power 
and light for city use and operates the city-owned water 
works and does it free of cost to the city. The industrial 
rate on current is three and a half cents a kilowatt. For 
domestic use it is seven cents.—The Power Specialist. 
THE WORLD’S LIGHTEST WOOD 
Balsa is the lightest wood in the world. It has a speci- 
fic gravity of 0.12, whereas cork, the bark of an oak, has 
a specific gravity of 0.24. Therefore a cubic foot of 
cork would weigh twice as much as a cubic foot of Balsa 
wood. Balsa wood is obtained from trees of the genus 
Ochroma, family Bombacaceae. Nine species have been 
described. They are natives of the West Indies, Central 
America, and northern South America. This tree was 
successfully planted at Los Banos, Philippines, by the 
division of investigation in 1921 and up to the present 
has fruited three times.—The Disston Crucible. 
VALVES IN WATER LINES 
In general, gate type valves are to be preferred to globe 
type valves in water lines, because when fully opened 
they afford an unrestricted straight-way passage for the 
fluid, and the pressure drop through the valve is very 
slight. This feature is particularly advantageous when 
high velocities or sediment pass through the valve. The 
pressure drop through a globe valve on water service 
is from 15 to 40 times as great as it is in a gate valve. 
In steam service the pressure drop is usually not as 
great as it is with water because the mass or weight 
of the fluid passing through the valve in a given time 
is less; however, the loss is much greater than it is in a 
gate valve and in some cases is quite objectionable. An- 
other advantage of the gate valve over the globe valve 
is that it is self draining, whereas a globe valve dia- 
phragm forms a pocket which can only be drained by a 
bleeder connection. Gate valves should not be used for 
throttling or regulating flow, and if the valve must be 
opened and closed frequently, a globe valve is better 
adapted to the service.—Walworth Brass Valves. 
WHY COPPER RIVETS SOMETIMES FAIL 
“Often copper rivets are chosen for fastening galvan- 
ized iron sheets on the theory that they will not rust, as 
a galvanized rivet will because of the breaks in the sur- 
face caused by the riveting process,” says The Power 
Specialist. “This reason leaves out of account the elec- 
trical action between copper and zinc. Galvanized iron 
is coated with a compound having a high zinc content. 
Often pure zinc is used. The zinc surface of the iron 
and the copper of the rivet form, in the presence of 
moisture, a miniature electric battery cell. Everyone 
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knows that when a cell generates electricity it does so 
by chemical action upon the plates, and that the elec- 
trical energy is formed by decomposition of the plates 
themselves. The same action occurs in a minor way 
whenever copper is used to rivet galvanized iron. The 
most unfortunate feature is that it occurs on the surfaces 
in contact, not on the head of the rivet. Sooner or later 
such a rivet is bound to become loose and leaky. A steel 
rivet is much better because, although it will rust, the 
surfaces in contact will be the last part of the rivet to be 
affected.” 
KEY TO AMERICAN PRODUCTIVE GENIUS 

America is prosperous today because her industrial 
leaders have learned the value of sound economic and 
scientific knowledge and co-operation in solving the prob- 
lem of organizing materials, men and machinery so as 
to produce on a large scale at low costs. This has made 
it possible for each American worker to produce more, 
to work less, to be paid higher wages and to buy at 
lower prices. As one thoughtful observer has put it, 
“we have built the first civilization in all history in 
which wealth and prosperity have become the portion of 
the common man.” Much of this favorable position we 
owe to a fuller exploitation of the principles of inter- 
changeable manufacture, which is the compelling ex- 
pression of American productive genius—From a Booklet 
by Wisconsin Electric Co. 

UTILIZING UNDERGROUND STEAM 

“Tapping nature’s immense underground steam boilers 
is one of the most recent undertakings for utilizing the 
world’s natural resources. This steam development work 
is now being carried on in Alexander Valley, 100 miles 
north of San Francisco, by the Geysers Development 
Company. Already seven wells are vibrating, hissing, 
and roaring with escaping steam, which rolls up into the 
air in great white plumes after condensing in the atmo- 
sphere. From a distance these steam clouds present a 
dramatic spectacle and the continual roar of escaping 
steam can be heard for miles.” More about this inter- 
esting project can be read in the March issue of The 
Valve World, from which the above statement was taken. 

COURTESY BETTER THAN STATUTES 

“No legislation aimed at cutting down the toll of auto- 
mobile accidents will ever be effective until the motorists 
themselves adopt a rigid code of courtesy and good man- 
ners.” 

Such is the opinion of Judge John R. Newcomer, of 
the municipal court of Chicago, who, during his long 
career as magistrate, has presided frequently in the 
speeders’ court and has tried thousands of cases involv- 
ing highway accidents, according to an article in the 
Chicago Tribune. 

“The great American cure-all for almost any abuse,” 
observed Judge Newcomer, “is to pass a law. We already 
have on our statute books more laws than we can hope 
to enforce, and their multiplicity tends to muddle instead 
of to clarify the situation. 

“The average citizen in public is on his good behavior, 
but the moment he takes his seat at the steering wheel 
of a motor car he seems sometimes to lose his person- 
ality and to conduct himself as if he were at a 
masquerade. He becomes for the moment the overbear- 
ing man on horseback, and feels that he is privileged to 
ride down the mob. He is affected by the power released 
by pressure of a pedal, and this token of superiority goes 
to his head. A little more of the spirit of chivalry, of 
obligation to the other fellow, or, in plain words, the 
golden rule, would do much to reduce the number of 
motor vehicle accidents.” 






























































KILL QUPPILUES 


































Your Customers 


Might As Well 
Have The Best 


In Mill Saws SIMONDS 
In Cross-Cut Saws— SIMONDS 
In Hack Saws——-- SIMONDS 


In Files SIMONDS 
In Machine Knives— SIMONDS 


In Tool Holder Bits— SIMONDS 














Then, too, a policy of complete cooperation with dis- 
tributors is one of the features which makes han- 
dling the SIMONDS line not only particularly at- 
tractive, but also exceedingly profitable to the dealer. 
Distributors in territories not now fully covered 
would find it to their advantage to get our propo- 
sition on any of the above lines. 


SIMONDS SAW and STEEL CO. 


Established 1832 FITCHBURG, MASS. 
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Vise Information for Supply Salesmen 


There Is a Big Field for Sales for the Distributor’s Representative 
Who Knows Them and Applies His Knowledge 


H. F. SEYMOUR 


Vice President, The Columbian Vise & Mfg. Co., Cleveland 


From the standpoint of a review, the 
manufacture of vises is an industry 
which offers very few new angles of ap- 
proach. The fundamental principle in 
vise construction is the same today as it 
was long years ago, so that we can- 
not contemplate a series of alternatives. 
Modern engineering practice centers 
mainly on learning the special require- 
ments of different trades, and then sell- 
ing vise advantages to the consumer, 
emphasizing these points and their ap- 
plication to his particular type of work. 

Where can vises be sold? One reply 
to that question would be, “Every- 
where.” That is literally true. ° Re- 
cently a well known distributor sold 
four machinists’ vises to a baker, an- 
other sold twelve to an artificial flower 
manufacturer, three to a hotel, and so 
on. These and their kind are all actual 
or prospective customers. But from 
the point of view of the salesman for 
mill supply houses, that isn’t enough; 
you have to make money for your house 
and for yourself, and must use your 
ability where it will do the most good. 

Every factory using transmission or 
revolving machinery is a potential cus- 
tomer. Every jobbing machine shop is 
a customer, for a vise is essentially an 
adjustable jig, and, not knowing in ad- 
vance what work will come, it is im- 
possible to provide jigs for every job. 
Every garage and automobile repair 
shop is a prospect. 

WHERE CAN THEY BE SOLD? 

In answering that question, “Where 
can vises be sold?” I shall consider that 
I am a mill supply salesman located 
in an ordinary city, one who must look 
for his sales from the general run of 
factories and not from some outstand- 


ing plant or group of plants’ such 
as are found in the automobile 
industry in Detroit, or the _ textile 


mills in the south or in New England; 
also, he is representing a firm which 
is interested in selling at a profit, in 
volume, and the kind of merchandise 
which means repeat orders. 





The distributor’s salesman who knows 
the trouble that follows the sale of a 
line which gives poor service to the con- 
sumer can use this knowledge to good 
advantage, as he is in closer to the con- 
sumer than is the manufacturer. What 











H. F. SEYMOUR 


the vises he handles will do is the basis 
of securing orders. The very design of 
a vise is such as to provide within 
itself the means for its own destruc- 
tion. It is the responsibility of the 
salesman therefore to do all in his 
power to protect the vises sold against 
abuse. There may be some justifica- 
tion in vise abuse in a repair shop 
where the demands are of an emer- 
gency nature, but this should not be 
true elsewhere. 

Being mill supply salesmen, my 
readers are naturally mechanically in- 


clined. It is easy, therefore, to grasp 
a few important facts about many 
tools. But it is an essential in selling 


to know everything about a few. 

Full vise value is the ultimate desired 
in vise economy. We recognize the fact 
that a large vise is an investment. The 


prevention of breakage means a saving 
in time and money. The life of a vise 
is so long compared with its cost that 
the importance of proper size is great. 
A large vise does more work, and, as a 
rule, will handle small work better. 
The capacity of a vise, while large 
enough for ordinary demands, may not 
be equal to the exceptional task. To 
discount this and also to provide grea“er 
vise efficiency for the regular work, it 
is advisable for the consumer to use 
vises of large capacity. There is no 
question that more work is done in 
chipping, for instance, when a six-inch 
vise is used, than when a five-inch vise 
does the work. From the standpoint 
of vise value, there can be no question 
that a small vise should only be used 
when a large one would interfere with 
the work. 
A QUESTION OF ECONOMY 

The entire cost of a 5-inch stationary 
base machinists’ vise at $15 is offset 
by three men at $5 per day, waiting 
fifteen minutes each per day over a 
period of thirty days, while the life of a 
5-inch vise would be several years. A 
shop should not ask a workman to 
carry his material to a vise located at 
a distant point. His time is too valu- 
able. Undoubtedly another vise would 
save his time and tend to diminish the 
visiting so common. Visiting mechanics 
increase costs. Have the vise con- 
venient to their work and save the 
cost of bringing the work to the vise. 
Furthermore, occasionally having a few 
vises idle is a good investment, com- 
pared with the condition of mechanics 
standing around waiting for a vise, or 
idling away time until one is available, 
which invariably means talking to 
neighbors. 

A vise is a valuable and necessary 
tool for many purposes. Unfortunately, 
it is much abused, but even so, it is 
probably the most serviceable tool in a 
shop. One of the great publishing 
houses made a careful survey a short 
time ago and found that even farmers 
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consider it as third in importance. of 
all metal working tools. 

The power of suggestion is a valu- 
able element in salesmanship. This 
might be shown by the following in- 
stance recently told: “Occasionally I 
stop at a cigar counter in town and 
buy an almond chocolate bar. In- 
variably the woman in charge hands 
out a five-cent package. After making 
such a purchase recently, I asked, 
‘Why didn’t you hand me the ten-cent 
bar?’ She answered, ‘Well, you didn’t 
say you wanted a ten-cent one. Hand 
it back and I’ll give you the other.’ 
But I told her I wouldn’t do it, that I 
wanted to teach her a lesson in mer- 
chandising. I hadn’t asked her for the 
five-cent bar either. She simply passed 
that one out. I believe I would be safe 
in saying that this clerk could increase 
sales of chocolate bars fifty percent if 
she would always hand out the ten- 
cent package unless the customer 
specified the other. You will agree, I 
am sure, that it is poor merchandising 
on her part to push the small sale when 
one twice the size can be made in most 
instances.” 

Do not suggest a four-inch vise to a 
customer if you have an opportunity 
of expressing yourself, but rather 
suggest a five-inch, and then come 
down in size if necessary. 

Do you, as a distributor salesman, 
know the relative advantages in the 
different types of vises manufactured? 
There is literally a vise for every use. 
A standard machinists’ vise has many 
variations, including the filing, the 
chipping, the pipe vise, the cabinet- 
maker’s, the pattern maker’s, and the 
coach or body maker’s (which latter in- 
dustry has grown to great importance 
since the advent of the automobile). 
Each vise has a use all its own. 

PROPER TYPE IMPORTANT 

The proper type of a vise is of the 
utmost importance. An adjustable jaw 
vise will make it easy to perform work 
‘in a die or tool room, on an eccentric 
\piece, for instance, that would be next 
‘to impossible were the mechanic to use 
a stationary jaw vise. In addition to 
the ease of the work, it may be more 
quickly and accurately done. A swivel 
base type of vise has obvious advan- 
tages compared with those of a sta- 
tionary base, and is the logical tool to 
use in places where otherwise it would 
be necessary to loosen the work and 
turn it around to another position, all 
c£ which takes time. In shops where 
the major part of the work is on rounds 
or pipe, a combination pipe and ma- 
chinists’ vise should be used. 

These instances are all elemental, 
yet lack of this kind of information by 
the salesman frequently results in the 
buyer being dissatisfied, or, to bring it 
closer home, looking to another dis- 
tributor for his supplies. Nine times 
out of ten he will appreciate your sug- 
gestions, and especially so if they are 
founded on facts. 


The world is becoming more me- 
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chaniéal every. day, resulting in the 
constant development of new uses for 
vises. With this knowledge before 
them, many distributors are securing 
more vise business, although some are 
not awake to its possibilities. Those 
salesmen who study the situation and 


have a knowledge of the product are 
the ones who are profiting. 

It is no easy matter to familiarize 
oneself with any given product, but 
neither is it easy to become a good 
salesman. On the other hand, each is 
possible. 


It Looked Easy But— 


‘‘Dick’”’ Jones’ Ability to Make the Sale Was a Result 
of Experience and Wise Preparation 


Young Bob Armbruster was about as 
crestfallen an embryo salesman as one 
could meet as he literally dragged him- 
self into the office of the sales super- 
visor for the Milner Supply Co. late one 
Thursday afternoon. Old John Rosey 
liked the young fellow and saw he had 
possibilities as a salesman, so when he 
noted Bob’s woebegone appearance, he 
was moved to sympathy. 

“What’s the matter, Bob?” he asked 
cheerfully. “You look as though you 
had been through some sad experi- 
ence.” 

“T have,” sighed the young man. “It’s 
Morgan again, Mr. Rosey. I went out 
there and tried to sell them again, but 

YOU CAN TUNE IN ON 
OPPORTUNITY IF YOURE 
PREPARED 










I couldn’t even get to first base with 
Wilkins, the buyer. I’ve tried time and 
again to get some business from them 
since you told me they were an old 
account of ours, and you would like to 
get them back. I’ve gone at them from 
every possible angle, sometimes asking 
them out and out if they needed any- 
thing from us, at other times trying 
to lead with one of our specialties. 
But no luck.” 

Old John reached over and patted 
Bob’s shoulder. 

“It’s quitting time, my boy,” he said. 
“You’re all tired out. Go on home and 
forget your work and your worries. 
We'll take care of Morgan later on. 
Now don’t go out there again until I 
tell you to.” 

Young Bob had heard that John 
Rosey never forgot anything, and he 
was to believe the statement implicitly 
when, a month later, the sales super- 
visor called him into his office and in- 
formed him Dick Jones, assistant sales 


supervisor, would go out to call on Mor- 
gan with him. 

‘“All you’re to do, Bob, is to intro- 
duce Dick and then keep quiet and let 
him do the talking,” said Rosey. 

When Bob and Dick Jones returned 
to the office that evening, the former 
was half-elated and half-angry—elated 
because they had come back with a big 
order from Morgan, angry at himself 
because now he had seen Jones do the 
job of selling this account, it all looked 
SO easy. 

“Tell me what happened, Bob,” said 
John Rosey, smiling, after Jones had 
made his report and passed on into 
his office. 

“Well, it was just like taking candy 
away from a baby,” replied Bob. “After 
my introduction, Dick quickly turned 
the conversation to a Morgan company 
advertisement he had seen. He mani- 
fested such interest that Wilkins told 
us a lot about their product, their 
methods of marketing it and their ad- 
vertising plans. Gradually and skill- 
fully Dick shifted the discussion to 
plant cleanup and painting, and drew 
from Wilkins the fact they were plan- 
ning to do a lot of it. The first thing I 
knew Dick was giving the buyer a 
mighty good story about that new line 
of paint we are handling, and the next 
thing of which I was aware was the 
fact that Wilkins was giving us a big 
order for paint. Then Dick went on to 
tell him about our house, how we have 
added to our lines, the way we are 
specializing in certain items, the im- 
provements we have made and the kind 
of service we are now rendering. It 
seemed then Wilkins thought of a lot of 
things he needed, and Dick was kept 
busy writing down the orders. 

“As we were ready to leave, Wil- 
kins said voluntarily: ‘I’m glad you 
boys came in this morning. I didn’t 
know your house could give us such 
complete service. This young man here 
(indicating me) has been coming here 
regularly, trying to tell me what you 
have to offer, but I must admit I 
haven’t given him a fair hearing.’ 

“Gosh, Mr. Rosey,” exclaimed Bob, 
his smile gone for the moment, as he 
shook his head sadly, “it was all so 
casy, all so simple. I don’t know what 
was the matter with me.” 


(Continued on Page 135) 




















May, 1928 


133 





“The Mill Supply Salesman” Section 


Value in Intensifying Sales Efforts 


Salesmen Should Seek to Develop Their Territories Thoroughly 


Back in 1852, when Franklin Pierce 
was a candidate for the presidency, a 
traveler in Pierce’s home state, New 
Hampshire, asked the landlord of an 
inn at which he stopped, what sort of 
a man Pierce was. 

“Waal,” was the reply, “up here 
where everybody knows Frank Pierce 
and where Frank knows everybody, he’s 
a pretty considerable fellow, but when 
you come to spread him over this whole 
country I’m afraid he’ll be dreadfully 
thin in spots.” 

Try to cover too much front line with 
a company of soldiers and you spread 
them out so thin that they can’t hold 
the line. It is the same with a division 
if you give it too much line. The 
rule applies to 27,000 men just as much 
as it applies to 250 men. 

Similarly, give one man too much 
territory to cover and no matter how 
good a man he is, he cannot cover it. 
The better the man, the more territory 
he can cover, if he makes it his aim to 
get the widest possible spread; but 
make him cover too much and he will, 
like the innkeeper’s idea of Franklin 
Pierce, be dreadfully thin in spots. 

CRY FOR MORE TERRITORY 

The ery of salesmen of a certain type 
is always for larger territory. They 
want a big territory so they will have 
to hit only the high spots. They don’t 
want to have to comb with a fine-tooth 
comb. They hate to intensify. Give 
such a man larger territory and he will 
soon want to reach out farther and 
spend his time touching at the high 
points. He will end by spending most 
of his time on the road. Give a man 
continually what he wants, and, as in 
the old song about the elephant, the 
cry is still more hay. 

Salesmen who want to cut out the 
picayune peddling and reach only for 
the big orders, think of themselves as 
men of big ideas. Sometimes they are 
men of big ideas, but without realizing 
that the idea that has nothing but big- 


ness to commend it may be as hollow, 


as a balloon. The really big idea is to 
get all the business that can possibly 
be obtained in one’s territory. Ambi- 
tion makes us long for more worlds to 
conquer, but good sense bids us first 
conquer the world at hand. 

It is very nice to be able to go sky- 
hooting over a big field, hopping from 
one good hotel to another, but every 
good mill supply salesman knows that 
a lot of good plants and big buyers are 
located at points where the hotel ac- 
commodations probably would not com- 
pare favorably with those offered by 
the New Hampshire innkeeper quoted 
above. 





and Specialize on Certain Lines 


FRANK FARRINGTON 


It is probably foolish to try to lay 
down rules that will fit all cases, be- 
cause exceptions are frequent, so fre- 
quent that sometimes it seems almost 
impossible to establish a rule. For ex- 
ample, I know one salesman who is a 
success at covering intensively a rela- 
tively small territory. For some twen- 
ty-five years he has been building busi- 
ness and steadily increasing it by de- 
veloping every possible prospect in his 
field. He is a success. He is making 
good money. But he doesn’t have the 
opportunity to sit in the club cars of 


DIGGING FOR NEW 
PROSPECTS BEATS 
WAITING AND 






fine trains and talk with other sales- 
men in big and, perhaps, vague terms 
about customers in well known cities. 
He is satisfied with the territory he 
has, and he may well be satisfied with 
the income he gets from it. 

I know another salesman who, simi- 
larly to the first named, made good in 
a small territory, but who could not be 
satisfied there. When he got to be 
high man with a relatively small com- 
pany and found it easy to keep that 
position, he ceased to feel any ambition 
to increase his sales in his territory 
further. He got into a rut and began 
wasting his time in sporting life and 
soon was on the down grade. Fortu- 
nately he had a friend who was con- 
nected with a big company and that 
friend induced the salesman to come 
with his firm, whose salesmen visited 
distributors. His territory was “‘big 
time” cities. As a result, the salesman 
found himself obliged to exert himself 
to the utmost to make good. He was 
out of the small town field that had 
been a cinch for him, and in a field 
where competition was unusually keen. 
All he needed was this change of at- 
mosphere to stimulate him to greater 
endeavor. He has made rapid strides 
in his new position. 

ONE IDEA AT A TIME 

It is said that this is an age of speciali- 
zation. If we are to concentrate our ef- 
forts in a limited field, we must take up 


one town at a time, one buyer at a time. 
We must concentrate our minds on one 
idea at a time. This is good practice 
whether one is a specialist or not. 

Thomas A. Edison relates his experi- 
ence in developing the phonograph to 
produce accurately certain sounds 
which seemed difficult to secure. He 
worked for days to get the machine to 
say “Specia.” Into the receiver he re- 
peated, “Specia, specia, specia.” Back 
came the sound, hour by hour, “’Pecia, 
*pecia, ’pecia.” Of course Edison con- 
quered in the end because he concen- 
trated on that one obstacle until he 
mastered it. 

We have buyers who are much like 
that obstinate, uncompleted phono- 
graph. They reiterate, trip after trip, 
“Nothing today,’ “Nothing today,” 
“Nothing today.” Sometimes the sales- 
man in time weakens and gives up 
trying with that buyer. Sometimes he 
persists until he gets the answer he 
wants and goes away with an order. 
There is this much to be said about 
giving up trying to land the difficult 
customer; the oftener we give up, the 
easier it becomes to give up, and some 
men grow addicted to the giving up 
habit and end by having to give up 
selling. 

One salesman of my acquaintance al- 
ways has a little list of certain buyers 
he wants to land. He studies these 
prospects’ needs. He learns all he can 
about their business and its needs 
and possibilities. He acquires ideas 
about them from salesmen in non-com- 
peting lines who have sold to them. 
He writes them letters and sends them 
market tips and hints. He tries to in- 
terest them in special opportunities. 
Gradually some of these buyers respond 
to this intensive treatment and buy. 
As soon as special treatment becomes 
no longer necessary, a buyer’s name is 
removed from that special list and his 
place taken by another. Sometimes it 
becomes evident, after a while, that it 
is no longer profitable to work on a 
prospect and he is given up for some 
more promising man. 

I know a salesman who, in a way, 
specializes on one town after another 
in his territory. He will pick a certain 
town as having possibilities for more 
business than has been coming out of 
it. He will put in a whole extra day 
there each trip for several trips, even 
at the expense of having to curtail time 
somewhere. When he has found out 
what he wants to know about that town 
and its possibilities for more business 
in his line, he changes and devotes his 
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YOU CAN SELL WALL 
DREADNAUGHTS 


with a clear conscience 





SUPERIOR 
brooucTs 


wemct bee 





No. 41 
DREADNAUGHT 


The finest general 
utility torch on 
the market. A 
good tool for a 
good workman. 


Because they are SAFE 


Seamless steel tank with bottom and only 3 
connections brazed in with hard brass makes 
DREADNAUGHTS positively fire and ex- 
plosion proof. Double check valve on pump. 


Because they are DEPENDABLE 


Here’s a torch you can fill and pump and Jiiow 
it is going to deliver a hotter flame, when ard 
where you want it. Needle cleans valve at 
every operation. 


Because they are designed to operate 


in WINDY ZERO WEATHER. 


The heat-retaining casting and wind shield 
guarantee continuous satisfactory operation to 
the last drop of fuel under most severe con- 
ditions. An ‘‘outside”’ torch. 


Because they are REAL VALUE 


Long in service, economical ‘to operate, made 
to stand abuse, comfortable to hold, easy to 
repair when necessary, a torch for every use. 


— DISTRIBUTORS — 
It’s good profitable business to sell DREADNAUGHTS 
Write for Catalogue and discounts 


P. WALL MFG. SUPPLY CO. 
3126-66 Preble Ave., PITTSBURGH, PA. 
SINCE 1864 


special attention to some other town. 

The mill supply, field is broad. The 
items on one salesman’s list may run 
into thousands. This can scarcely be 
called specializing. But a salesman can 
pick out some part of his line and be- 
come particularly well informed about 
it. He may have, for instance, a spe- 
cial interest in edged tools, in brass or 
in copper or in bronze goods, in en- 
gines and boilers, in belting or pipe and 
pie threading machines. If he can, 
without neglecting the usual attention 
to other lines, take time to inform him- 
self intensively on one or two special 
lines, he may in time become so expert 


| in that connection as to be recognized 
| by the trade as an authority. Once let 


his reputation develop as an authority 


| on some special item, and buyers will 


turn to him for information and quote 
his opinions. Buyers, otherwise inac- 
cessible to him, will accept his author- 
ity and begin buying from him those 
specific items on which they feel he is 
qualified to express final opinions, and 
along with those sales will go sales of 
other lines. 

It is not so difficult to become expert 
in this way. Every mill supply sales- 
man feels a special interest in certain 
lines. It will be easiest for him to spe- 
cialize on that which interests him 
most, but, lacking any specific interest, 
he can choose for intensive attention 
that subject which, it seems to him, it 
will pay best to feature. The thing that 
discourages most of us from becoming 
specialists on some line is the time we 
think it will take to learn all we need 
to know. 

It does take time to become expert 
at anything, but to what better use 
can spare time be put? Certainly not 
to reading tabloid newspapers and sen- 
sational fiction magazines. The mill 
supply salesman who will make use of 
such time as he can comfortably spare 
from work and play, to develop his fur- 
ther knowledge of some subject con- 
nected with his selling, will be sure to 
find himself getting results from his ef- 
forts sooner than he anticipated. 


Keep Your Appointments 
Make it a point to keep appointments 
and to be punctual. Remember that the 
average buyer is just as busy as you 
are, and that he may not do business 
with you unless you are there on time. 


Don’t Be Chagrined 

If you are sometimes inclined to be 
chagrined because your company won’t 
allow you to cut prices to meet the 
prices of a competitor, just reflect that 
your company is on the right track and 
that it is a good house to be with. Then 
try to convince your customer that you 
have a right to make a fair profit in 
your business just the same as he has in 
his, and that he will find in his dealings 
with your house that it will make up 
in service and satisfaction for the little 
difference in price. The salesman who 
sells only on a price basis is not a real 
salesman at all. 
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“The Mill Supply Salesman” Section 


It Looked Easy, But— 
(Continued from Page 132) 

“No, it wasn’t so easy or simple, 
Bob,” replied the supervisor kindly. “It 
just looked that way, that’s all. Did 
you ever see a golf professional in 
action? He just steps up to his ball, 
squares off carefully and hits the little 
white pill down the fairway for from 
250 to 330 yards without any apparent 
effort. But a youngster in the game 
can’t do that. It requires study and 
practice to become so accomplished. 

“It’s true Jones is one of the keenest 
salesmen I have ever known in the mill 
supply business, but he’s been in the 
game a long time and studied every 
angle of it. When he went in Wilkin’s 
office this morning, he had to study his 
man until he found that point where 
he could get his interest awakened. 
That done, he could swing into action 
with his actual selling effort—which 
he did, you see, effectively. 

“T imagine your trouble has been you 
have been too anxious to make a sale. 
Perhaps you would have been better off 
if you had called on Wilkins two or 
three times without making a serious 
effort to sell him anything. 

“There is one particular lesson I 
want you to learn from your experience 
this morning, however. Jones had seen 
the Morgan company’s advertisements. 
He had studied and thought up things 
to say about them. Furthermore, he 
had gathered information about the 
company’s products. You will do well, 
too, to learn everything you can about 
the companies on which you call. 

“Now, Bob,” said John in conclusion. 
“You’re doing all right. Don’t feel 
badly if everything doesn’t break your 
way, but make up your mind that the 
worst breaks are sometimes the best 
lessons—lessons that will pave the way 
to greater success in the future.” 


Appreciation Means a Lot 

You have often met the type of clerk 
who thanks you so heartily for busi- 
ness given him you feel Jike going back 
to his place of business again. Like- 
wise, you have often come in contact 
with the employe who seems to take 
your business as a matter of course and 
even goes so far as to neglect the easily 
spoken and profit bearing words, 

“Thank you!” A word of appreciation, 
accompanied by a cheerful smile, will 
show your customer that you have the 
right spirit—even though the order may 
be only a small one. Don’t let disap- 
pointment in the order you receive 
allow you to forget the simple acts of 
courtesy. 


Convention News in Full 

Comparatively few salesmen for mill 
supply houses will be in attendance at 
the triple convention in Nashville this 
month. The great majority will not 
be. That, however, does not prevent 
them from being thoroughly familiar 
with everything of importance transpir- 


ing at the convention—and many sub- 
jects of importance to them will receive 
consideration. In the June issue, MILL 
SUPPLIES will carry a complete account 


of the convention, and all salesmen | 


should make it a point to read all of 


it, or at least those portions of the | 


report that are of most interest’ and 
value to them. 


Danger in Confidences 


Business Secrets Told to Friends May | 


Be Unwisely Repeated 


Friendships are of great value to 


salesmen in the mill supply field, or any 
other field, but a man should not get 
so wrapped up in his friends that he 
discloses information which may act as 
a boomerang to injure himself or his 
house, or both. 

It is the most natural thing in the 
world for a man, in a heart-to-heart 
conversation with a friend, to give him 
little confidences about his house, his 
employers, the goods he sells, the manu- 
facturers his company represents, his 
competitors and other customers— 
always with the admonition, “Don’t 
say anything about it.” 

But it is also often a trait of human 
nature that the man to whom the 
secrets are divulged will pass the word 
on to another friend, with the same 
warning—‘Don’t say anything about 
it.” He means no harm, perhaps. He 
searcely realizes that he is guilty of 
a breach of confidence. Nevertheless, 
harm is often done. And the worst of 
it is that sometimes the story gathers 
spice, as it were, as it goes along, and 
often what is a mole hill when it starts 
out develops into a mountain before it 
reaches the end of its journey. 

When there is any doubt as to 
whether the lie is proper for a brassie, 
the good golfer recalls the maxim, 
“When in doubt use a midiron.” So 
also when the salesman is in doubt 
as to whether he should give out cer- 
tain information, he will do well to say 
to himself, ‘When in doubt, keep still.” 


Avoid Personal Prejudices 

It is very easy to form prejudices 
against buyers, but by giving way to 
them the salesman is weakening him- 
self. He is beaten before he approaches 
the buyer. If he can’t form a personal 
liking for the buyer, he should elim- 
inate the personal element from his 
relations, considering the buyer only as 
the representative of his company, not 
as an individual. Very often, too, it 
will be found that if the salesman will 
force himself to be gracious and 
pleasant, he will learn that the buyer, 
“after you get to really know him,” 
isn’t such a bad fellow after all. 
Haven’t you known instances where a 
particularly good and valued friend of 
yours is not liked by men who have 
never had a close relationship with 
him? What applies in your private 
affairs will also often apply in your 
business affairs. 






FOR BETTER BELT SERVICE 





Belts joined 
with Crescent 
Belt Fasteners 
stay joined, 
holding the ends 
as long as the 
belt can offer 
service. 


No matter 
what size the 
belting or the 
duty imposed,-— 
whether it be 
light, high speed 
or heavy 
cents enable the 
belt to give its 


-Cres- 


best service for 
its longest life. 


They are on 
in a jiffy, and on 
to stay. 


CRESCENT BELT 
FASTENER CO. 


247 PARK AVENUE, NEW YORK,N. Y. 


CRESCENT 
|BELT FASTENERS 


If you haven't read 
‘The High Cost of 
Indifference” send 
afor a copy noc. 
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Tell your customers~ 


Each individual Mason Regulator, 
before it leaves the factory, is given 
tests more severe than any imposed 
during actual service. 


As a result, they give dependable 
trouble-free regulation without re- 
quiring a lot of attention and their 
accuracy does not diminish with 
long, continuous use. 


41 Jobbers and mill supply houses |P 
also find it profitable to concen- 
trate on Mason Regulators because | 
the line is complete. Catalog No. 
62 has just been revised—write for 


4 your copy. bp. 

















RCO. 


Boston, Mass. 1904| 
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Good Will... 


Good Will, like a good name, is gotten by 
many actions and lost by one. 


The inherent quality of Lenox Tools 
| has led our buyers, year after year, to know 
| that they can expect the best of service from 
“The Tools in the Plaid Box.” 


Lenox Tools have to be right. We simply 
cannot afford to make a mistake. 


io) 


“LENOX” 
Hack Saws Band Saws 


Screw Drivers Glass Cutters 


O 


THe AMERICAN SAw @ Mec. Co. 
SPRINGFIELD, MASS., U. S. A. 


“The Tools in the Plaid Box” 











GLASS BODY OILERS 


Oil Gauges 
Grease & Oil Cups 
Lubricators 
Air & Drain Cocks 
Brass Pipe Fittings 


Cylinder Cocks 
Water Gauges 





GENERAL BRASS COMPANY 


Successor to 


The McRae & Roberts Co. 
Michigan Lubricator Company 
Standard-Peninsular Brass Works 


100-146 South Campbell Avenue 
DETROIT, MICHIGAN 














When writing to Advertisers please menticn Mitt Surprises 
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Personals 





W. H. Fisher, vice-president of T. B. 
Wood’s Sons Company, Chambersburg, 
Pa., and Mrs. Fisher will sail on May 
12th on the Italian steamer, Conte 
Biancamano, for a three months’ trip 


abroad. They plan to travel in Italy, 
Austria, Hungary, Germany, France 
and England, visiting the principal 
cities of Italy, as well as Munich, 
Vienna, Budapest, Berlin, Paris and 
London. 


H. B. Hazerodt has resigned as man- 
ager of the Detroit branch of The Black 
& Decker Mfg. Co., Towson, Maryland, 
to take up another line of work, and 
J. H. Walker, who has been a salesman 
in that territory for almost five years, 
has been appointed to succeed Mr. 
Hazerodt. There has also been several 
changes made in the sales organiza- 
tion, and the following men are now 
selling The Black & Decker Mfg. Co.’s 
portable electric tools in the territories 
named: H. L. Balke is with the Kansas 
City branch, covering the territory 
around Omaha, formerly covered by S. 
D. Shawgo; G. F. Parr is with the Buf- 
falo office, and has taken over the terri- 
tory of J. H. Hutton; G. N. McCarthy 
has filled the vacancy at the Buffalo 
office made by H. B. Austin, who has 
been transferred to the Chicago office; 
J. A. Murray is working in Baltimore, 
taking over the accounts formerly han- 
dled by Curtiss Watts. 

Guy Donahue was a regular mill 
supply convention fan until about six 
years ago, when he took a lay-off. 
Prior to that time, as sales manager 
of the Victor Saw Works, he made his 
appearance religiously at these conven- 
tions every year. Now he is returning 
to his former schedule, and will attend 
the triple convention in Nashville in 
May, this time in the capacity of presi- 
dent of the E. S. Stacy Supply Co., of 
Springfield, Mass., of its associated 
company, Brierly-Lombard Co., of 
Worcester, and of the Safety Wrench 
& Appliance Co., Springfield, manufac- 
turer of car movers and wrenches. 

W. W. Wilson, recently elected presi- 
dent of the reorganized Milton Mfg. 
Co., Milton, Pa., manufacturer of bolts, 
nuts, rivets and iron and steel bars, 
will serve in that capacity until a new 
board of directors is elected by the 
holders of the new first preferred stock. 

Charles R. McGrail has been ap- 
pointed metallurgist and chemist at the 


Sheffield Works of Fairbanks, Morse & 

o., Three Rivers, Mich. 

Alfred M. Maddock started with a 
partner in the machinist tool and sup- 
ply business on April 27th, 1878, at 
507 North street, Philadelphia, and in 
1904, after a dissolution of partnership, 
the business was moved to its present 





ALFRED M. MADDOCK 


location, 40-46 North Sixth street, un- 
der the name of Maddock & Company. 
The company celebrated its fiftieth an- 
niversary on April 27th. The other 
members of the company are Henry 
A. Maddock and Percy G. Maddock, and 
among the employes who have served 
the firm faithfully for a quarter cen- 
tury or more are George R. Bailey, 
Ernest Hummel, Charles L. Pearson, 
John Bernhardt and Charles Kaelin. 

George C. Brainard, who has been 
vice-president in charge of operations 
of the General Fireproofing Co., 
Youngstown, Ohio, manufacturer of 
steel shelving and metal furniture, was 
recently elected president of that com- 
pany, succeeding W. H. Foster, who 
has been made chairman of the board 
of directors. Mr. Brainard was for- 
merly associated with the Hydraulic 
Steel Co., Cleveland. 

W. H. Graham is in charge of the 
district sales office which has been re- 
cently opened at 1 East Forty-second 
street, New York, by the Graham Bolt 
& Nut Co., Pittsburgh. His territory 
will include metropolitan New York and 
New England. 

O. W. Young, formerly with the 
western division sales office of the 
Hyatt Roller Bearing Co., Newark, 
N. J., has been made chief engineer. 
Mr. Young joined the Hyatt company 
in 1915 as sales engineer, taking charge 
of the western division engineering ac- 
tivities several years later. For the 
past two years he has been assistant 





manager of that division in charge of 
tractor and agricultural implement 
sales. 

George T. Aitken has recently been 
appointed manager of industrial sales 
for the Peden Iron & Steel Co., Hous- 
ton, Tex. He formerly was associated 
with the Indianapolis branch of Fair- 
banks, Morse & Co. and Vonnegut Ma- 
chinery Co., Indianapolis. 

Beg your pardon! Through an error, 
G. S. Baker, general manager of the 
Ton-Tex Corporation, New York, was 
referred to as “G. S. Blake,” in an 
item on page 129 of the April issue 
of MILL SUPPLIES. 

Ray J. Nentwig, for the past eighteen 
years connected with the sales organi- 
zation of Murray W. Sales & Co., De- 
troit, has recently been placed in charge 
of the industrial department of that 
company, succeeding C. M. Root, who 
has resigned to go into another line of 
business. 

H. A. Hair, formerly sales engineer 
of the Whiting Corporation, Harvey, 
Ill., has joined the Watson-Stillman Co., 
New York, as manager of railroad 
sales, with offices at 75 West street. He 
has wide experience in railroading and 
railroad supplies, and has served as me- 
chanical engineer on the Baltimore & 
Ohio and Susquehanna & Western 
railroads. 

Stanley De Long, formerly vice presi- 
dent in charge of manufacturing for 
the American Radiator Co., is now 
associated with Pierce, Butler & Pierce 
Manufacturing Corporation, New York, 
in a similar capacity, and Eugene B. 
Fliedner has been appointed advertis- 
ing manager, succeeding Henry E. 
Longwell, who recently resigned. 

On March 5th, Charles L. Allen, 
president and general manager of the 
Norton Company, of Worcester, Mass., 
observed the 70th anniversary of his 
birth, the 10th anniversary of his elec- 
tion as president of the corporation, and 
the 50th anniversary of his entry upon 
active business. In honor of this sig- 
nificant trio of events in his life, his 
associates in the corporation presented 
him with a bronze statuette, “The 
Scout,” by C. E. Dallin, at a fitting 
celebration. On February 28th Presi- 
dent Allen was given a birthday dinner 
by Treasurer Aldus C. Higgins and was 
presented a hand-wrought silver bowl 
and salver. 

David H. Preston has resigned from 
the business staff of the Detroit office 
of the Chilton Class Journal Company 
to become assistant general sales man- 

























































































= 
= 














{SUTRA 
To Get the Right Start—Equip with »M#EDART-. = 


Get the 


>MEDART 
Wood Split 


PULLEY 
from Stock! 


§What are the sizes, 
regardless of what 
quantities, you want 
shipped, TODAY? 

{{ Wire them—’phone them—they’ll go off our ware- 
house racks and on the cars in a jiffy. 

{| You can always get them from stock, and for a fair 
price, at ‘“‘Medart’s.” 

¥ MR. SUPPLY DEALER—We have been engaged in the Pulley 
business for 45 years, and we know a great deal more about making 
good pulleys than many other concerns. 

{ OUR POLICY in building Wood Split Pulleys is: Cheapness 
is suicidal: products must be the best in their class. We wouldn't 
think of running the slightest risk of impairing the value of our 
most valued asset—Our Good Will. 


Get the “MEDART” WOOD SPLIT PULLEY from stock! 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 
Office and Wordieguase CINCINNATI 
ces 
CHICAGO, PHILADELPHIA, NEW YORK, SEATTLE, PITTSBURGH 
Shafting, Couplings, Collars, Hangers, Bearings, Bearing Supports, Friction 


Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprockets, Chain, Rope 
Sheaves, Rope Drives, Belt Tighteners, etc. 
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Industry uses water in 
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Sold on 10 Days’ Trial 


No Stock to Carry—Liberal Dealers’ Discount 


Every In- 
dustrial 
PlantIsa 
Good Pros- 
pect for 
This Port- 
able Blower 





OVER 4000 IN USE 


Think of the manufacturing plants you are calling on regularly that have 
motors, generators, switchboards, wood-working machinery, looms, knit- 
ting machines, and other equipment where dirt, dust and lint quickly 
injure the delicate working parts. You can’t remove this dust efficiently 
by using rags, a broom or a duster. 


The ‘‘Marvel’’ Portable Blower 


forces DRY air into every nook and corner. 
Dust and dirt cannot accumulate if you 
use “‘The Marvel.” It will keep your cus- 
tomers’ machinery free from dust. Manu- 
facturers immediately recognize the value 
of this equipment. It is easy to sell for we 
will ship a ‘‘Marvel”’ Portable Blower on 
10 days’ Free Trial. Simply demonstrate 
it. The machine sells itself. You have no 
stock to carry. 


Write at Once for Discount 
This isa SELLING proposition, NOT an 
ORDER taking one. YOU won't get the 
business UNLESS YOUR salesmen put 
this 10 DAY TRIAL offer up to the 
plant superintendent. 


ELECTRIC BLOWER CO. 


352 Atlantic Avenue 
Boston 9, Mass., U.S. A. 


Fastest selling portable blower 
on the market. Operates from 
light socket. Cuts motor troubles 
and the Fire Hazard. 


















There is great satis- 
faction in buying a 
power blade that you 
know will do the work 
and can be relied on as 
a cutting certainty. 


The constantly growing demand for 
Victor power blades proves beyond doubt 
that this blade is satisfying the cutting 
requirements of the metal industry today. 


Let us send you free samples of 
this Wonder Blade. 


VICTOR SAW WORKS, Inc. 
MIDDLETOWN, N. Y. 








When writing to Advertisers please mention Mritt Suppiies 
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ager of the Excello Tool & Manufac- 
turing Co., of that city. 

Bertram D. Quarrie has been elected 
president of the Oliver Iron & Steel 
Corporation, Pittsburgh, succeeding 
Henry Oliver, who assumes the newly 
created office of chairman of the board 
of directors. 

J. R. Stebbins has been elected presi- 
dent of the Rebo Co., Watertown, N. Y., 
recently organized to succeed the 
Adams Equipment Company, Manu- 
facturer of extensions for hand trucks. 
O. L. Stevens will be vice-president of 
the new company and D. N. Gilbert 
secretary and treasurer. 

F. E. Burgess, secretary and assist- 
ant treasurer of the Burgess-Norton 
Mfg. Company, Geneva, II]., manufac- 
turer of screw machine products, sheet 
metal stampings, piston pins and auto- 
motive replacement parts, has been 
elected vice-president and _ assistant 
treasurer of the company. W. D. 
Smith, auditor, has been made secre- 
tary. C. M. Burgess, president and 
treasurer, has been reelected. 

M. D. Troyer has been made man- 
ager of the logging machinery depart- 
ment of the Clyde Equipment Co., 555 
Thurman street, Portland, Ore., suc- 
ceeding J. B. Stam, who was recently 
made manager of the company’s Seattle 
branch. Mr. Troyer for a number of 
years has been associated with the 
Clyde Iron Works, Duluth, Minn., for 
the last five years having been district 
manager of that company at Vancouver, 
B.C. 

N. A. Hall, of the Sprague Hoist 


Division, Shepard Electric Crane & 
Hoist Co., New York, and H. J. Fuller, 
Yale & Towne Mfg. Co., Stamford, 


Conn., were elected chairman and vice- 
president respectively of the Electric 
Hoist Manufacturers’ Association at a 
meeting held recently in New York. 

Robert K. Greaves has been appointed 
Detroit district sales manager of tool 
and special steels and metal saws for 
Henry Disston & Sons, Inc., Tacony, 
Philadelphia, with offices at 629 East 
Hancock street. He has been engaged 
in the tool steel business for twenty- 
seven years. 

R. N. Piper has been placed in charge 
of advertising for the Cincinnati Bick- 
ford Tool Co., Cincinnati, manufacturer 
of metal drilling machinery, succeeding 
R. M. Husband, who has resigned to ac- 
cept a similar position with the Na- 
tional Machinery Co., Tiffin, Ohio. 

T. F. Seannell, formerly with the 
Chain Belting Co., Milwaukee, has been 
appointed exclusive representative at 
St. Louis for the Magnetic Mfg. Co., 
Milwaukee, manufacturer of magnetic 
separation equipment. His office will 
be at 502 Ambassador building. 

Bruce Babcock is now sales repre- 
sentative for the Universal Supply 
Company, Worcester, Mass., distributor 
of plumbing and heating supplies, and 
will cover the Worcester territory. He 
formerly was associated with the Cen- 
tral Supply Co., also of Worcester, for 
nearly ten years. 

Carter Cook succeeds Dwight Ruth, 
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resigned, as assistant treasurer of the 
Saranac Machine Co., manufacturer of 
woodworking machinery, Benton Har- 
bor, Mich. Mr. Ruth has become asso- 
ciated with the Moulds Brass Foundry, 
of the same city. 

J. B. Kalveladge, secretary-treasurer 
of the Hoffmann & Billings Mfg. Co., 
Milwaukee, has retired. He has been 
associated with the company since 1878, 
having been appointed  secretary- 
treasurer in 1884, which position he has 
held since. 

T. W. Oberhauser, formerly con- 
nected with the Wheeling Steel Corp., 
has been appointed manager of sales 
for the Semler Co., Jeanette, Pa., man- 
ufacturer of fittings. 

Charles E. Stone, vice-president of 
the Interstate Drop Forge Company, a 
subsidiary of the Chain Belt Company, 
Milwaukee, has been elected president 
of the former company, succeeding C. 
R. Messinger now president of the 
Chain Belt Company. 

James T. Lee and John O. Clark, of 
Lee & Clark, Inc., Chicago, has joined 
the Adkins, Young & Allen Co., 32 
South Jefferson street, Chicago, dis- 
tributor of mill and engineers’ sup- 
plies. 

Wm. C. Hays, formerly vice-president 
and director of J. K. Larkin & Co., 
Inc., 253 Broadway, New York, distrib- 
utor, has formed the Hays Steel & Wire 
Corp., with offices and warehouses at 
Metropolitan and Woodward avenue, 
Brooklyn, N. Y. The new company will 
distribute general steel products. 

Marcus Chase, manager of the Bos- 
ton office of the Niles-Bement-Pond Co., 
New York, has resigned, and M. S. 
Bradley, who has been with the com- 








pany for fifteen years, is acting as 
manager. 
Field Notes 
The Webster Manufacturing Co., 


1856 North Kostner avenue, Chicago, 
manufacturer of elevating conveying 
and power transmitting machinery, is 
moving its Cincinnati office from 1914 
Union Central building to 503 Cham- 
ber of Commerce building. L. A. 
Scheck, who is in charge of this office, 
is an experienced engineer in the ele- 
vating and conveying line, and has been 
in the employ of the Webster company 
for a number of years. Before taking 
charge of the Cincinnati office he was 
in charge of the Boston office. 

J. H. Williams & Company, Buffalo, 
and the Husky Wrench Company, of 
Milwaukee, have joined in a working 
arrangement whereby they offer to the 
trade a complete line of combination 
wrench sets composed of the Williams 
“Superrenches” and “Husky” socket 
wrenches. This combination is made 
for selling purposes only, and does not 
effect the financial structure or man- 
agement of either company. 

The Henry G. Thompson & Son Com- 
pany, of New Haven, Conn., manufac- 
turer of hack saw blades, has recently 


announced that the F. M. Slater Saw 
Company has been appointed its Detroit 
representative. The Slater company 
manufactured metal cutting band saws 
which hereafter will be manufactured 
for them by the Thompson company. 
Under the new arrangement, the Slater 
company has opened warerooms in De- 
troit, where it will carry a complete 
stock of the Thompson products. 

The Jefferson Electric Mfg. Com- 
pany, Chicago, has consolidated with 
the Chicago Fuse Mfg. Co., of that city, 
and hereafter will be known as the 
Chicago Jefferson Fuse and Electric 
Company. The officers are J. A. Bennan, 
formerly president of the Jefferson 
company; vice-president and sales man- 
ager of the jobbing division, A. E. Tre- 
genza, formerly vice-president of the 
Chicago Fuse Co.; vice-president and 
sales manager of the manufacturers’ 
division, A. R. Johnson, formerly sec- 
retary of the Jefferson company; C. R. 
Hansen, who was also with the Jeffer- 
son company, has been appointed ad- 
vertising manager. 

W. R. Voorhees & Company, San 
Francisco, California, and _ Seattle, 
Washington, is now representing The 
Billings & Spencer Company, Hartford, 
Conn., in Montana, Colorado, Wyoming, 
Idaho, Utah, Nevada, Washington, Ore- 
gon, California, Arizona, New Mexico 
and El Paso, Texas. This company not 
only handles the entire Billings line of 
wrenches, hammers, pliers, clamps, 
dogs, etc., but special forgings and ma- 
chinery. 

General offices of the S. G. Taylor 
Chain Company are now located at the 
plant in Hammond, Ind., and all cor- 
respondence should be sent to the com- 
pany there. The Taylor company is, 
however, maintaining a sales office in 
Chicago. 

Eclipse Specialty Mfg. Co., Chicago, 
has taken over new quarters at 4515 
Ravenswood avenue, where it has 
greater space than in the old location, 
4531 Ravenswood avenue. Consider- 
able new equipment has been installed 
by the company. The Eclipse Mfg. Co. 
manufactures liquid belt dressing, bar 
belt and hot belt dressing, pulley cover- 
ing cement, belt cement and wire belt 
lacing. 

James Beggs & Co., 149 Church 
street, New York, manufacturer of boil- 
ers, grate bars, pumps and general 
boiler supplies, who some months ago 
announced their intention of discontinu- 
ing business, have changed their plans 
and are now prepared to take care of 
usual requirements in lines handled. 

Bliss & Laughlin, Inc., Harvey, IIl., 
announces the purchase of the plant and 
property of its neighbor adjoining on 
the west, Hotchkiss, Blue & Company, 
Ltd. The property consists of about 
five acres, two acres of which are im- 
proved with plant buildings. It is un- 
derstood that Bliss & Laughlin, Inc., 
purchased the property to provide for 
future expansions, as it permits a 
straight-line plant extension with suf- 
ficient acreage to take care of the com- 
pany’s requirements for many years. It 
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Dealers, Jobbers! 


where. 


There’s 


a big, growing market for blowers—the Tornado actually outper- 


forms them all. 
ment, quick turnover. 
Breuer, President. 


Exclusive territory, liberal discount, small invest- 


Get our proposition. Write today to A. A. 








A 


ite 
el 


)\ Blow Out ALL Dust 
{with 170 mile p. h. 
Gale of DRY Air 


“em motors, machinery, line- 
shafting, bins and equipment free 

of harmful dust, dirt, lint, etc. Fastest, 
safest, cheapest method. 170 mile per 
hour gale of CLEAN, DRY air reaches 
every where—no condensed moisture. 
No tank, no heavy hose to drag about. 
Unless 10 days’ use satisfies, don’t buy. 





¥ downs. Add yearsto 


Weighs 7 lbs. Connectsto any sock- 
et. Super powerful—delivers more 
air with more force. 14h. p. G-E 
motor. Ball bearings—no oiling. 
Lessen fire risks, save repairs, shut- 
downs. Suction or spraying attach- 
ments if desired. Guaranteed to do 
the work where others fail. Costs no 
more—soon pays for itself. Product 
of 20 years’ electrical manufactur- 


Greater powe? 
proved! “Tor- 
nado”’ floats 
rubber ball 
twiceashighas ‘ing experience. 


other blowers. A, A, Breuer, President 
Breuer Elec. Mfg. Co., 854 Blackhawk, Chicago 


Blow all dust and 
dirt from line shaft- 
ing,in less time at 
lesscost. Save pow- 
er—eliminate fric- 
tion caused by ac- 
cumulation of dust. 


\ 


Blow all dust, dirt, 
lint, etc. , from ma- 
chine ry, 

enerat ors, etc. 
save repairs, shut- 


motors, 


life of plant equip- 
t. 





Suction cleaning at- 
tachments quickly 
suck dust and dirt 
out of bins, ma- 
chines, motors,auto 
upholstery, etc. 
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Our ads, like the one 
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THE CRESCENT 
96 Columbia Street - 





MACHINES 


are efficient,practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 


Leetonia, 


CRESCENT WOOD WORKING 


MACHINE CoO. 
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Low Pressure Float Trap 
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self cleaning 
valve 
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Factories: Cleveland and Orrville, Ohio 
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is probable that the first of the con- 
templated plant additions will be com- 
pleted during the present year, with 
further additions as needed. 

The Allied Industrial Products Com- 
pany, manufacturer of grinding wheels, 
buffing and polishing equipment, etc., 
is erecting a three story plant at 17-19 
North Elizabeth street, Chicago, which 
will cost about $80,000 with equipment. 

Bassick Co., Bridgeport, Conn., manu- 
facturer of casters, has purchased the 
west side plant of the Columbia Phono- 
graph Co. at Bridgeport, Conn. The 
newly purchased plant will provide 
126,900 additional square feet of floor 
space. 

Stevens Walden-Worcester, Inc., 
Worcester, Mass., has opened an office 
and warehouse at 435 Bryant street, 
San Francisco, in charge of H. O. Barr. 
Distribution for the Pacific Coast will 
be handled from this office. 

The Southland Supply Co., Inc., re- 
cently purchased the entire interests of 
the Fisher Supply Co., in Dallas, Texas, 
and will operate the wholesale plumb- 
ing and heating business. The com- 
pany is located at 2400-08 South Har- 
wood street. 

Producto Machine Co., Bridgeport, 
Conn., recently purchased from the re- 
ceiver the assets of the Bilton Machine 
Tool Co., and will continue its opera- 
tion under the new name, with the same 
organization that was in charge 
through the receivership. 

Robbins & Myers Co., Springfield, 
Ohio, manufacturer of electric ap- 
pliance is to be reorganized on a plan 
to be submitted to bondholders. 

The assets and property of The 
Superbestos Company, and the plants 
and works at Wabash, Ind., formerly 
belonging to Mikesell Brothers Com- 
pany, have been acquired in full owner- 
ship by a new corporation known as 
The Mikesell Company, with general 
offices at 1223 South Wabash avenue, 
Chicago. 

Observation faculties of employes are 
being stimulated with money at the 
Westinghouse Electric and Manufac- 
turing Company, where one employe re- 
cently passed the $1,000 mark in awards 
received for adopted suggestions. J. F. 
Carlson of the accounting department 
is the lucky man. In recent years 85 
ideas for improvements and better pro- 
duction details have brought him addi- 
tional income. From a total of 364 sug- 
gestions submitted by Mr. Carlson, 85 
have been adopted. Some have been 
obvious improvements in_ production, 
others have been minor changes in 
forms, systems, etc., aiming at closer 
coordination of effort. 

The State Plumbing Supply Co., has 
recently been organized and incorpor- 
ated under the laws of Ohio, to deal 
in plumbing supplies. The company is 
arranging to open offices and display 
rooms, and warehouse at 233 North 
Front street, Columbus, Ohio. The of- 
ficers are: J. G. Groscost, president, 
and P. H. Schultz, secretary-treasurer. 





Mr. Groscost and Mr. Schultz were for- 
merly associated with the Humphreys 
Mfg. Co., of Mansfield, Ohio. 

Bourne-Fuller Co., Cleveland, has 
moved its sales office at Detroit from 
5-158-159 General Motors building to 
5-128-129 in the same building. 

American Radiator Co., has moved 
its accessories division from the Chi- 
cago office to the company’s building at 
40 West Fortieth street, New York 
City. The accessories division has 
charge of the air valves, packless 
valves, regulators and controls manu- 
factured by the company. 

The Bowlus Mfg. Co., Springfield, 
has been reorganized under the owner- 
ship and managing direction of A. D. 
Hosterman, long identified with success- 
ful business interests in Central Ohio. 

Allan J. Coleman, 208 North Wabash 
avenue, Chicago, has purchased the tool 
manufacturing business of the George 
H. Wilkins Co., at 180 North Market 
street, Chicago. 

Homestead Valve Mfg. Co., Home- 
stead, Pa., has acquired and will oc- 
cupy the former plant of Sewickley 
Electric & Mfg. Co., Stoops Ferry, Pa. 
The purchase includes a plant contain- 
ing 50,000 square feet of floor space 
and 108 acres. 

Lally Co., San Francisco, distributors 
of plumbing and heating supplies, has 
moved its offices and warehouse from 
1123 Harrison street to 1261 Howard 
street. 

Mideke Supply Co., 100 East Main 
street, Oklahoma City, has been ap- 
pointed representative in Oklahoma 
City and vicinity for the Foote Brothers 
Gear & Machine Co., 215 North Curtis 
street, Chicago, manufacturer of speed 
reducers, gear products and general 
transmission machinery. 

Wagner Electric Corporation an- 
nounces the removal of its New York 
City branch sales office from 50 Church 
street to suite 1110, 30 Church street. 
The New York City service station 
remains at 321 West’ Fifty-fourth 
street. 

Republic Supply Co. of Los An- 
geles, has acquired the entire capi- 
tal stock of the Associated Supply 
Co. from the Youngstown Sheet & Tube 
Co., Youngstown, Ohio, for about $2,- 
000,000, this company having purchased 
the stock several months ago from the 
Associated Oil Co., which organization 
controlled the supply company, operat- 
ing it as a subsidiary in the distribution 
of oil well supplies in California. The 
Republic Supply Company will consoli- 
date the business of the Associated Sup- 
ply Co. with its own and hereafter will 
act as exclusive distributor in the Cali- 
fornia oil country of the tubular goods 
manufactured by the Youngstown Sheet 
& Tube Co. 

Buffalo Foundry & Machine Co., Buf- 
falo, manufacturer of steam hammers, 
announces the purchase of the assets 
and patents of the Chemical & Vacuum 
Machinery Co. Equipment manufac- 
tured by the latter company will be 


continued and other types added. 
Charles O. Lavett, former general man- 
ager, and H. E. Neubauer, former chief 
engineer of the Chemical & Vacuum 
Machinery Co., are now associated with 
the Buffalo Foundry & Machine Co. 

The Lunkenheimer Co., Cincinnati, 
manufacturer of steam specialties, has 
appointed Woodbury & Wheeler Co., 55 
Second street, Portland, Ore., its rep- 
resentative in Oregon and southwes- 
tern Washington. 

Worthington Pump & Machinery 
Corporation, New York, has moved its 
executive office and its export and dis- 
trict sales departments to 2 Park ave- 
nue. General sales and advertising de- 
partments were recently moved to the 
Harrison plant at 421 Worthington ave- 
nue, Harrison, N. J. 

The National Flue Cleaner Company, 
Groveville, N. J., manufacturer of soot 
blowers for fire tube boilers, has re- 
cently appointed the Naylor-Hickey 
Corporation, 543 Washington boule- 
vard, Chicago, its representative in Chi- 
cago, and the Furnace Improvement Co., 
511 Westminster avenue, Providence, 
R. I., its New England representative. 

The Chicago office of the United 
States Electrical Tool Co., of Cincin- 
nati, has been moved from 541 West 
Washington boulevard to 549 West 
Washington boulevard. E. C. Price is 
district manager of this office. 

The Yale & Towne Manufacturing 
Co., Stamford, Conn., has increased its 
capital stock from $19,000,000 by the 
addition of 40,000 shares, par value, 

The Trico Fuse Mfg. Co., Milwaukee, 
announces the removal of its Pitts- 
burgh office to new and larger quarters 
at 405 Penn avenue. Wm. A. Bittner 
is in charge. 

Union Machinery & Supply Co., Seat- 
tle, Wash., has opened a branch at Port- 
land, with temporary headquarters at 
6814 Fourth street, under the manage- 
ment of Fred W. Rodolf. 

The Warburton-Beacham Supply Co., 
Jackson, Miss., has changed its name 
to the Beacham Supply Co., and here- 
after will confine its activities to the 
plumbing and heating supply business. 

Johns-Manville Corporation, 292 
Madison avenue, New York, manu- 
facturer of power plant equipment, 
building products, etc., is reported 
planning to erect a new plant at Rich- 
mond, Cal., consisting of two one-story 
units, each 100x500 feet, which will cost 
close to $1,000,000 with machinery. 

Haverstick & Co., Rochester, N. Y., 
distributor, announces the appointment 
of Frank W. MacLyman as general 
manager of that company. Mr. Lyman 
was formerly purchasing agent. 

Racine Screw Works, Racine, Wis., 
whose plant was destroyed by fire on 
February 25th, is preparing to begin 
active production after completion of 
reorganization. Albert O. Falkenrath 
will continue as president. A Factory 
building probably will be leased or 
purchased. 
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Copper and Brass 


COILS 


All Shapes—Spiral, Flat, Basket and Return. Our 


specially designed bending equipment permits us to 
Made from sketch or 
Hydraulically tested 


quote low prices for all coils. 
specifications. 





Ask for quotation on any copper work, including 
plain and steam jacketed kettles, tanks, vacuum 
pans, expansion joints, floats, special pipe fittings, 
etc. Inquiries from distributors solicited. 


Arthur Harris & Co. 


Established 1884 v a 
Engineers, Coppersmiths, Brass Founders and Finishers 


210-218 N.CURTIS ST. . . - CHICAGO,ILL, 


May Day 


is the day you May 
use the 


Genuine 
Nason 
Steam 
Trap 





Class B, 1 to 20 Ibs. 





That’s every day 
Class C, 20 to 70 ibs. | We have a Bulletin showing 
this and the other famous 
Nason Specialties which have 


led since 1841. 


Write for it 


NASON MFG. CO. 


Steam Specialty Specialists 


71 Fulton St. New York 





Sidelug, 40 to 150 Ibs. 
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Supply Houses 
find a ready sale for 
Taylor-Mesaba Sling 
or Hoisting Chains. 
These chains appeal 
to all users who make 
their purchases on a 
basis of quality and 
service. 
Send for folder show- 
ing four styles of 
Hoisting Chains, all of 
which have in 
stock for prompt de- 
\ livery. 
S.G.Taylor ChainCo. 


Hammond, ind. 
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Men Use It 
—because they like it 


oy 
MEN like the quick, easy application 
with a hammer as the only tool. 
They like the smoothness of this—the strongest flex- 
ible joint on earth. They like its ready adaptability 
to any type of service. The cost is trifling compared 
to the extra protection it gives the belt ends. “‘Never 
lets go.’ Common sense tells them that the sec- 


tional steel rocker hinge pin will outlast any 


other type of pin. Year after ye: : sees larger 
quantities of all eleven sizes in use. 
Orders for Alligator Steel Belt Lacing are 
orders of profit for the jobber. 
FLEXIBLE STEEL LACING CO. 
4633 Lexington Street Chicago, U.S. A. 


in England at 135 Finsbury Pavement, London, E. C, 2 


Look for this famous Registered 
Trade Mark, now stamped on gen- 
uine Alligator Steel Belt Lacing. 
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New Factories and Additions 





E. H. Edwards Co., Butler Road, 
South San Francisco, manufacturer of 
wire rope, has awarded contract for a 
one-story addition, 60x720 feet, to cost 
about $80,000 with equipment. 

Standard Sanitary Mfg. Co., Besse- 
mer building, Pittsburgh, will soon take 
bids for a two-story and basement fac- 
tory branch and distributing plant, 100x 
100 feet, at Nashville, Tenn., to cost 
about $85,000 with equipment. 

Bassick Mfg. Co., 2638 North Craw- 
ford avenue, Chicago, manufacturer of 
lubricating equipment and devices, sub- 
sidiary of Stewart-Warner Speedometer 
Corporation, is planning an addition to 
increase capacity, to cost about $300,- 
000 with equipment. 

Hinsdale Iron Works, Ince., 1058 
Rockaway avenue, Brooklyn, plans to 
erect a one-story addition, 60x100 feet, 
which will cost about $20,000 with 
equipment. 

General Motors Corporation, Detroit, 
is reported contemplating an assem- 
bling plant at Tampa, Fla., to be used 
largely for export trade to South Amer- 
ica, to cost more than $200,000. 

Baldwin Harvester Co., Wichita, 
Kans., agricultural equipment, has 
plans for a one-story addition, 63x100 
feet, portion of structure to be used for 
storage and distribution. 


Colonial Steel Co., 924 Main street, 
St. Louis, will build a one-story stor- 
age and distributing plant, 50x85 feet, 
to cost about $28,000 with equipment. 


Belden Mfg. Co., 2300 Western ave- 
nue, Chicago, manufacturer of electric 
wires, cables, etc., is having plans drawn 
for second unit at new plant at Rich- 
mond, to cost more than $60,000 with 
equipment. 

Kaysing Iron Works, 2525 Montgom- 
ery street, St. Louis, will build a one- 
story addition, totalling about 30,000 
square feet floor space, to cost about 
$50,000. 


Accuralite Co., Muskegon, Mich., 
manufacturer of pistons, cam shafts, 
etc., is planning the erection of a new 
factory at Muskegon Heights, to cost 
in excess of $60,000. 


Steel Improvement & Forge Co., 
Cleveland, has awarded contract for the 
construction of a one-story plant at 
940 Addison road, 60x200 feet, to cost 
close to $90,000 wth equipment. 


Mall Tool Co., 7740 South Chicago 
avenue, Chicago, will build a one and 
two-story addition to cost approxi- 
mately $30,000. 

Barde Steel Co., 2709 Utah street, 
Seattle, Wash., will build a one-story 
addition, 66x120 feet, to cost $23,000. 


Crane Co., 212 South Thirteenth 
street, Philadelphia, manufacturer of 
pipes, valves, etc., with headquarters 
at 836 South Michigan avenue, Chicago, 
is reported planning to build a one- 
story factory branch and distributing 


plant at Norristown, Pa., to cost about 
$40,000. 

H. B. Salmon Co., 357 Grafton ave- 
nue, Newark, N. J., plans to build a 
three-story addition for storage and 
distribution purposes, to cost about 
$100,000 with equipment. 

Reliance Enameling & Stamping 
Co., Belleville, Ill., is reported planning 
an addition to cost about $50,000 with 
equipment. 

Cincinnati Ball Crank Co., Disney 
street, Cincinnati, has awarded con- 
tract for a one-story addition to cost 
about $15,000. 


Usona Mfg. Co., Chouteau avenue, 
St. Louis, manufacturer of architectural 
and ornamental iron, has asked bids on 
a one-story addition, 75x80 feet, to cost 
about $24,000. 


Modine Mfg. Co., 1700 Racine street, 
Racine, Wis., manufacturer of radiators 
and cooling systems, contemplates an 
additional investment of $100,000 in a 
plant extension and new equipment. 


Chicago Pump Co., 2386 Wolfram 
street, Chicago, will erect a factory, 
116x125 feet. Alfred S. Alschuler, 28 
East Jackson boulevard, is architect. 

Richmond Machine Co., 3445 Rich- 
mond street, Philadelphia, has awarded 
contract for a one-story machine shop 
to cost about $21,000 with equipment. 

General Electric Co., Pittsfield, Mass., 
will build a two-story addition in the 
Silver Lake section, 40x280 feet, to 
cost about $80,000 with equipment. 

Firestone Tire & Rubber Co., Akron, 
Ohio, plans construction of a new two- 
story factory branch and distributing 
plant at Richmond, Va., to cost in ex- 
cess of $200,000 with equipment. 

Simplex Wire & Cable Co., 201 
Devonshire street, Boston, has filed 
plans for extensions and improvements 
to plant at Cambridge, to cost about 
$18,000. 


Jaden Mfg. Co., Hastings, Neb., 
manufacturer of hardware specialties, 
has filed plans for a one-story unit, 
120x245 feet, to cost approximately 
$55,000 with equipment. 


Carter Carbureter Co., 2838 North 
Spring avenue, St. Louis, Mo., manu- 
facturer of carburetors and _ kindred 
equipment, has awarded general con- 
tract for the construction of a two-story 
addition, 90x240 feet, to cost about 
$75,000 with machinery." 


Gulf Refining Co., Barrington Park- 
way, East Providence, R. I., has started 
the erection of a one-story garage and 
repair shop, 100x140 feet. 


Merritt Concrete Products Co., San 
Jose, Cal., manufacturer of concrete 
pipe, etc., will build a new plant at 
Oakland, to cost about $50,000 with 
equipment. 

Heller Brothers Co., 879 Mount Pros- 
pect avenue, Newark, N. J., manufac- 
turer of files, rasps, tools, ete., will 
build a one-story plant, totalling about 
35,000 square feet of floor space, at 
Newcomerstown, Ohio, vicinity of works 





of Rex File and Vixon Tool companies, 
subsidiaries. It will cost more than 
$75,000 with equipment. 

Peerless Pressed Metal Co., 14 Elec- 
tric avenue, Brighton, Boston, plans to 
build a new one-story plant, 75x300 
feet, at Watertown, Mass., to cost ap- 
proximately $65,000 with equipment. 

Acme Tool Co., 250 North Findlay 
street, Dayton, Ohio, has awarded con- 
tract for the erection of a machine 
shop to cost about $25,000 with equip- 
ment. 

Fords Porcelain Works, Inc., Lehigh 
avenue, Perth Amboy, N. J., manufac- 
turer of sanitary ware, plans rebuild- 
ing the portion of plant destroyed by 
fire March ist, with loss reported at 
$150,000 including equipment. 


June Machinery Co., Waco, Tex., plans 
to build a one-story foundry at 208 
South First street, to cost about $21,- 
000 with equipment. 

Atwater Mfg. Co., Plantsville, Conn., 
manufacturer of drop forging, has 
awarded contract for a one-story addi- 
tion to cost more than $20,000. 

Emsco Press Forge Co., 5707 South 
Boyle avenue, Vernon, Los Angeles, 
plans to build a one-story plant unit 
to cost about $20,000 with equipment. 

Electric Coil Winding Co., 2101 Fed- 
eral street, Camden, N. J., has awarded 
general contract for a one-story addi- 
tion, 49x59 feet, to cost about $18,000 
with equipment. 

Stark Tool Co., Inc., 416 to 424 
Moody street, Waltham, Mass., plans to 
build a one and one-half-story addition, 
30x80 feet. 

R. Hoe & Co., 504 Grand street, New 
York, manufacturer of printing presses, 
saws, etc., is reported planning a two- 
story addition to plant at Dunellen, 
N. J., to cost more than $75,000. 

American Car & Foundry Co., Syndi- 
cate Trust building, St. Louis, is plan- 
ning to build an addition to plant on 
Dorcas street, to cost more than $200,- 
000 with equipment. 


Hill Curtis Co., Pitcher street, Kala- 
mazoo, Mich., manufacturer of wood- 
working machinery and parts, will soon 
take bids on general contract for a one 
and two-story addition to cost about 
$35,000. 


Koestin Tool & Die Co., 3601 Hum- 
boldt avenue, Detroit, has awarded con- 
tract for the construction of an addi- 
tion to cost more than $40,000 with 
equipment. 


East Bay Iron & Metal Works, Oak- 
land, Cal., has awarded general con- 
tract for rebuilding portion of plant at 
2310 Peralta street, to cost about $25,- 
000. 

Landis Machine Co., Gano and Sec- 
ond streets, St. Louis, manufacturer 
of leather stitching machinery, plans 
an expansion program, including the 
purchase of additional property for 
early occupancy. 


Momsen, Dunegan & Ryan, El Paso, 
Texas, plans to build a four-story stor- 
age and distributing plant to cost about 
$125,000 with equipment. 
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eventual economy. 


pledged for nearly a century. 


ciation of Stanley economy. 


13 N. Jefferson St. 
Chicago New Yor 





prices to— 


Investigation and study will result in elimination of 
extravagance, an ideal to which the stamina of 
Stanley Solid Woven Cotton Belting has been 
More and more of 
your customers who use belting are learning appre- 


Inquiry invited. Hand samples, prices 
and trade discounts supplied gladly. 


Stanley Belting Corporation 


320 Broadway 124 Adelaide St., W. 


42 A Southwark St., S. E. I. 
London, England 


Belt vs. Direct Connected 


In settling the question of merits of belt and direct 
connected drives, the deciding factor can only be 


Toronto, Ont. 





Kindly send hand sample ani 











FRICTIONLESS on Bearing Metal means 
just what STERLING does on Silver—an 


absolute guarantee 


TRADE MARK 








“It Has Stood the Test for Over Thirty Years”’ 


We also make 


NICKEL GENUINE 
GENUINE BABBITT 
COPPER HARDENED 


All of these Babbitt Metals are made from highly 
refined raw materials, perfectly amalgamated — 
thus insuring satisfied customers and repeat orders. 


FRICTIONLESS METAL CO. 


1458-60 Collins Street 
SAINT LOUIS, MO. 











MONCRIEFF gs 





The reason for their sale 
is clear, too! 


Moncrieff Gauge Glasses are clear, 
and the reason for their wide sale 
is clear, too. 

Engineers buy them and remain 
*“‘sold’’ on them because of an un- 
usual combination of toughness and 
clearness. The business that a mill 
supply dealer does in Moncrieffs is 
prestige-building business, which 
brings in a steady percentage of 
repeat orders. 

Moncrieff Glasses, the only gauge 
glasses made in Scotland, are fur- 
nished in brands for all requirements. 


JENKINS BROS. 
Sole U. S. Agents 
80 White Street New York, N. Y. 
524 Atlantic Avenue Boston, Mass. 
133 North Seventh St.. . Philadelphia, Pa. 
646 Washington Boulevard. .Chicago, IIl. 








MONCRIEFF 
SCOTCH GAUGE 
GLASSES ARE: 
Perth 
for steam pressures to 
150 pounds. 
Unific 
for steam pressures to 
500 pounds. 
Monamel 
having a super-imposed 
red stripe to emphasize 


the water line. For 
steam pressures to 250 
pounds. 


Beacon Red 

an enameled glass with 
red indicator line for 
steam pressures to 150 
pounds. 

Prismatic Glasses 
Gauge Glass Strips 

Protector Slides 








GAUGE 
GLASSES 


WHEELBARROWS 


The engineer recognizes real engineering in 
the design of Bull Frog barrows, carts and 
scrapers. The construction details appeal to 
the practical mind of the contractor. There 
are numerous in-built reasons why Bull Frog 
equipment delivers a bigger day’s work with- 
out increasing labor cost. Mill supply houses 
serving contractors and industrial users will 
find real merchandising power in any Bull 
Frog item. Let us send you our current 


catalog. 


The Toledo Wheelbarrow Company 
TOLEDO, OHIO 
Branch Office and Warehouse 
CHICAGO 
69 East Wacker Drive 
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Leominster. Tool Co., 96 Mechanics 
street, Leominster, Mass., has awarded 
contract for a one-story plant, 49x100 
feet. 

King-Seeley Co., Ann Arbor, Mich., 
manufacturer of gasoline gages and 
kindred equipment, plans to build a 
five-story addition, 65x85 feet, to cost 
close to $100,000 with equipment. 

Kelly-Springfield Tire Co., Cumber- 
land, Md., will build a one-story addi- 
tion to cost about $100,000 with equip- 
ment. 

Trico Products Co., 624 Ellicott 
street, Buffalo, manufacturer of auto- 
mobile accessories, has filed plans for 
an addition to cost upward of $175,000 
with machinery. 





American Manganese Steel Co., New 
Castle, Del., will build a one-story 
foundry addition, to cost about $50,- 
000 with equipment. 

Western Architectural Iron Co., 211 
West Schiller street, Chicago, has filed 
plans for a one-story unit, 100x125 feet, 
to cost about $60,900 with equipment. 

Acme Auto Radiator Co., 7707 Car- 
negie avenue, Cleveland, is considering 
plans for a two-story addition, to cost 
in excess of $40,000 with equipment. 

Hedstrom Union Co., 319 Main street, 
Gardner, Mass., plans to build a four- 
story, 40x60 feet, and three-story, 60x 
130 feet, additions. 

Bellanca Aircraft 
Pont building, 


du 
re- 


Corporation, 
Wilmington, Del., 


cently organized, has awarded general 
contract for the initial unit of a new 
airplane manufacturing plant near New 
Castle, Del., to cost in excess of $50,- 
000. The first building will be used 
largely for assembling. 

Central Plumbing & Heating Supply 
Co., 731 North Wells street, Chicago, 
plans to build a two-story plant to cost 
about $100,000 with equipment, a por- 
tion of the structure to be used for 
storage and distributing service. 

George J. Mayer Co., 36 South Me- 
ridian street, Indianapolis, manufac- 
turer of dies, stamps, etc., has awarded 
general contract for the erection of a 
two-story addition, 50x150 feet, to cost 
approximately $25,000. 





CLASSIFIED 
ADVERTISEMENTS 
Classified Line 
heads of Wanted, 
published in this 
20 cents a line, 
words line. 


wnder 
will be 
rate of 
Count six 


Advertisements 
For Sale, etce., 
Department at a 
each insertion. 


SITUATIONS WANTED 


Machinery, mill, heating and plumb- 
ing supply salesman, with 20th year’s 
experience, wishes to secure position 
covering North Carolina territory for 
manufacturer or jobber. Good refer- 
ence. Address No. 915, care MILL Sup- 
PLIES, 537 South Dearborn street, Chi- 
cago. 


Wanted—Position as sales executive 
in manufacturing concern doing a na- 
tional business through dealers. Have 
had seventeen years’ experience and 
have been over twelve years in present 
position. Have an acquaintance ex- 


tending all over United States. Have 
fair education and technical ability. 
Can give best of reference. Address 


No. 916, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 


SALES EXECUTIVE 


With a fifteen year successful record 
in promoting power transmission equip- 
ment sales through distributors, now 
well connected, will consider another 
proposition. Has unusually wide ac- 
quaintance with mill supply houses 
throughout the U. S. Address No. 921, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


SALESMEN WANTED 


Salesman to carry as a side line de- 
pendable wiping cloths for factories, 
machine’ shops, printers, industrial 
plants and garages. Address No. 918, 
sare MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


Experienced 
saws on 


Saw Salesman to sell 
a commission basis. Quality 
line fullest cooperation. Give full in- 
formation in letter. Address No. 924, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


Salesman or manufacturer’s agent to 
handle several reliable chemical prod- 
ucts in addition to present connection. 
Industrial and jobbing trade, soldering 
salts, flux, case-hardening, etc. Liberal 
exclusive terms. State what territory 
covered. Rotax Manufacturing Com- 
pany, 39 Cortlandt street, New York. 


Experienced belting salesmen for 
Chicago and Middle West territory to 
represent large manufacturer of tex- 
tile belts. Prefer salesmen who have 
sold rubber belting. Excellent oppor- 
tunity for advancement. Give full par- 
ticulars. Replies treated confidenti- 
ally. Address No. 920, care MILL Sup- 
PLIES, 537 South Dearborn street, Chi- 
cago. 


Manufacturers Agents and Salesmen 
to represent an old reliable manufac- 
turer producing a staple line of prod- 
ucts for mill supply houses and indus- 
trial trade. Very profitable side line 
proposition. Liberal commission, and 
protected territory. Replies considered 


confidential. Address No. 923, care 
MILL SUPPLIES, 537 South Dearborn 


street, Chicago. 


SALES SERVICE 


“A Manufacturer of 28 years stand- 
ing, specializing in a very high grade 
line of special sheet steel products, and 
selling to Hardware, Mill Supply, 
Plumbing and Steamfitting houses, is 
desirous of expanding their business 
through New York and New Jersey ter- 
ritory, by acting as a distributor as 
well as a manufacturer. Will consider 
an agency or dealer’s proposition on 
several active lines having active out- 
let through this class of trade as well 
as public utilities and contractors.” Ad- 
dress No. 925, care MILL SUPPLIES, 537 
So. Dearborn street, Chicago. 


FOR SALE 


A stock of new Reeves Wood Pulleys 
at list less 60%. F. O. B. Newark, 
N. J. Address William S. Roe, Inc., 15 
River street, Newark, N. J. 


ADLETS 


BUSINESS MEN’S PAPER PRESSES—Econom- 
ically handle baleable material such as old paper, 


shavings, excelsior, wool, scrap tin, and other 
wastes. Three largest sizes have lever on each 
end. Operated by one or two men as desired. 


Universally used by industries. Ask for catalog. 
PUSINESS MEN’S PAPER PRESS CO., Wayland, 
Mich. 





CLANCY 





“SURE GRIP" Steel Hose Clamps— 

Complete line, 94 sizes, for garden, hydrant and 

steam hose. Send for list of sizes, prices, and 

distributors’ discounts.—J. R. CLANCY, INC., 
Syracuse, N. Y. 

MARTIN PORTABLE VISE STAND and Pipe 

Bender — For cutting 

threading and bending 


pipe. Portable, 
no__—cbolts, 
braces to 
needs no 


with 
screws or 
remove, and 
attachment to 


floor, walls or ceiling. 
Will not tilt, upset or 
skid. Small and large 
sizes, with capacity up 
to 414” pipe. Bn... PB. 


MARTIN & SONS, 625 EB. 


2nd St., Owensboro, Ky. 


“SMOKELESS” ASPHALT HEATERS, Lead 
Melting Furnaces, Portable Oil Burners, Paving 
Tool Heaters, Asphalt Spray Outfits, Weed 
Burners and Large Kerosene Torches. Over 
10,000 Aeroil Heaters in use. Send for Bulletin 
No. 54-M, giving prices and full information. 

BURNER COMPANY, West New York, 


AEROIL 


WHITNEY LEVER METAL 


PORTABLE 
. PUNCHES — Widest 





C= known. Most universally 
g used on market. Eight 
sizes and types. Over 
40,000 in use. Write for 
circulars and jobbing quotations. W. A. WHIT- 
NEY MFG. CO., 715 Park Ave., Rockford, Jl. 








“AIR SPRING’ COMPRESSED 
AIR GREASE CUPS—dAutomatically 
maintain film of grease on _ bear- 
ings with greatest efficiency and 
utmost economy. Four sizes, plain 
and polished steel. We also make 
the ‘‘Shurflo’’ wick feed oil cup. 
Folder on request, HUNTER 
PRESSED STEEL CO., Lansdale, Pa. 








JOSLIN STEEL STAMPS AND DIES—Any de- 
sign or type of characters accurately carried 
out. We guarantee quality and service. 


Send 
today for catalog and distributors’ prices. A. D. 
JOSLIN MFG, Co., 123 Arthur St., Manistee, Mich. 
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The Valve with the Reversible Disc & Seat 





— [oA \/ J ool p | (<Q) 


aS) 


Seat and disc of Nicu- 
lanium—a hard, tough, close- 
grained nickel alloy—resists 
effectively the cutting, wear- 
ing action of high tempera- 
tures and pressures, that is 
one factor in the economy of 
Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and seat 
reverse and you have the life 
of another valve with no 
extra expense. 


But this is not all of Reverso’s 
vitality as disc and seat are easily 
regrindable. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 

o. 


Trent REVERSO:—Bronze body for 
HALL 200 Ibs. pressure. Total tempera- 
{1 ture 550 deg. F 


IROVERSO:—Iron body for 
150 lbs. pressure. Total tempera- 
ture 450 deg. F 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 











Measure Ladder Efficiency 
by these standards 


<} In buying a ladder for any kind 
N of cleaning or maintenance work, 

see that the legs are so widely 
spread, so solidly braced that all 


} chance of tipping or wabbling is 
als eliminated. The working plat- 





s \ fi form should be protected by high 
J : guard rails, so both hands may 
\j be free for work. Ask if there is 

\ room on the platform for two 

\ men and their tools; if the ladder 


for extra height. If the ladder 
has all these features that re- 
duce labor costs and prevent 
serious accidents, you'll find it 
carries the Dayton Safety Ladder trade mark. For 
there is no other ladder like the Dayton. Made of light 
weight, durable aeroplane spruce, in sizes 3 to 16 feet. 
Moderately priced. 





i\/§ will set close against walls; if 
1 there is a folding auxiliary step 


Write Dept. MS-5 for full information 


The Dayton ome Ladder Co. 


121-123 West Third St. Cincinnati, Ohio 


DAYTON 


Safety Ladder 


(Patented) 





Sell them a Kieley Trap and guar- 
antee satisfaction. Kieley Traps 
are sold through jobbers on a basis 
of a satisfied customer or acceptance 
of return. 


Investigate Kieley Specialties 


Kieley c@ Mueller, Inc. 
34 W. 13th St. New York City 











Tanners of 


Mechanical Leathers 











Lace Leather Sides and Cut Lacing 


in 
Mechanical Rawhide, Indian Tan 
and Krome (Chrome tanned) 


Krome Belt Leather 
in Butt Bends, Centers and Sides 


Chrome Hydraulic Leather 
in Butts and Sides 


Krome-Retan Hydraulic Butts 





THE CHICAGO RAWHIDE MEG. CO. 
1285 Elston Avenue, CHICAGO 


109 Broad St., New York 209 Broad St., Boston 
66 N. 4th St., Philadelphia 530 W. Congress St., Detroit 
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BUY ADVERTISED PRODUCTS 


A Classified Index to the Products of Advertisers in This Issue 


Index to Advertisements on Last Page 





ANVILS 
Columbus Anvil & Forging Co. 
Yost Mfg. Co. 


APRONS, LEATHER 
Chicago Rawhide Mfg. Co. 
ARBORS 
Morse Twist Drill & Machine Co. 
The Skinner Chuck Co 
ASBESTOS PRODUCTS 
Belmont Packing & Rubber Co. 
BABBITT METALS 
Argus Smelting Company 
Division Smelting & Refining Co. 
Dodge Manufacturing Corp. 
Frictionless Metal Company 
Hoyt Metal Company 
The Medart Company 
Monarch Metal Co. 


BARRELS, TUMBLING 
Royersford Foundry & Machine Co. 
BARROWS 
The Fairbanks Company 
Sterling Wheelbarrow Co. 
Toledo Wheelbarrow Co. 
BEARINGS, BALL AND ROLLw{TR 
S K F Industries, Incorporated. 


BEARINGS, BRONZE 
The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
Johnson Bronze Co. 


BEARINGS, SHAFT, BABBITTED 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood Sons Co. 


BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 
S K F Industries, Incorporated 
T. B. Wood Sons Co. 


BEARINGS, SHAFT, OILLESS 
Arguto Oilless Bearing Co. 


BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machinery Co. 
Dodge Manufacturing Corporation 
The Medart Company 
“The Reeves’’—Reeves Pulley Co. 
Royersford Foundry & Machine Co. 
S K F Industries, Incorporated. 
BELT DRESSING 
EB. C, Atkins & Co. 
Atlantic Manufacturing Co. 
Chicago Rawhide Mfg. Co. 
Joseph Dixon Crucible Co. 
Eclipse Specialty Mfg. Co. 
The Mechanical Rubber Co. 
Geo. Rahmann & Co. 
Richmond Belt Dressing Mfg. Co., Inc. 
Chas. A. Schieren Co. 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co. 


BELT FASTENERS 
The Bristol Company 
Clipper Belt Lacer Company 
Crescent Belt Fastener Co. 
Flexible Steel Lacing Co. 


BELT LACINGS, LEATHER 
Chicago Rawhide Mfg. Co. 
“Cocheco’’—I. B. Williams & Sons 
Geo. Rahmann & Co. 

Chas. A. Schieren Co. 


BELT LACINGS, METALLIC 
Clipper Belt Lacer Company 
Crescent Belt Fastener Co. 

Eclipse Specialty Mfg. Co. 
Flexible Steel Lacing Co. 
The Bristol Company 


BELT SHIFTERS 
T. B. Wood Sons Co. 


BELT TIGHTENERS 
Dodge Manufacturing Corporation 


The Hill Clutch Machine & Foundry Co. 


The Medart Company 
T. B. Wood Sons Co. 
BELTING, BALATA 
Victor Balata & Textile Belting Co. 
BELTING, CANVAS STITCHED 
The Mechanical Rubber Co. 
Victor Balata & Textile Belting Co. 


BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 


The Mechanical Rubber Co. 

The Republic Rubber Co. 

Russell Mfg. Co. 

Stanley Belting Corporation 

Victor Balata & Textile Belting Co. 
BELTING, COTTON, SOLID WOVEN 

Russell Mfg. Co., The 

Stanley Belting Corporation 

Victor Balata & Textile Belting Co. 


BELTING, IMPREGNATED 
Russell Mfg. Co. 
Stanley Belting Corporation 


BELTING, LEATHER 
Chicago Rawhide Mfg. Co. 

Geo. Rahmann & Co. 

Chas. A. Schieren Co. 

Slip-Not Belting Corp. 

“Sterling’’—Chas. Bond & Co., Philadelphia 
I. B. Williams & Sons 


BELTING, LINK 
Chas. A. Schieren Co. 


BELTING, ROUND 
Chicago Rawhide Mfg. Co. 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
BELTING, RUBBER 
Roston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 


BELTING, THRESHER 
Boston Woven Hose & Rubber Co. 
The Mechanical Rubber Co. 
Geo. Rahmann & Co. 
The Republic Rubber Co. 
Russell Mfg. Co. 
1. B. Williams & Sons 
Victor Balata & Textile Belting Co. 
BELTING, TRACTOR 
Victor Balata & Textile Belting Co. 
BELTING, TWISTED 
Victor Balata & Textile Belting Co. 
BELTING, WATERPROOF 
Chicago Rawhide Mfg. Co. 
Geo. Rahmann & Co, 
Russell Mfg. Co. 
Chas. A. Schieren = 
1. B. Williams & So 
Victor Balata & Textile Belting Co. 
BELTS, WELL DRILLING 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co. 
BENCHES (WORK), JEWELERS’ 
Leiman Bros. 


BENCHES, WOODWORKERS’ 
Richards-Wilcox Mfg. Co. 


BENCH LEGS 
The Hill Clutch Machine & Foundry Co. 
BITS, TOOL HOLDER 
Simonds Saw & Steel Co. 
The Vincent Steel Process Co. 
J. H. Williams & Co. 
BLOCKS, CHAIN 
The Chisholm-Moore Mfg. Co. 
Ford Chain Block Co. 
The Yale & Towne Mfg. Co. 
BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
Skayef Ball Bearing Co. 
T. B. Wood Sons Co. 
BLOCKS, TACKLE 
Williamsport Wire Rope Co. 
BLOWERS. FORGE 
Champion Blower & Forge Co. 
Electric Blower Company 


BLOWERS, GAS AND OIL COMBUSTION 


Electric Blower Company 
Leiman Bros. 
BLOWERS, PORTABLE, ELECTRIC 

Electric Blower Company 

The United States Electrical Tool Co. 

BLOWERS, SANDBLAST 
Leiman Bros. 
BOILER TUBES 
National Tube Company. 


BOILERS, TUBULAR AND WATER TUBE 


Henry Vogt Machine Co. 


When writing to Advertisers please mention MtLt Supp.ies 


BOLT ENDS 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, CARRIAGE 
Russell, Burdsall & Ward Bolt & Nut Co. 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, EYE, HOOK, RING AND LAG 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, GALVANIZED AND MONEL 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, MACHINE 
Russell, Burdsall & Ward Bolt & Nut Co. 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, SINK, STOVE AND PLOW 
Russell, Burdsall & Ward Bolt & Nut Co. 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, STUD 
The Superior Screw & Bolt Mfg. Co. 
The Cleveland fap Screw Co. 


BRACKETS, SCAFFOLD 

Patent Scaffolding Co. 
BRACKETS, WALL 

Bond Foundry & Machine Co. 
Dodge Mfg. Corp. 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
T. B. Wood Sons Co. 


—". GOODS, PLUMBING 
Grabler Mfg. Co. 


BRASS GOODS, STEAM 
American Injector Co. 
Detroit Lubricator Co. 
General Brass Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
BRONZE BARS, CORED AND SOLID 
Anchor Brass Foundries 
The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
Johnson Bronze Co. 
BROOMS, FACTORY, WAREHOUSE 
AND RAILROAD 
Indianapolis Brush & Broom Mfg. Co. 
The Osborn Manufacturing Co. 


BRUSHES, BENCH, FLOOR, ETC. 
Indianapolis Brush & Broom Mfg. Co. 
The Osborn Manufacturing Co. 


BRUSHES, WIRE, FLUE, ETC. 
Newark Brush & Scraper Co. 
BUCKETS, ELEVATOR 
Illinois Malleable Tron Co. 
The Webster Mfg. Co. 
BUFFERS, — ECTRIC 
Black & Decker Mfg. Co. 
Hisey-Wolf Machine co 
Marathon Electric Mfg. Co. 
Stow Mfg. Co., Inc. 
N. A. Strand & Co. 
United States Electrical Tool Co. 
BURNERS, GASOLINE AND KEROSENE 
Clayton & Lambert Mfg. Co. 
BUSHINGS, BRONZE 
Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
CANS, OILY WASTE 
Geo. W. Diener Mfg. Co. 
CANS, SAFETY, GASOLINE 
Geo. W. Diener Mfg. Co. 
CAR-MOVERS 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Rowell Manufacturing Co. 
Safety Wrench & Appliance Co. 
The Webster Mfg. Co. 
CARTS 
The Fairbanks Company 
Toledo Wheelbarrow Co. 
CASING, WELL 
National Tube Co. 
CASTERS, TRUCK 
Bond Foundry & Machine Co. 
Saginaw Stamping & Tool Co. 
CASTINGS, BRONZE 
Arthur Harris & Co. 
Johnson Bronze Co. 

CASTINGS, GRAY AND MALLEABLE 
The Hill Clutch Machine & Foundry Co, 
Illinois Malleable Iron Co. 

Illinois Malleable Iron Co. 
CASTINGS, SEMI-STEEL 
Bond Foundry & Machine Co. 
CATALOGS, SUPPLY HOUSE 
Cuneo Catalog Service Co. 
R. R. Donnelley & Sons Co. 
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CEMENT, LEATHER BELT 
Co 


Chicago Rawhide Mfg. 
Cocheco—l. B. Williams & Sons 
Chas. A. Schieren Co. 
Eclipse Specialty Mfg. Co. 
CEMENT, PIPE JOINT 
Joseph Dixon Crucible Co. 
CEMENT, PULLEY COVERING 
Eclipse Specialty Mfg. Co. 
CHAIN 
The Columbus McKinnon Chain Co. 
S. G. Taylor Chain Company. 
rhe Webster Mfg. Co. 
CHARGING SETS, BATTERY 
Marathon Electric Mfg. Co. 


CHUCKS, DRILL 











Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
Skinner Ch uck Company 
Union ifacturing Co, 
CHUCKS, LATHE 
Cushman Chuck Co. 
Skinner Chuck Company 
Union Manufacturing Co 
CHUCKS, PLANER 
Skinner Chuck Company 
Union Manufacturing Co. 
CLAMPS, BELT 
B. Wood Sons Co. 
CLAMPS, “C” 
Armstrong Bros. Tool Co. 
Brownie Mfg. Co. 
J. H. Williams & Co. 
CLAMPS, HOSE, BRASS 
mm 2 @ n Mfg. Co. 
cL —* PIPE REPAIR 
M 3. Skinner Co. 
Cc Lpawane, FLUE 
Newark Brusl & Scraper Co. 
CLOSETS, FROST PROOF 
J A. Vogel 
CLUTCHES, FRICTION 
Bond Foundry & Machine Co. 
Chicago Pulle & Shafting Co. 
) £ M turing Corporation 
Kdee nt chine Co. 1e 
I H h Machine & Foundry Co 
M pany 
| x: te ¢ 
Re Re Pulle Co 
S 2 & Son 
l \ t Mfg. ('e 
r. B. W 1 Sons Co 
ee Laing AIR AND DRAIN 
Americar etor Co. 
1 Brass Co. 
rn Powell Co. 
T. Williams Valve Co. 
coc KS, BALL 
De t ‘ator Co. 
: 1 ss Co. 
& eller, Inc 
coc _— CORPORATION 
Grabler Mfg. C 
I W Po cat’ Co 
COCKS, CYLINDER 
General Brass Company 
COCKS, GAGE 
American Injector Co. 
General Brass Co. 
Jenkins Bros. 
The Wr Powell Co. 
y D. T. Williams Valve Co. 


COCKS, STEAM AND SERVICE 





General Brass Co. 
The Wr Powell Co. 
Walworth Company 
The D | Williams Valve Co 
COCKS, STOP 
Grabler Mfg. Co. 
COILS AND BENDS, COPPER AND BRASS 
Arthur Harris & Co. 
COLLARS, SHAFT 
Be r : Machine Co 
Cy & ‘Sh: fting Co. 
Dod eturing Corporation 
I Machine & Foundry Co. 
r Medart Company 
Royersford Foundry & Machine Co 
T. B. Wood Sons Co 
COLUMNS, WATER 
Nason Manufacturing Co. 
COMPOU ND, PIPE JOINT 


Joseph Dixon Crucible Co. 
CONTROLLERS, BOILER PRESSURE 


Mason Regulator Co. 
CONVEYORS, BUCKET, SPIRAL, ETC. 
Webster Mfg. Co 
CONVETING SYSTEMS, OVERHEAD 
Is-Wilcox Mfg. Co. 
COPPERSMITHS 
Arthur Harris & Co. 
COPPERS, SOLDERING 
( < » Solder Co. 
COUNTERBORES 
The Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 


COUNTERSHAFTS 





Chicago Pulley & Shafting Co. 
D Manufacturing Corp 
ge ont Machine Co., The 
. » Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood Sons Co. 
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COUNTERSHAFTS, SMALL 
Machine Works 
Strand & Co. 
COUPLINGS, SHAFT 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
Spiro—Bond Foundry & Machine 
T. B. Wood Sons Co. 
COUPLINGS, SHAFT, FLEXIBLE 


Birkle 
N. A. 


Co. 


Birkle Machine Works 

Bond Foundry & Machine Co. 

Frederick Iron & Steel Co. 

The Hill Clutch Machine & Foundry Co. 
The Medart Company 

T. B. Wood Sons Co. 


COUPLINGS, SHAFT, FRICTION CUT-OFF 


Dodge Mfg. Corp. 

Edgemont Machine Co., The 

The Hill Clutch Machine & Foundry Co. 
The Moore & White Co. 

The Medart Company 

A. lL. Schultz & Son 

T. B. Wood Sons Co. 

COUPLINGS, SHAFT, MARINE 
Foundry & Machine Co. 


Bond 


COVERING, PULLEY 

Chicago Pulley & —— Co. 
CRANES, HAND POWER 

The Chisholm-Moore Mfg. Co. 


CRANES, 
AND - 


The Chisholm-Moore Mfg. Co. 
Richards-Wilcox Mfg. Co. 
The Yale & Towne Mfg. Co. 


CRANES, PORTABLE 
Richards-Wilcox Mfg. Co. 

CRAYONS, LUMBER 
Dixon ae as Co. 

UPS, ee 
Chicago Rawhide Mf 
CUPS, OIL 

Injector Co. 
Lubricator Co. 
General Brass Company 
Hunter Pressed Steel Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
D. T. Williams Valve Co. 

CUTTERS, BELT 

Clipper Belt Lacer Company 


Joseph 


yoy GREASE 
American 
Detroit 





OVERHEAD, TRAVELING 
JIB 


CUTTERS, EMERY WHEEL DRESSER 


The Vincent Steel Process Co 


CUTTERS, GLASS 
American Saw & Mfg. Co. 


CUTTERS, MILLING 





Cleveland Twist Drill Co. 

Mor Twist Drill & Machine Co. 

The Standard Tool Co. 

Whitman Barnes-Detroit Corporation 
CUTTERS, PIPE 

Armstrong Bros. Tool Co. 

Hollands Mfg. Co. 

The Oster Mfg. Co. 

The Ridge Tool Company. 


Toledo Threading Machine 


DIES, THREADING 
Armstrong Bros. Tool Co. 
Butterfield & Co. 
Morse Twist Drill & Machine Co. 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co 
DIPPERS, COPPER 
Harris & Co. 
DISCS, 


Bros. 


Pipe 


Co. 


Arthur 
VALVE 
Jenkins 
DOGS, LATHE 
Armstrong Bros. Tool Co 
J. H. Williams & Co. 
DRESSERS, GRINDING 
Scandinavian Western 
The Standard Tool Co. 
The Vincent Steel Process Co 
DRILLING POSTS 


WHEEL 
Importing Co., 


Armstrong Bros. Tool Co. 
DRILLS, ELECTRIC 

The Black & Decker Mfg. Co. 

The Electro-Magnetic Tool Co 


The Hisey-Wolf Machine Co. 

Stow ig nt seg | Co., Inc. 

Standard non ig A Tool Co. 

N. A. Strand & C 

The United St: Pome Electrical 
DRILLS, POST 

‘hampion Blower & Forge Co. 

he Crescent Machine Co. 

! United States Electrical Tool Co. 


DRILLS, RATCHET 
The Armstrong Bros. Tool Co. 


DRILLS, TWIST 
Twist Drill Co. 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
Whitman Barnes-Detroit 

DRIVES, POWER 

Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 


DRUMS, CAST IRON 
The Hill Clutch Foundry & Machine Co. 
The Medart Company 
T. B. Wood Sons Co. 


Tool Co. 


Cleveland 


Corporation 


The 
The 
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EJECTORS 
American Injector Co. 
Nason Manufacturing Co. 
Penberthy Injector Co. 

ELEVATING MACHINERY 
Webster Mfg. Co. 
ELIMINATORS, OIL 

The D. T. Williams Valve Co. 

ENGINE AND BOILER FITTINGS 
American Injector Co. 

General Brass Co. 
The Wm. Powell Co. 
D. T. Williams Valve Co. 

EXPELLERS, OIL AND MOISTURE 
The V. D. Anderson Co. 

EXTINGUISHERS, FIRE 
W. Diener Mfg. Co. 

FANS, VENTILATING, 
Electric Blower Company 
Marathon Electric Mfg. Co. 

FASTENERS, BELT 
The Bristol Company 
Clipper Belt Lacer Company 
Crescent Belt Fastener Co, 
Flexible Steel Lacing Co. 
FAUCETS, BRASS 
Grabler Mfg. Co. 
FEED WATER SOFTENER AND PURIFIER 
Dodge Manufacturing Corporation 
The Swartwout Company 


FEEDER VALVES, STEAM HEATING 
B 


(acid) 


The 


Geo. 


ELECTRIC 


OILER 
Nason Manufacturing Co. 

FILES 
American Swiss File & Tool Co. 
Delta File Works 


Scandinavian Western Importing Co., Ltd. 
Simonds Saw & Steel Co. 

FIRE DOORS AND HARDWARE 
Richards-Wilcox Mfg. Co. 


FIRE EXTINGUISHERS 


Geo. W. Diener Mfg. Co. 
FIRE PREVENTING EQUIPMENT 
Geo. W. Diener Mfg. Co. 
FITTINGS, CHAIN 
S. G. Taylor Chain Company. 
FITTINGS, DRAINAGE 
Grabler Mfg. Co. 
Illinois Malleable Tron Co. 
FITTINGS, HIGH PRESSURE 

Henry Vogt Machine Co. 

FITTINGS, HOSE, BRASS 
Boston Woven Hose & Rubber Co. 
Illinois Malleable tron Co, 
H. B. Sherman Mfg. Co. 


FITTINGS, HYDRAULIC 
Henry Vogt Machine Co. 
FITTINGS, PIPE 
3rass Company 
Mfg. Co. 


BRASS 
General 
Grabler 


Illinois Malleable tron Co. 
H. B. Sherman Mfg. Co. 

FITTINGS, PIPE, CAST IRON 
Grabler Mfg. Co. 

FITTINGS, PIPE, MALLEABLE 
Grabler Mfg. Co. 


Illinois Malleable Tron Co, 
Walworth Company 


FITTINGS, PIPE, STEEL 
Ronney Forge & Tool Works 


Henry Vogt Machine Co. 
FLEXIBLE SHAFT EQUIPMENT 


Stow Manufacturing Co., Inc. 
N. A. Strand & Co. 
FLOATS, ALU MINU M, LEAD COATED 
AN STEEL 
Arthur Harris & Co. 


FLOATS, COPPER 
Anderson Co. 
Harris & Co. 


FLOOR STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine 
T. B. Wood Sons Co. 


FLUX, SOLDERING 
Chicago Solder Co. 


FLY WHEELS 


Tue: ¥..D. 
Arthur 


Co. 


Dodge Manufacturing Corporation 

The Hill Clutch Machine & Foundry Co. 
The Medart Company 

Reeves Pulley Co. 


T. B. Wood Sons Co. 


FORGES, BLACKSMITH AND RIVET 
Champion Blower & Forge Co. 
FRAMES, HACK SAW 
Simonds Saw & Steel Co. 
FRAMES, WALL 
3ond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry 
The Medart Company 
Royersford Foundry & Machine Co. 


Co. 


T. B. Wood Sons Co. 
FURNACES, INDUSTRIAL 
The Strong, Carlisle & Hammond Co. 
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BARNES Rep Arrow 


HIGH SPEED STEEL HACK SAW BLADES 


So 


MANUFACTURED BY 


W. 0. BARNES CO., INC. 
1297 Terminal Ave., DETROIT, MICH. 








“VB” 


Victor Balata 


Belt 


Ampere 
CANVAS STITCHED 
BELTING 
Sold Extensively by 
Mill Supply Houses 





Ask for Prices 
Victor Balata & Textile Belting Co. 


Main Sales Office, 38 Murray St., New York 
Chicago Warehouse: 345 W. Austin Ave. 











Factories: Easton, Pa. 


ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 








Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
| Nokoros Unions, C. D. Railroad Unions 


| Iron Body Gate Valves 


Screwed, Flanged and Hub Ends. Sizes 2 in. 





to 12 in. Inclusive. 


MOTOR PULLEYS | gytmte, 222: 


| 

| fails—that produces almost 
PAPER AND IRON | 

\| 

| 











=~ 


frictionless oil film. Fur- 
nished in all styles of rigid 
and ball and socket moun 








maintenance men. 





ings. The split construc- | 
| : tion of our bearing is an | 
| Prompt shipments are made from unsurpassed blessing for | 
| our large stock of Paper and Iron 
1} 


Motor Pulleys, Flexible Motor 
Couplings and Adjustable Motor 
Rails. Let us fill your motor | 
requirements. 





You can depend absolutely upon 


aren “Cleveland Type’’ 
) sve Biaxre‘MacnineWorks Oil Film Bearings 
a 


NOT INC. & 








1 ie 00. ates de, Chtenes Freedom from lubrication troubles assured 


No other Anti-friction Bearing on the market will give as high 
Sen ee sustained efficiency and endurance as ‘‘Cleveland Type” Flood 
Lubricated Oil Film Bearings. 


The study of oil films has progressed to the point where the 
loads carried and speeds of operation, formerly thought impossi- 
ble, are now proven facts. 





A patented feed and distributing system found only in this 






“Cleveland Type’”’ Oil Film Bearings are designed for all styles 
of rigid and ball and socket mountings adjustable four ways. 
They may be successfully applied to every class of service, 


design establishes and maintains the perfect oil film. 
REEF y | It actually floats the shaft free from metallic contact, and 
in ba there is always a steady smooth uninterrupted flow of power 
HE without wear. 

F 4 7 

-~CUSHMAN= SS N ld low, medium, high speed, continuous, and plain or water- 

CHUCKS] cooled. 

| AMD SEER TL 
1862 


eat a ie . Complete information is available to every man interested in 
2 scientific lubrication. Write for catalog. 
CHUCKS = 
A The Hill Clutch Machine & Foundry Co. 
“3 & 4Jaw Self-Centering Ci 


} General Office and Works 6400 Breakwater Ave. N.-W. 
~ms 4 the Chucks“— 
a taos, Plate SE Cleveland, Ohio 


Cushman Chuck Coco salaiiohiahia | 


THE NEW TRI-PLEX CHUCK ° POWER TRANSMISSION EQUIPMENT FOR BELT, ROPE, 
HARTFORD, CONN. outncaucmeorc uaa GEAR, AND AGITATOR DRIVES 
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FURNACES, SOLDERING 
Clayton & Lambert Mfg. Co. 
Geo. W. Diener Mfg. Co. 
Scandinavian Western Importing Co. 
P. Wall Mfg. Supply Co. 
Yost Mfg. Co. 
GAGES, IRON, 
Nason 


AMMONIA AND CHEMICAL 
Manufacturing Co. 
GAGES, OIL 
Brass Company 
GAGES, WATER 
American Injector Co, 
Detroit Lubricator Co. 
General Brass Co. 


General 


Nason Manufacturing Co. 
Penberthy Injector Co. 

The Wm. Powell Co. 

The D. T. Williams Valve Co. 


GASKETS 
Elkhart Rubber Works 
The Cincinnati Rubber Mfg. Co. 


Jenkins Bros. 

GEARS 
Bond Foundry & Machine Co. 
Chicago Rawhide Mfg. Co. 


Dodge Manufacturing Corporation 

The Hill Clutch Machine & Foundry Co. 
The Medart Company 

Sprucolite Corporation 

The Webster Mfg. Co. 


GENERATORS, ACETYLENE 


The Imperial Brass Mfg. Co. 
- GLASSES, GAGE 
Jenkins Bros., ‘‘Moncrieff’’ 


Co. 
PUMP SPEED 


The Libbey Glass Mfg. 
GOVERNORS, 
& Mueller, Inc. 
Regulator Co. 
Carlisle & 


Kieley 

Mason 

The Strong, 
“Strong” 


GRAPHITE FOR 


Hammond Co. 


ALL PURPOSES 


Joseph Dixon Crucible Co 
GREASE, LUBRICATING 
Bond Foundry & Machine Co., “Bondeline”’ 


Joseph Dixon Crucible Co. 
Royersford Foundry & Machine Co. 


GRINDERS, BELT, ROPE AND MOTOR 
DRIVEN 
Stow Manufacturing Co., Inc. 


GRINDERS, BENCH AND FLOOR 
3ond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Hisey-Wolf Machine Co. 

Luther Grinder Mfg. Co. 

Marathon Electric Mfg. Co. 

Royersford Foundry & Machine Co. 

Standard Electrical Tool Co. 

The United States Electrical Tool Co. 
GRINDERS, DISC 

The Crescent Machine Co. 


Luther Grinder Mfg. Co. 
GRINDERS, ELECTRIC 
The Black & Decker Mfg. Co. 


Hisey-Wolf Machine Co. 
Luther Grinder Mfg. Co. 
Marathon Electric Mfg. Co. 
Standard Electrical Tool Co. 


Stow Manufacturing Co., Inc. 

N. A. Strand & Co. 

The United States Electric Tool Co. 
GRINDERS, RAILROAD 


Luther Grinder Mfg. Co. 
GRINDERS, TOOL, HAND 
Grinder Mfg. Co. 
GRINDERS, VALVE 
Black & Decker Co. 
United States Electrical 
GRINDSTONES 
ards-Wilcox Mfg. Co. 
GUARDS, ELECTRIC LAMP 
Flexivle Steel Lacing Co. 
GUARDS, CABLE, HIGHWAY 
Williamsport Wire Rope Co. 
GUNS, OIL AND GREASE 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
HAMMERS, SOFT TIP 
Brass Foundries 
Wrench Co. 
HANGERS, 
Chicago Pulley & 
S K F Industries, 
T. B. Wood 


Luther 





Tool Co. 


Anchor 
Husky 
BALL ane 
Shafting C 
aaemarebnd, 
Sons Co. 
HANGERS, DOOR 
F. . Myers & Bro. Co. 
Rie i urds-Wilcox Mfg. Co. 

HANGERS, PIPE 
Grabler Mfg. Co. 
Illinois Malleable Tron Co 
Walworth Company 

HANGERS, SHAFT 
American Pulley Company 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
S K F Industries, Incorporated 
T. B. Wood Sons Co. 

HEADS, EXHAUST 
The Swartwout Company 

HEATERS, FEED WATER 

Arthur Harris & Co. 
The Swartwout Company 


HEATERS, GLUE, STEAM 
Nason Manufacturing Co. 
HOISTS, CHAIN 
The Chisholm-Moore Mfg. Co. 
Ford Chain Block Co. 
Richards-Wilcox Mfg. Co. 
Union Manufacturing Co. 
The Yale & Towne Mfg. Co. 
HOISTS, ELECTRIC 
Chisholm-Moore Mfg. Co. 
Yale & Towne Mfg. Co. 
HOISTS. HAND 
Chisholm-Moore Mfg. Co. 
Yale & Towne Mfg. Co. 
HOLDERS, BAG 
Mfg. Co. 
HOLDERS, TOOL 
Armstrong Bros. Tool Co 
J. H. Williams & Co. 
HOOKS, 
The Bristol Company 
Flexible Steel Lacing Co. 
HOOKS, CORNICE 
Patent Scaffolding Co. 
HOOKS, HOIST 
Williams & Co. 
HORSES, MASONS’ 
Patent Scaffolding Co. 
HOSE, COTTON 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
The Mechanical Rubber Co. 
HOSE, RUBBER 
Boston Woven Hose & Rubber Co. 


AND GAS 


The 
The 


The 
The 


The Webster 


BELT 


J. Hf. 


The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Coodrich Rubber Co. 


The Mechanical Rubber Co. 
Quaker City Rubber Co, 
The Republic Rubber Co. 
HYDRAULIC LEATHER 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
INJECTORS 
American Injector Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
TRONS, BRANDING 
Patent Scaffolding Co. 
JAWS, VISE, 
Anchor Brass Foundries. 
JOINTERS, WOODWORKING 
The Crescent Machine Co. 
J. D. Wallace & Co. 
JOINTS, EXPANSION, 
Arthur Harris & Co. 
KETTLES, STEAM JACKETED 
Arthur Harris & Co. 


KNIVES, MACHINE 


COPPER 


COPPER 


KE. C. Atkins & Co. 
Simonds Saw & Steel Co. 
KNURLS 


American Swiss File & Tool Co. 
LACERS, BELT 
Clipper Belt Lacer Co. 
LADDERS, SAFETY 
Dayton Safety Ladder Co. 
Patent Scaffolding Co. 
LADDERS, STEP 
Patent Scaffolding Co. 
LADLES, MELTING 
Hollands Mfg. Co. 
Rowell Mfg. Co. 
LAMP GUARDS 
Flexible Steel Lacing Co. 
LATHES, BUFFING AND POLISHING 
Standard Electrical Tool Co. 
LATHES, LABORATORY, ELECTRIC 
Marathon Electric Mfg. Co 


LATHES, WOODWORKING 
The Electro-Magnetice Tool Co 
J. PD. Wallace & Co 


LEATHER SPECIALTIES 


Chicago Rawhide Mfg. Co. 
Geo. Rahmann & Co. 
LE RERERS. HAND 
Chicago Rawhide Mig. Co. 
LOCKS, = tie STRIAL 
The Yale & Towne Mfg. Co. 


LUBRICANTS, BALL & ROLLER BEARING 

3ond Foundry & Machine Co. 

Royersford Foundry & Machine Co. 
LUBRICATORS 

American Injector Co. 

Detroit Lubricator Co. 


Ceneral Brass Co. 

McCullough Mfg. Co., Minneapolis, Minn. 
The Wm. Powell Co. 

The D. T. Williams Valve Co. 


MACHINE TOOLS 
The Crescent Machine Co. 
Royersford Foundry & Machine Co. 

MACHINERY CLUTCHES 

Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., Inc. 
The Hill Clutch Machine & Foundry 
The Medart Company 
The Moore & White Co. 
A. L. Schultz & Son 
T. B. Wood Sons Co. 


Co. 
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The 


MACHINERY, COAL HANDLING 
Dodge Manufacturing Corporation 
The Webster Mfg. Co. 
MACHINERY, CONVEYING AND 
ELEVATING 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 


The Webster Mfg. Co. 
MACHINES, GRINDING AND POLISHING 
Machine Co. 


Bond Foundry & 
Royersford Foundry & Machine Co. 
Stow Mfg. Co., Inc. 
N. A. Strand & Co. 
United States Electrical ra Co. 
MACHINES, HACK SAW 
Armstrong-Blum Mfg. Co. 
MACHINERY, ICE AND REFRIGERATION 
Henry Vogt Machine Co. 
MACHINES, PIPE CUTTING AND 
THREADING 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
MACHINES, PUNCHING AND SHEARING 
Royersford Foundry & Machine Co. 
MACHINES, TIRE ROUGHING 
The United States Electrical Tool Co. 
MACHINERY, WOODWORKING 
Ek. Cc. Atkins & Co. 
The Crescent Machine 
J. D. Wallace & Co. 
MALLETS AND HAMMERS, RAWHIDE 
Chicago Rawhide Mfg. Co. 
MANDRELS 
Morse Twist Drill & Machine Co 
MATS AND MATTING, RUBBER 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
The Mechanical Rubber Co. 
MERCH: ee CONVEYORS 
Myers & Bro. Cc 
METAL, BEARING 
Argus Smelting Co. 
Bunting Brass & Bronze Co. 
Division Smelting & Refining Co 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
Arthur Harris & Co. 
Hoyt Metal Company 
Johnson Bronze Co. 
The Medart Company 
Monarch Metal Co. 
teeves Pulley Co. 
Rowell Mfg. Co. 
MILL LEATHERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
The Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
MONORAIL SWITCHES AND 
TURNTA ES 


7) 


Co. 


F. E. 


Richards-Wilcox Mfg. Co. 
The Yale & Towne Mfg. Co. 
MORTISERS 
The Crescent Machine Co. 
Wappat Gear Works, Inc. 
MOTORS, ELECTRIC 
Electric Mfg. Co. 
MOVERS, CAR 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Rowell Manufacturing Co. 


Marathon 


Safety Wrench & Appliance Co 
The Webster Mfg. Co. 
MULE STANDS 


Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry 
The Medart Company 
T. B. Wood Sons Co. 
NUT SETTERS 

The United States Electrical Tool Co. 

NUTS, MACHINE SCREW 
The Cleveland Cap Screw Co. 
Cleveland Wrought Products Co. 
Economy Screw Corporation 

OIL WELL ACCESSORIES 
Wm. Powell Co. 

OILERS, HAND 


Supply Co. 


Co. 


The 


P. Wall Mfg. 


OILING DEVICES 
American Injector Co. 
Detroit Lubricator Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
PACKING, AMMONIA 


Belmont Packing & Rubber Co. 
3joston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Ine. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
PACKING, HYDRAULIC 
Belmont Packing & Rubber Co. 
Chicago Rawhide Mfg. Co. 
The Diamond Rubber Co., Inc. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
PACKING, PISTON 
Belmont Packing & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 








“DIVCO” Brands 
Babbitts and Solders 


“DIVCO” “CN’’ NICKEL, for extra- “DIVCO” GENERAL SERVICE AND 
ordinary high speed and heavy pressure. ANTI-FRICTION BABBITT. 
“DIVCO” “CA” ALUMINUM, tough- ‘ CO” > 0 

est babbitt made. nae MILL BEARING BAB- 
“DIVCO” COPPER HARDENED, for : 

machinery, etc., having a speed up to Also Standard No. 1, 2, 3 and 4 Babbitt 
2500 R. P. M. metals. 

Also Manufacturers of Solder according to your specifications in Bar, Ingot, 

Capping, Meter, Pig, Triangular and Wire. 


A trial order will convince you as to the high quality 
of “‘DIVCO” Products. Let us hear from you. 


Division Smelting & Refining Co. 
836 W. Kinzie St. Chicago, Ill. 


Every Mechanic Needs at Least One 





Establish the Copper Hammer as a 

standard tool and you can depend 

upon repeat orders. Seven sizes in stock. 
Blotters furnished to our jobbers. 


ANCHOR BRASS FOUNDRIES 


1431-1433 CHURCH DETROIT, MICH. 





Mine and Mill Supply Houses— 
Increase Your Sales Through Foster 


“Special Resale Prices’’ 
New Rails .*. Relaying Rails 
New Track Accessories 
Immediate Shipment—Quality Guaranteed 
Send us your inquiry for quotations 


Main Offices: 





**1 Ton or 1000”’ 









Pittsburgh, Pa. Pn 
154 Nassau St. erchants 
New York City Bank Bldg. 


Chicago, Ill. 


Sell the Newark Line of 
Boiler Tube Brushes and Scrapers 








Many Styles 
All Sizes 





Ask for Catalog 
NEWARK BRUSH & SCRAPER CO. 
390-396 Nye Ave. Irvington, N. J. 





Pat. Apr. 7, 1925 SOFT TIP 

’ HAMMERS 

Offer the Jobber a Big, New Source of 
Profits. Industries everywhere are adopt- 
ing Huskys. Patented features insure 
Safety and Economy. Write for attractive 
Jobbers’ Proposition. 


= 
= 








Interchangeable 
Tips for Every 
Purpose 








“HUSKY WRENCH COMPANY fe 
MILWAUKEE, WIS. - 


iAwson 


PIPE WRENCH 









LESS THAN HALF 
THE USUAL NUMBER 
OF{PARTS 
and 
ALL DROP FORGED STEEL 


Ask your Jobber or write 


THE LAWSON MFG. CO., 2722 E. 53rd St., CLEVELAND, O. 








The Standard Mill Packing — 
Ebonite 


Ebonite Sheet Packing has a 
reputation firmly established by 
long service in mill and factory. 


Users know its value in de- 
endable pipe line operation under 
Loodiest conditions of high pres- 
sures and temperatures. It is 
equally reliable on lines carrying 
steam, acids, hot water, gas or 
ammonia. Your trade knows 
Ebonite. 


Quaker City Rubber Co. 
Mfrs. of Daniel's P. P. P. Rod Packing 


Wissinoming, Philadelphia 
Branches: New York, Chicago, Pittsburgh, San Francisco 








The HOLLANDS Line 


will increase your 


vise sales 


Send for 
Catalog and 
Terms 


HOLLANDS MFG. CO. 


ESTABLISHED 1887 


ERIE, PA. 
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_ PACKING, SHEET PULLEYS, IRON CENTER REGULATORS, ENGINE BLOWING 
3 mn u oe & ye . o. Dodge Manufacturing Corporation Mason Regulator Co. 

n oven ose & Rubber Co. The Medart Company SOT! . 7KE a 
by Cincir ti Rubber Mfg. Co. The Ohio Valley Pulley Works, Inc. M: REGt LATORS, BOILER FEED LINE 
The Diamond Rubber Co.. Inc. heaven. Pullen ‘eo Mason Regulator Co. 

“Jenkins 96 Jenkins Bros T. B. Wooa hte Co. REGULATORS, DAMPER HYDRAULIC 
The B. F. Goodrich Rubber Co. PULLEYS, LOOSE Mason Regulator Co. 
Linear Packir g & Rubber Co, American Pulley Company REGULATORS, PRESSURE 
r) e Mex h ini ul Rub ber Co Chicago Pulley & Shafting Co. Mason Regulator Co. 
Quaker City Rubber Co. Dodge Manufacturing Corporation The Strong, Carlisle & Hammond Co. 
The Republic Rubber Co The Hill Clutch Machine & Foundry Co. “Strong” 
PACKING, VALVE STEM The Medart Company _—— . 7 "AW 
Belmont Packing & Rubber Co. The Ohio Valley Pulley Works, Inc. acon MEGULATORS, STEAM FAN 
. ' ; eae pas Mason Regulator Co. 
The Cincinnati Rubber Mfg. Co. Reeves Pulley Co. a 
¥ Diamond Rubber Co., Inc SKF Industries, Incorporated _ RESEATERS, BIBB 
The B. F. Goodrich Rubber Co T. B. Woods Sons Co. M. B. Skinner Co. 
Loin I & Rubber Co. PULLEYS, MOTOR RESEATING TOOLS, VALVE 
The Me Rubber Co \merican Pulley Company The Black & Decker Mfg. Co. 
Quaker ¢ ibber Co. Birkle Machine Works M. B. Skinner Co. 
‘| Re I Rubber Co. Dodge Manufacturing Corporation RIVETS 
ear _ PADLOCKS Ep dunk daneee ae SS Sey. Le Russell, Burdsall & Ward Bolt & Nut Co. 
rhe Yale & Towne Mfg. Co. The Ohio Valley Pulley , Works, Inc. ROLLS, COMPRESSED SPRUCE 
PAINTS, INDU STRIAL Reeves Pulley Co. Sprucolite Corporation 
Tosey yixon Crucible Co. Roc kwood Mfg Co. ROPE DRIVES 
PANS, VACUUM Sprucolite Corporation Dodge Manufacturing Corporation 
Arthur Harris & Co. rt... B, Weed LEA, ape The Hill Clutch, Machine & Foundry Co. 
“a — Ss i oR The Medart Company 
Mi ime’ 6mm Birkle Machine Works T. B. Woods Sons Co. 
7 The Ohio Valley Pulley Works, Inc. > 7 > 

PEGS OR PINS, BELT LACING Rockwood Mfg. Co. ; aay einen hosing 

c whide Mfe. Co. Sst . R = American ¢ able Company, Inc, 
‘ ne BR: L Co. . LLEYS, ROLLER BEARING Williamsport Wire Rope Co. 
Flexible Steel Lacing Co. a RUBBER GOODS, MECHANICAL 
Western Rawhide & Belting Co. Skavef Ball Bearing Co The Cincinnati Rubber Mfg. Co. 
= . ie " Sores Baha The Diamond Rubber Co., Inc. 
eS P IP E tT ee TOOLS ; PU LLEY S, STEEL Elkhart Rubber Works 
r Piehae \merican Puiley Company ; The B. F. Goodrich Rubber Co. 
reading Machine Co Dodge Manufacturing Corporation Jenkins Bros. 
eae es eee PULLEYS, STEEL RIM The Mechanical Rubber Co. 
comm ' “PIP E, STEEL The Medart Company Quaker City Rubber Co, 
on sal phates PULLEYS. STEP AND TAPER CONE The Republic Rubber Co. 
PLANERS, WOODWORKING Dodge Manufacturing Corporation _ _. SALAMANDERS 
Crescent Machine Co. The Hill Clutch Machine & Foundry Co. veo, W. Diener Mfg. Co. 
J. D. W 1 e & Co. The Medart Company SAND BLAST OUTFITS 
P I. ANES, HAND, ELECTRIC The Ohio Valley Pulley Works, Inc Leiman Bros. , 5 
VV rks. Inc. Reeves Pulley Co SAWS, BAND 
P i ‘ ss 7 T. B. Wood Sons Co Armstrong-Blum Mfg. Co. (Metal). 
ss PLATES, FLOOR & CEILING PULLEYS, Woop American Saw & Mfg. Co. 
wick X Ifg. het pe ee Chicago Pulley & Shafting Co. iE. C, Atkins & Co, 
=o late Dodge Manufacturing Corporation W. O. Barnes Co., Inc. _ 
PLIERS The Mea irt Company The Crescent Machine Co. 
Bonney Forge & Tool Works The Ohio Valley Puiley Works, Inc ag ye Oe el 
PLUGS, BRASS Ss ; g = Pulley Co. ier Ble TUN GEEECN Oe 
tr n In ector C AND FUSIBLE Sprucolite Corporation (Compressed Spruce) SAWS, CIRCULAR 
I D v s v: alve Co. PUMP JACKS Kk. C. Atkins & Co. 
The Wm. I ell Co. Coulds Pumps, Ine. Simonds Saw & Steel Co. 
. . Y (rs & Br ’ J. D. Wallace & Co. 
POWER TRANS) ss Pp [CES F. E. Myers & Bro. Co. i Ea 
Amer n P y « sss. a Roper, Ceo. D., Corporation SAWS, Pesach 
Arguto Ojilless Bearing Co. PUMPS, AIR Ww. O. Sarees Co., in 
Bond F & Machine Co Leiman Bros SAWS, ul ACK (Blades) 
Cc} go Pulley & Shafting Co. PUMPS, CENTRIFUGAL American Saw & Mfg. Co. 
ge M f g Corporation Frederick Iron & Steel Co. Armstrong-Blum Mfg. Co. 
mo M Co.. TI Goulds Pumps, Ine. E. C. Atkins & Co. 
Hill Clut 1ine Co. Geo. D. Roper Corp W. O. Barnes Co., Inc. 
Me < PUMPS, DIAPHRAGM Simonds Saw & Steel Co. 
I M & White Co Frederick Iron & Steel Co. Victor Saw Works, Inc. 
Re ‘oundry & Machine Co. Goulds Pumps, Ine. SAWS, HAND, ELECTRIC 
A. L. S z & Son PUMPS, ELECTRIC J. D. Wallace & Co. 
SK if Ir es Incorporate d Goulds Pumps, Ine. Wappat Gear Works 
= ,%, Wood Pe a ms F. E. Myers & Bro. Co. SAWS, SWING, CUT-OFF 
. i P >RES ES BA G fake PUMPS GAS AND VACUUM The Crescent Machine Co. 
RESSES, 3A LIN MPS, GAS AN FACUU! eet . 
Business Men's Paper Press (¢ os Leiman Bros i Sea ff SCAFFOLDING 
_PRESSES, DRILT, AND FOOT PUMPS, HAND AND POWER PS een 
R ‘ undrey & Maing er Pum} Inc. SCALES 
. F. E. Myers & Bro. Co. The Fairbanks Company. 
PRIMING s , ‘ dente - 
Detroit Lubricator og cur Roper, Geo. D., Corporation SCOOPS, FLOUR AND GRAIN 
rp ee ae PUMPS, JET The Webster Mfg. Co. 
American Injector Co 
PR OTC TORS. ELECTRIC LAMP Roper, Geo. D., Corporation Sana, Wiel eo; gemma 
" ng Co PUMPS, MINE oledo 1e€¢€ soenslybats oO. = 
BALL _BEARING Goulds Pumps, Ine SCRAPERS, = E 
porated F. E. Mvers & Bro. Co. Newark Brush & Scraper Co. 
Roper, Geo. D., Corporation SCREWDRIVERS, EL ECTRIC 
, PUMPS ou The Black & Decker Mfg. Co. 


Hisey-Wolf Machine Co. 
N 


Detroit Lubricator Co. A. Strand & Co 























os pe eas ee Inc. The United States Electrical Tool Co. 
OT ine Co. lLeima sros : 
De Corporation Geo. D. Roper Corp ; SCREWDRIV = HAND 
Tt ne & Foundry Co. PUMPS, ROTARY American Saw & Mfg. Co. 
roulds Pumps, Ine. SCREW PLATES 
R Machine Co Roper, Geo. D., Corporation. Butterfield & Co. 
PUMPS, SUMP, AUTOMATIC Morse Twist Drill & Machine Co 
R . a | Uy ~s we ‘ M4 si 
} i Goulds Pumps, Ine. SCREWS, CAP AND SET 
PU L z, E YS, CONVEYOR [The Penberthy Injector Co. The Allen Mfg. Co. 
Company Roper, Geo. D., Corporation The Bristol Company 
ge Manufacturing Corporation PUMPS, TANK Cleveland Cap Screw Co. 
H Clutch Machine & Foundry Co Goulds imps, Ine, Cleveland Wrought Products Co. 
Me t Company Fr. E s & Bro. Co. Ferry Cap & Set Screw Co. 
e O Valley Pulley Works, Inc Roper, D., Corporation. The Strong, Carlisle & Hammond Co. 
a. W ms Co PUNCHES AND DIES “Mac-It”’ 
P U L L EYS, FLANGE Royersford Foundry & Machine Co The Superior Screw & Bolt Mfg. Co. 
‘ me np any = PUNCHES, METAL, LEVER SCREWS, MACHINE, BRASS AND IRON 
Dodge rporation W. A. Whitney Mfg. Co. Economy Screw Corporation 
H ne & Foundry (€« S. STEEL SCREW . 
Mie a . . L. B. Foster o eee The Strong, cote 2 ‘eee Co. 
rhe oO i y 1 y Work Inc : RASPS **Mac-It”’ 
£ I ley oO jelta File Works = neurce . ss , op 
5 ' bd. orpor a Scandinavian Western Importing Co Ltd TY All a tee co SAFETY SET 
. @ Sons 0 ‘ ea 1e Allen J ° >. 
° we RATC HETS The Bristol Company 
; PULLEYS, FRICTION CLUTCH \rmstrong Bros. Tool Co. The Strong, Carlisle & Hammond Co. 
fines Pe cae REAMERS “Mac-It” 
“SP the Cleveland Twist Drill Co SCREWS, THUMB 
The E ~ ear mn & Co ; : Economy Screw Corporation 
Hill Clu Co ae teas toe ee ee SEPARATORS, OIL AND STEAM 
Me , Whitman Barne ag eae i) Gurneratic The Strong, Carlisle & Hammond Co. 
Mo wecuichat jer Gevskgier EPOTALION The Swartwout Company 
I Sih ch REAISENS, ELECTRIC The D. T. Williams Valve Co. 
‘ L Sc | z slack & meckor ae o. aac SHAFTING, FLEXIBLE 
SKF i REDUCERS, SPEED Stow Manufacturing Co., Inc. 
I 3 ts The Hill Clutch, Machine & Foundry Co N. A. Strand & Co. 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 

















KINNER Clamps 
top Leaks 


ee 


ROLLER 
BEARING 
HANGERS 


lubricated with 
Rollerine are best 
and cheapest. 





Royersford Fdry. & Mch. Co. 


Royersford, Pa. 








‘*VINCENT ”’ the name that signifies good— 
Huntington Emery Wheel Dressers and 
(> 


<i> Cutters—Vincent-Carbo Emery Wheel 
Se 


AD Dressers—Conical Emery Wheel Cut- 
WA ters—Hardened High Speed Tool Bits. 
‘ee 


(Sold through the distributors) 


IF YOU DO NOT HAVE OUR CATALOG——-WRITE US 


THE VINCENT STEEL PROCESS CO. 


Incorporated in 1909 


2519 Bellevue Avenue New Vack Ofics 
DETROIT, MICH. 41 Murray St. 













Chicago Office 
25 S. Jefferson St. 


NEW! 


The Wallace Electric Hand 
Saw made by J. D. Wallace 
& Co., specialists in porta- 
ble woodworking ma- 
chinery for years. 


It’s SAFE 


The Wallace Elec- 
tric Hand Saw 
is listed as 
standard by 
ae 3} 
















WRITERS 
LABORA- 
TORIES. 





J.B: Wallace ie)” > 
& Co. 


2801 WILCOX ST. 
CHICAGO, ILL. 





THE CORRECT 
Grinder and Buffer 


This outfit is ideal for grinding tools, 
preparing metal surfaces for welding, and 
for countless other uses in machine shops, 
garages, repair shops, service stations, 
blacksmith shops and wherever men work 
in metals. 


Our specialization in the productior 
of small, high grade motors makes our 
prices 25 to 50 per cent below the aver- 
age. Your best investment of the year 
will be the purchase of a Marathon 


Grinder and Buffer. Write for Bulletin. 
We fully co-operate with mill 
supply houses. 
MARATHON ELECTRIC 
MFG. CO. 

50 Island St., Wausau, Wis. 









PORTABLE FLEXIBLE 

SHAFT MACHINES 4 
for Grinding—Polishing— J 
Drilling—Buffing—Rotary 3 
Filing—Screw Driving — | 
Nut Setting 


and hundreds of other useful 
operations. Several Sizes. 


Manufactured by 


N. A. STRAND & CO. 
Chicago 











STOW 
Flexible Shafts 


All types of flexible shaft as- 
semblies, all sizes. Flexible 
shafts for your customers’ own 
motors, with attachments. 


Jobbers are selling this equip- 
ment to their regular trade most 
advantageously. 


Write us for proposition with 
printed matter. 





Invented and Built by 


STOW MFG. CO., Inc. 
Bingham ton, N. Y. 








We Want Jobbers 
Bat 4 yy Sich, 


Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 


is sold exclusively through jobbers! 
Our system of advertising for our jobbers gets the orders. 
Sales guaranteed— Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 
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SHAFTING, STEEL 
3ond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
A. L. Schultz & Son 
The Webster Mfg. Co. 

T. B. Woods Sons Co. 
SHAPERS, WOODWORKING 
The Crescent Machine Co. 

SHEAVES, MANILA AND WIRE ROPE 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 

B. Wood Sons Co. 

SHOVELS, HAND 
Wood Shovel & Tool Co. 

SHOVELS, POWER 
The Webster Mfg. Co. 

SLEEVES AND SOCKETS, DRILL 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 

SOLDER, BAR AND WIRE 
Argus Smelting Co. 
Chicago Solder Company 
Division Smelting & Refining Co. 
Frictionless Metal Company 
Hoyt Metal Company 
SOLDERING oer Ene, FLUX, PASTE 
AND SALTS 
Chicago Solder Company 
SPEED TRANSFORMERS 
The Hill Clutch Machine & Foundry Co. 
Reeves Pulley Co. 
SPROCKETS 
The Medart Company 
d L. Schultz & Son 
The Webster Mfg. Co. 
STAMPS AND DIES, STEEL 
Joslin Mfg. Co. 
STANDS, DRILL 
The United States Electrical Tool Co. 
STANDS, VISE, PORTABLE 
H. P. Martin & Sons 
J. H. Williams & Co. 
STEAM SPECIALTIES 
American Injector Co. 
The V. D. Anderson Co. 
G. M. Davis Regulator Co. 
Detroit Lubricator Co. 
The Fairbanks Company 
General Brass Co. 
Kieley & Mueller, Inc. 
Nason Manufacturing Co. 
The Wm. Powell Co. 
Strong, Carlisle & Hammond Co. 
Walworth Company 
The Swartwout Company 
The D. T. Williams Valve Co. 
STEEL 
Simords Saw & Steel Co. 

STOCKS & DIES 

Armstrong Bros. Tool Co. 

The Oster Mfg. Co. 

Toledo Pipe Threading Machine Co. 

STOPS, ENGINE 
The Strong, Carlisle & Hammond Co. 
“Strong 
STRAINERS 

The Strong, Carlisle & Hammond Co, 

STUDS, MILLED 

Cleveland Wrought Products Co 
STRAINERS 

American Injector Co. 

Kieley & Mueller, Inc. 

Mason Regulator Company 

The Swartwout Company. 

STRAPS, LEATHER 
Chicago Rawhide Mfg. Co. 

Chas, A. Schieren Co. 
I. B. Williams & Sons 

SWAGES, UPSET 
Simonds Saw & Steel Co. 

TABLES, STEAM 
Nason Manufacturing Co. 

TAPE, FRICTION 
joston Woven Hose & Rubber Co 
The B. F. Goodrich Rubber Co. 

TAPS 
Butterfield & Co. 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
TOOLS, BORING 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
TOOLS, MACHINISTS’ 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Delta File Works 
Scandinavian Western Importing Co., Ltd. 
Whitman Barnes-Detroit Corporation 
J. H. Williams & Co. 
Yost Mfg. Co. 
TOOLS, MECHANICS’ HAND 
American Swiss File & Tool Co. 
TOOLS, PLUMBERS’ AND STEAM- 
FITTERS’ 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
Walworth Company 
J. H. Williams & Co. 
Yost Mfg. Co. 
TOOLS, SAW 
Simonds Saw & Steel Co 
TOOLS, VALVE RESEATING 
The Black & Decker Mfg. Co. 


M. B. Skinner “* 


TORCHES, BLOW 
Clayton & Lambert Mfg. Co. 
yeo. W. Diener Mfg. Co. 
Scandinavian Western ae ene Co. 
P. Wall Mfg. Supply 
TORCHES, WEL DING AND CUTTING 
The Imperial Brass Mfg. Co 
TRACK ACCESSORIES 
L. B. Foster Co 
TRACK SYSTEMS, OVERHEAD 
The Chisholm-Moore Mfg. Co. 
Richards-Wilcox Mfg. Co. 
The Yale & Towne Mfg. Co. 
TRACTORS, INDUSTRIAL 
The Yale & Towne Mfg. 
TRAILERS, INDU STRIAL 
Chase Foundry & Mfg. 
The Yale & Towne Sete. “Co. 
TRANSMISSION, VARIABLE SPEED 
The Moore & White Co. 
Reeves Pulley Co. 
TRAPS, AIR AND SEDIMENT 
The V. D. Anderson Co. 
Kieley & Mueller, Inc. 
The Swartwout Company 
TRAPS, RADIATOR 
The Strong, Carlisle & Hammond Co. 
“Strong”’ 
TRAPS, STEAM 
The V. D. Anderson Co. 
G. M. Davis Regulator Co. 
Kieley & Mueller, Inc. 
Nason Manufacturing Cc 
The Strong, Carlisle & Hammond Co 
“Strong” 
D. T. Williams Valve Co. 
The Swartwout Company 
TRAPS, VACUUM 
The Strong, Carlisle & Hammond Co. 
“Strong” 
TRESTLES, SAFETY, EXTENSION 
Patent Scaffolding Co. 
TROLLEYS 
The Chisholm-Moore Mfg. Co. 
Ford Chain Block Co. 
Richards-Wilcox Mfg. Co. 
Saginaw Stamping & Tool Co. 
Union Manufacturing Co. 
The Yale & Towne Mfg. Co. 
TRUCKS, HAND 
The American Pulley Company 
The Fairbanks Company 
Saginaw Stamping & Tool Co. 
TRUCKS, LIFT 
The Yale & Towne Mfg. Co. 
TUBES, BOILER 
National Tube Company 
TURNBUCKLES 
3rownie Mfg. Co. 
UNIONS, BRASS AND IRON 
The Fairbanks Company 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
Walworth Company. 
VALVE LEATHERS 
Chicago Rawhide Mfg. Co. 
VALVE-UNIONS 
Nason Manufacturing Co. 
VALVES, BALANCED, FLOAT 
Mason Regulator Co. 
VALVES, BLOW OFF 
The Fairbanks Company 
Jenkins Bros. 
The Wm. Powell Co. 
The D. T. Williams Valve Co 
Walworth Company. 
VALVES, CHECK 
The Fairbanks Company 
Illinois Malleable Iron Co. 
Jenkins Bros. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
Walworth Company. 
VALVES, COLD WATER, BALATA 
Victor Balata & Textile Belting Co. 
VALVES, EMERGENCY 
The Strong, Carlisle & Hammond Co. 
— FLUSH 
Imperial Brass Mfg. Co. 
VALVES, GATE, GLOBE AND ANGLE 
The Fairbanks Company 
Illinois Malleable Iron Co. 
Jenkins Bros. 
The Wm. Powell Co. 
The Strong, Carlisle & Hammond Co, 
“Evertyte” globe 
Henry Vogt Machine Co. 
Walworth Company 
The D. T. Williams Valve Co, 
VALVES, HYDRAULIC 
The Fairbanks Company 
Jenkins Bros. 
The Wm. Powell Co. 
Henry Vogt Machine Co. 
Walworth Company 
The D. T. VALVES. Valve Co. 
ALVES, NON-RETURN 
The eeu Carlisle & Hammond Co, 


VALVES, POP, SAFETY AND RELIEF 


Detroit Lubricator Co. 

The Wm. Powell Co. 

Walworth Company 
VALVES, PRESSURE REDUCING 

G. M. Davis Regulator Co. 

Kieley & Mueller, Inc. 

Mason Regulator Co. 

The Strong, Carlisle & Hammond Co. 
“Strong”’ 

Walworth Company 


When writing to Advertisers please mention Mitt Suppiies 


VALVES, PUMP, RUBBER 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Elkhart Rubber Works 
Jenkins Bros. 
The Mechanical Rubber Co. 


VALVES, RADIATOR 
Detroit Lubricator Co. 

The Fairbanks Company 
Jenkins Bros. 

The Wm. Powell Co. 

Walworth Company 

The D. T. Williams Valve Co. 


VALVES, THROTTLE 
Detroit Lubricator Co. 
Jenkins Bros. 
Walworth Company 
The D. T. Williams Valve Co. 


VISES, BENCH, WITH CLAMP 
Bonney Forge & Tool Works 
Luther Grinder Mfg. Co. 


VISES, DRILL PRESS 
Yost Mfg. Co. 


VISES, MACHINISTS’ 
Bonney Forge & Tool Works 
Columbian Vise & Mfg. Co. 
Hollands Mfg. Co. 
Morgan Vise Company 
Parker Vises 
Walworth Company 
Yost Mfg. Co. 


VISES, MILLING MACHINE 
Skinner Chuck Company 


VISES, PATTERN MAKERS’ 
Morgan Vise Company 
tichards-Wileox Mfg. Co. 

Yost Mfg. Co. 


VISES, PIPE 
Armstrong Bros. Tool Co. 
Columbian Vise & Mfg. Co. 
Hollands Mfg. Co. 
Morgan Vise Company (Combination) 
Parker Vises 
The Ridge Tool Company. 
Toledo Pipe Threading Machine Co. 
Walworth Company 
J. H. Williams & Co. 
Yost Mfg. Co. 


VISES’ WOODWORKERS’ 
Columbian Vise & Mfg. Co. 
Morgan Vise Company 
Yost Mfg. Co 


WASHERS, BRASS 
Economy Screw Corporation 

WASHERS, LEATHER 
Chicago Rawhide Mfg. Co. 

WASHERS, RUBBER 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
The Republic Rubber Co. 

WATER CLOSETS, FROST PROOF 

Jos. A. Vogel Co. 


WATER LEVEL CONTROL 
The Bristol Company 
Nason Manufacturing Co. 


WELDING AND CUTTING EQUIPMENT 
The Imperial Brass Mfg. Co. 


WHEELBARROWS 
The Fairbanks Company 
Sterling Wheelbarrow Co. 
Toledo Wheelbarrow Co. 


WHEELS, COMPRESSED SPRUCE 
Sprucolite Corporation 


WINCHES 
A. L. Schultz & Son 


WIRE ROPE 
American Cable Company, Inc. 
Williamsport Wire Rope Co. 


WOODWORKERS, VARIETY 
Crescent Machine Co. 


WRENCH SETS 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
J. H. Williams & ©o. 


WRENCHES, ADJUSTABLE 
Bonney Forge & Tool Works 
Husky Wrench Co. 

Walworth Company 
J. H. Williams & Co. 


WRENCHES, HOPPER CAR 
Advance Car Mover Co. 
Safety Wrench & Appliance Co. 


WRENCHES, OPEN END 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Brownie Mfg. Co. 
J. H. Williams & Co. 


WRENCHES, PIPE 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Lawson Mfg. Co. 

The Ridge Tool Company. 
Walworth Company 
J. H. Williams & Co, 


WRENCHES, SOCKET 
The Allen Mfg. Co. 

American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 

The Black & Decker Mfg. Co. 
Bonney Forge & Tool Works 

J. H. Williams & Co. 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 











The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of every 
100 structural steel buildings being built 
in the United States today. The same 
may be said of all railroads, bridge build- 
ers, boiler makers, tank builders, etc. 
The No. 401 Forge has not only been 
adopted by this class of trade in the 
United States, but also throughout the 
entire world. 
















Carried in stock by all the leading mill 
supply jobbers. 


Write for No. 52 catalog 


Champion Blower & Forge Co. 


Lancaster, Pa. 


FREDERICK 
Diaphragm Pumps 





We offer a complete line of DIA- 
PHR. AGM PUMPS of extra heavy 
construction and high efficiency. For 


use in Draining Cellars, Excavations, 
Sewers, Quarries and Trenches. Also 
as Bilge Pumps on Dredges, Barges 
and Vessels. 


Bulletin, Prices and Proposition 


eT RED x £ 
gladly sent to Supply Houses See 07° A 
and Dealers. Write today. sd 


The Frederick Iron & Steel Co. 


Frederick, Maryland 





Special 
Wire Brushes 


of every Type for 
Cleaning 


Heaters 
Boilers, etc. 


Worcester Brushes are Efficient 
and Economical. 





‘WORCESTER BRUSH 
AND SCRAPER CO 


Write for samples and prices. 


WORCESTER 
BRUSH & SCRAPER CO. 
450 Park Ave., Worcester, Mass. 


-WORCESTER 





_ FLUE BRUSH: 


ECLIPSE Belt Cement 


Keeps in all climates. Its adhesive qualities are not excelled by any other 
cement. Is quick in solution. 





s 
= a 
—— — Eclipse 
NE POUNT e bad 
ECLIPSE BELT CEMENL, Specialties 
ee al 
tion and wtit Koop in one Oem have been on the market over 25 years 
MADE ONLY ey and are sold exclusively through dis- 
ECLIPSE ararene" MFG @ tributors. Bar, Liquid and Hot Belt 
4531 Raver CHICAGO Dag = TD Pulley Covering Cement, 





s and Wire Belt —™ 4 ed e stocked 
Oar aur — under you own labels if desired at no 


additional cost. 


Write for prices 


ECLIPSE SPECIALTY MFG. CO. “" Giexorut™” 





T’S easier, and more satisfactory all round to 

sell a complete line of valve specialties made 
by one good firm than a line drawn from a dozen 
different places. 


The design of Davis Valve Specialties is distinc- 
tive; every item in the line is simple, effective, and 
proven by years of performance. 


Show the complete line in your catalogue, and 
take full advantage of the established position 
of the Davis name. 


THE G. M. DAVIS REGULATOR CO. 


408 Milwaukee Avenue, Chicago, IIlinois 









Jobbers! 





Write us for 
BROWNIE N22 | catalog. 


MADE RIGHT PRICED RIGHT 
CLAMPS—Unbreakable, Nickel Plated, Udylited, Plain. 
Made of tough mz Meable iron with ‘steel screws. 
TURNBUCKLES—Udylited, Plain, Strong and Durable, will 
stand a powerful strain. 


BROWNIE MFG. CO., Inc. : Fort Wayne, Indiana 








ECONOMY THUMB SCREWS 


The new “‘Economy”’ Thumb Screw is similar to a 
round head machine screw, threaded up to the head. 
The steel key is forced into the slot of the screw under 
pressure and can’t loosen. The result is an all-steel 
screw, with wide binding surface, standard threads 
and bright tumble finish. Pleases every mechanic 
who has had to work with old style cast and malleable 
thumb screws. 


No delay in shipment. Complete stocks of all sizes. 
Also made in brass and bronze. A good seller. Send 
for Dealer’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, III. 








nn. VISES 


are sold through the 
Distributor 


A good line for you 
to sell. 






coo 


Prompt Deliveries 


MORGAN VISE COMPANY 


108 North Jefferson St. CHICAGO, ILL. 








When writing to Advertisers please mention Mitt Suppiies 
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Each Department Presents Its Own 
Power Transmission Problem 


There is no cure-all method of power transmission. 
Before a power distribution system can be efficiently 
and economically laid out many factors, conditions 
of service and drives must be known and analyzed. 


The type of driven machine, the location of 
same, building and floor space limitations 
and control requirements, power and i 


speeds, maintenance costs, etc., must 


all be taken into consideration. 


For instance, for any machine re- 
quiring considerable power and op- 
erating at a constant and close to 
maximum load, as well as fully 
loaded or isolated machines, indi- 
vidual drive is preferable. 


Where machines can be efh- 
ciently grouped and one prime 
mover utilized to furnish power to 


THE AMERICAN PULLEY COMPANY 


PRESSED STEEL: PULLEYS 


group driving. 








POWER TRANSMISSION ASSOCIATION 
Drexel Building, Philadelphia 


HAND TRUCKS 


SPLIT 


PULLEYS 


STEEL 


HANGERS 


ATENTEL 


4200 Wissahickon Ave. - - 


several by means of a short line shaft, savings can 
be made in first cost, wiring and control as well as 
maintenance, motor repairs, etc., by adoption of 


The Power Transmission Association through ° 
its Board of Advisory Engineers includ- 

ing leading authorities in all industries 
will help you select the right drive 


and this service is at your disposal 
without cost or obligation. 


It will pay you as a manufacturer 
or as an engineer if you are inter- 
ested in lower power costs to know 
more of this Power Transmission 
Association and of the work it is 
attempting to do for you. 


Send for “Drive — 
to-day. 


booklet 


Philadelphia, Pa. 
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S erty Products. 


cold. up-setting Re 
heat treatment. - 


T isthe infinite caré that we take in 
eyery manufacturing process'that 
imarks the difference in Ferry Screws. 


For instance, it is obvious that all 


steel looks alike*to the un- 
aided eye. So we protect 
the fine dimensions and 
absolute trustworthiness 
ofevery Ferry product by 
making painstaking tests 
of all rayy material before 
it is put into production. 


Photomicrographs like the 
one shown are evidence of 


“Tf it’s a Ferry Product 


Longitudinal Section: 
Cold-Heading Wir e: Carbon 0: z 
Etched to show Cleanness and 





Size. Magnified 200 Diometers. 








the constant Seto of Ferry ma-~ - 
terials that goes Ommin our laboratory. 


This -care of ours s a definite 
meaning to you. It means freedom 


from doubt, for-Ferry® : 
processes deserve the -ab-- 
solute dependence that 
screws must be given once 
they are in the job. It 
means too, the satisfaction 
that comes from dealing 
with one of the oldest and 
best established manu- 
facturers in the business. 


Youcan depend upon it” 


FERRY CAP & SET SCREW ‘COMPANY - Cleveland, Ohio 


PROCESS 











